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"YDRAULIC COMPRESeee 


Brake Lming-100% 





Leok for the Thermoid page 
in Collier’s Weekly, Jan. 8th RES 


te ae mwaer 


What would have prevented most’: i 
of the auto-mishaps you know of Be ba 


Wouldn’t good brake lining have done it? 

Your customers know or they are fast learning the false econ- 7, 
omy of friction-shy brake lining. sn 

They are learning the advantage of Thermoid 100% brake 
lining—an advantage that may any time mean the difference be; 
tween a close shave and a crumpled car—a narrow miss or a 


crushed body. 
When you offer them 


hermos 


HYDRAULIC COMPRESsep 
Brake Lining - -100% 


you are offering the brake lining that we are teaching them is safe. 

You do not have to sell Thermoid; you do not have to explain that it has a superior 
gripping power—that it will hold when worn paper thin. 

Motorists know that. 

Thermoid advertisements have told them, and told them why. 

If there is any explaining to be done it is not why yoy are offering Thermoid, but 
why you are not offering it—if by chance you are not. 

Brake lining to be good at all must be good all the way through—100%. 











Hydraulic Compression makes Thermoid one solid sub- 
stance of uniform density clear through instead of bein 
loose and stringy and frictionless when worn. You a 
life when you sell Thermoid. For terms, address 


Thermo Rubber Company 


Trenton, New Jersey 
Our Guarantee: Thermoid will make good or we will 


A large reproduction of the picture at the top of our regular advertisement in the Jan. 8th issue 
‘ of Collier’s, mounted on cardboard, ready to hang up, will be sent you free on request. 


Makers of Nassau Tires—All-Mighty Tough 
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Why A Shop Like This 
Means Profit for You 


This picture shows part of the screw machine depart- 
mentin a large machine shop. In this picture alone 
there are twenty-five men. That means twenty-five 
men who each must have at least a micrometer cali- 
per, one or more rules and a couple of spring calipers. 
They must have those tools. Many of them own com- 
plete kits. In the tool room there are probably one 
or two micrometer sets, several screw pitch gauges, 
two or three screw thread micrometers, a vernier 
caliper, a couple of bevel protractors and a dial 
test indicator. In shops like this a dealer who carries 


Brown & Sharpe Tools 


has many opportunities to make profitable sales, 
especially when the shop is particular about the 
quality of the work it produces. There are constant 
replacements of tools that workmen lose or break, 
additions and replacements to tool room equipment, 
and new tools for new workmen who are constantly 
being hired at large plants. 














Let mechanics in your town know that you carry This business amounts to a substantial figure in the course of 
the Brown & Sharpe line and you will secure im- a year. Brown & Sharpe tools have the known qualities that 
mediate and gratifying results. Window displays give satisfaction and create good will and future business. 
and advertising will do it. Write us for display They are attractive for display in your store or show win- 
material, and electrotypes for your advertising. And dow and they don’t spoil or deteriorate. They are a steady 
don't forget to keep on hand a good supply of our selling, staple line, a source of satisfaction and profit to the 
No. 26 catalogs. dealer who carries them. 


Brown & Sharpe Manufacturing Co. 


PROVIDENCE, R. 1, U.S. A. 


A full line of our tools is carried at our Chicago Store, 626-630 Washington Blvd., Chicago, Ill. 
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Get a Firm Grip 
On the Wrench Trade 
This Year 


You’re sure to lose sales if you sell wrenches 
that slip. You’re sure to make sales if you 


handle the Coes. 


First: Coes Wrenches are known the world over—you don’t 
have to introduce them. Second: No other wrenches possess 
such strength—Coes Wrenches are 30% stronger, size for size 
than any so-called “Just as Good” wrenches. Third: Coes 
Wrenches have the fewest parts—only 10 solid whole parts in the 
Knife-Handle Model and six solid whole parts in the Steel- 
Handle Model. Fourth: Every Coes Wrench gets 16 rigid 
inspections before it is shipped out—practically no chance for a 
“faulty wrench” to reach you. Fifth: The Coes line includes 
a wrench for every purpose—‘‘Knife-Handle” for all general use; 
“Steel-Handle” for railroads, factories or wherever a wrench is 
exposed to heat, water, dampness or insects; “Key-Model” for 
heavy work in the engine room. Sixth: Coes advertising coupled 
with the Coes reputation gained through 75 years of honest busi- 
ness methods have jumped the sale of Coes Wrenches to con- 
siderably over “A Million a Year.” 


So we say to you—-get a firm grip on the wrench trade this 
year. You can do it with the fast-selling, trade-gripping Coes. 
Ask your jobber. 


Coes Wrench Co. 


Worcester, Mass. 


C. McCARTY & CO., 28 Murray St., New York 
. H. GRAHAM & CO., 113 Chambers St., New York 


J. 
J 
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If the customer to whom you have 
sold a Union Caliper Co. product 
should bring a tool back and complain 
because it did not work right, you can 
fix him up in a minute and send him 
away pleased. He gets a new tool if 

the one he brings back did not do the 
work for which it was intended. 

We furnish the highest possible 
quality of goods at reasonable prices. 
Every tool is guaranteed. It is pos- 
sible for us to do this, because we use 
extreme care in every detail during 
the process of manufacture. 

The Union line should be on your 
shelves. Ask us what we are able to 

do for you. It will interest you. Re- 
member that we guarantee our prod- 
uct to both the dealer and the user. 


























Union Caliper Co. 


‘Orange, Mass. 
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For Cold Weather Driving Sell 
The Clark Heaters 


and Clark Carbon 














Every good customer you have who drives in winter and has not already bought a Clark 
Heater will want one. 


Just keep a few Clark Heaters on the counter where they can be easily seen and you'll 
be surprised to find how many you can quickly sell without any special effort. 


The great demand for Clark Heaters is due not only to extensive advertising but the fact 
that for 15 years they have given the greatest satisfaction. 


They are not only a luxury but a positive necessity for comfort during cold weather driv- 
ing. You can sell one to the doctor, lawyer, merchant, liveryman—any one who owns an 
auto or carriage—the farmer who takes long drives into town will want one. It is sur- 
prising how many openings there are to sell Clark Heaters. 


Nearly half a million Clark Heaters now in use—every one with our guarantee behind it. 
We make them in 20 styles and sizes, retailing from 90c up to $10.00 each, according 
to size and quality. 


eee 


8 ee 


Get Repeat Orders for Fuel 


The fuel used is the celebrated Clark Carbon Brick, with which we can supply you and 
which we guarantee will give your customers perfect satisfaction. 


Sli 


Get ready early and be prepared with a supply of Heaters and Fuel for the strong demand 
when cold weather sets in. 


Send today for our new catalog—make up an assortment and get in an early order to your 
jobber. 


_—— “= 


Chicago Flexible Shaft Company 


606 La Salle Avenue, Chicago, Ill. 


AACA 
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Keystone No. 8 


Disston Exhibit 
Panama - Pacific 
International Exposition 


Twelve Highest Awards—including 
Four Grand Prizes 


SAWS TOOLS _ FILES 











y Disston & Sons, Inc. 
Philadelphia, U.S. A. 


(Reg. U. S. Pat. Off.) 
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BOUT 100,000 men YZ» Your salesmen cannot know 
and boys will -_ Jhb %. as much about our goods 
for this catalog 47 2S your customers know 
during the 4 niess you give them 
year. They g _ yee  ? ~ a 1916 Iver Johnson 
will learn 6 % Ce ey ‘ Catalog to study. 


the essential . ©) Ae ee OO ur catalog will 
: 2B A ea help you to 
sell more | 
Iver \ 
Johnson M&M 
goods. ; 


superiority of 
Iver Johnson Re- 
volvers, single and 
double barrel Shot- 
guns, Bicycles and ‘X% “av 
Motorcycles—all about QQ Ween =If_you lack 
new features, mechan- MN =a: copy — send 
ical actions, new models. ai for one. 


IVER JOHNSON’S ARMS & CYCLE WORKS 


FITCHBURG, MASS. 
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and for POMPEIIAN 
BRONZE Screen Cloth 


Twelve magazines of national circulation, salesmen 
that reach an audience of over ten million, will carry 
‘“Pompeiian Bronze”. advertising next spring. They'll 
spread the “Pompeiian” message to all corners of the 
country—north, south, east and west—to quite a few 
homes in your town, too. 


Some of your best customers are going to read the 
“Pompeiian Bronze” Screen Cloth ads next spring— 
and when they read them they’re going to think of 
you. And they’re coming to you to ask for “Pom- 
peiian’’—the Screen Cloth with the “Red String in the 
Selvage.”’ 


If you’re going to be ready, we ought to be getting 
together soon. | 


Clinton Wire Cloth Co. 


Clinton, Mass. 


First Power Loom Weavers of Wire in the World. Makers of ‘“‘Pompeilan 
Bronze,’’ “Golden Bronze,” “Clinton” Painted and “Silver Finish’? Screen 
Cloths, Clinton “Silver Finish’’ Brand Poult Netting, Clinton Wire Lath, 
Hardware Cloth, Clinton Electrically Weld Fabric for Reinforcing Con- 
crete, and Clinton Perforated Steel Rubbish Burners. ; 














December 30, 1915 HARDWARE AGE 


11: 














We are taking orders for 1916 delivery for the Popular 


Ariel, Harvard, Reserve, Adelbert and Erie Bicycles 
NO BETTER MADE NEW MODELS 


BICYCLE TIRES 














SPECIAL 


MOTORTYPE 


WORTHINGTON ’S | 
Motortype, Thornproof and Special Bicycle Tires, 


better than ever. Also the most complete assortment of 


BICYCLE and AUTOMOBILE ACCESSORIES 


to be found anywhere 
DISTRIBUTORS FOR KOKOMO AND U. S. HARTFORD AUTO TIRES 





The George Worthington Co. 


HARDWARE 
Established 1829 CLEVELAND 
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BICYCLES for 1916 — 
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BRAND 


Keeps the 
) Chick In 
pe the 
Competi- 
tor Out 


You can retain your present 
customers and add to the number 

















When 


you show your customers Excel- 


That is true service. 





sior Graduated Mesh Poultry and 
Rabbit Fence you can tell them it 
will keep the chickens in and the 
animals out where they belong. 


Excelsior Brand is made of a 
special hard drawn wire, heavily 
galvanized. It will not sag and is 
the most durable and satisfactory 
poultry fence you can offer your 


trade. 


as well by selling them Excelsior 
Poultry and Rabbit Fence. There 
is the secret of keeping your com- 
petitor out. Remember Excelsior 
Brand is the best to keep chicks 
in and animals out. 


We shall be pleased to send you 
further information and reasons 
why it will be to your advantage 
to buy your Excelsior Brand now. 


If your jobber cannot supply you, write us direct. 


Wnight Wire Company, Worcester, Mass. 


Branches at Boston, New York, Philadelphia, Chicago, San Francisco 


° . 
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The Oscillator 


Vacuum Washer 
is a Veritable Mint of Profits 


This is not mere talk. We can prove it. We proved it last 
year. We are going to prove it on a larger scale this year. 
Will you share in the dividends? . 


The main part of our proposition is that you sell the Oscil- 
lator Vacuum Washer on 30 days free trial. We guarantee 
it unconditionally for five years and promise to replace any 
parts found defective, without charge. 


We make Hand, Electric and Gasoline Power Machines. 
The fact that we guarantee them all on a satisfaction-or- 
money-back basis is sufficient proof that they do sell and 
satisfy. | 


a. 


AAA AAA 


May we mail particulars? 


Kiel Mfg. Co., Albert Lea, Minn. 
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Around the World 


in the 


SPRING BUYING NUMBER 
of 


4 ss <b HARDWARE AGE 
ee FEB. 10th 





From “Greenland’s Icy Mountains to 
India’s Coral Strand’ there is heard a 
Macedonian cry for American hardware, 
tools, housefurnishings, farm equipment 
and sporting goods. 


Stocks in these lines in all parts of the world sorely need 
replenishment. All eyes are turned to the United States for 


relief. 


A golden -opportunity awaits our manufacturers and a rich 
harvest is theirs for the picking. And the picking’s mighty good 
right now. 


Our SPRING BUYING NUMBER, Feb. 10, will offer these 


foreign buyers.a wide range of merchandise to select from. Will 
your goods be among those present? 


Business is Booming 


in the United States also. Stocks of merchandise on dealers’ 
shelves are low: Work is plentiful, wages are high and the 
people are buying. 

Dealers will re-stock their stores after the holiday season. 
Every indication points to a heavy demand for all classes of mer- 
chandise. 


An advertising campaign in HARDWARE AGE now with 
ample space in our SPRING BUYING NUMBER, February 


10th, will help you to secure your share of this buying move- 
ment. 


Get aboard now. Opportunity is knocking. 


HARDWARE AGE 


239 West 39th Street NEW YORK CITY 
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| of Merit 
sori : Showing 
-, THE OFFICIAL AWARD RIBBON 
. . OF THE MEDAL OF HONOR 
; 7 : , Awarded =. 
‘TRIMO TOOLS |S 
at the Panama-Pacific International Exposition — | 
Honor Awarded Means Merit Rewarded : 
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Link Our Sales Organization 
With Your Clerks and 
Increase Your Sales 


Our ‘offer to every hardware dealer to co-operate with him in every 
respect in assisting him to increase the sales of Billings & Spencer tools is 
of utmost value. 


Our entire sales organization is at your service and is anxious to help you 
in suggesting window displays, attractive ways in keeping our products 
before the eyes of your customers, and in giving to your clerks and salesmen 
the essential selling points of our products. 


This co-operation not only includes the personal attention of our Sales 
Department, but also places in your hands suitable display boards, adver- 
tising signs and printed matter which in themselves constitute a strong selling 
force. 


It is our purpose this year to co-operate with the dealer more closely than 
we have ever done heretofore and we solicit your earnest request for that 
co-operation. Write to us fully for all information on any points regarding 
our products and your correspondence will be carefully and promptly 
attended to. 


Billings & Spencer Co., Hartford, Conn. 
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WIRE SCREEN CLOTH 


Heavy Zinc Coated 


AFTER WEAVING 
12 Mesh—14 Mesh—16 Mesh—13 Mesh Extra Heavy 





There are much wider varia- 
tions of quality in the class of ae 
Galvanized - After - Weaving Wc 





wire screen cloth than in any i (! 4D 6G 
Hn .& RE | 
other grade. | es SCREEN 


For many years OPAL has 
i | been the standard by which 
\imeacetewe§€=—s all others are judged. 
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ORDER THROUGH YOUR JOBBER 


New York Wire Cloth Co. 


233 BROADWAY, NEW YORK WORKS—YORK, PA. 
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Sargent Cylinder Padlocks. 
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Padlocks that will stand such | © test as this can be 
sold by the dealer with confidence ‘that they will 


fully protect property. 


On Cylinder Padlocks the Name 





REG. U. S. PAT. OFF 


is a guarantee of strength, security and safety. That they fully possess 
these qualities is shown by the above illustrations of both sides of a 
Sargent Padlock which was used on a car containing valuable freight, belong- 
ing to one of our important railroad systems. Car thieves tried to get in, 
and in their attempt gave the padlock a very severe test; it was hammered 
and battered, the shackle was twisted and the thieves tried to pry the om 
open, but sey found it invulnerable. 


This is jade one of many cases woes full protection has been given by 
They stand every test. Dealers should sell them 
to their customers who need and call for the best. 


SARGENT & COMPANY > 


Makers of Quality Padlocks, Locks and Hardware 


NEW HAVEN, CONN. 


BOSTON CHICAGO 


NEW YORK 
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‘Look at the Eagle Beak Jaws” 





A FEW SELLING POINTS: 


No springs to break. 
Will not turn in the hand. 


6 Manufactured by 





Unobstructed view of nail: Union Hardware Company 
Jaws hardened and tempered. 
Jaws grip beneath nail head. | Torrington, Conn., U.S. A. 


Oblique delivery of ram blows. 
Handle prevents bruised hands. 
Will not roll off inclined surfaces. 
Length 18 in. Weight 4% Ibs. ea. 


New York Office: 99 Chambers Street 
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Cortland 


| Wickwire 
New York 


Brothers 


Inc. 





There's more than one reason for the popularity and selling strength of Wickwire product, but 
all of them can be traced back to the idea of giving the best value and highest quality possible. 

We mine our own ores, operate our own blast furnaces, open hearth mills, rod and wire mills, 
etc. In short, we control every step in the manufacture, and therefore can regulate the quality from 
the beginning to the end. Nothing but the best is allowed to pass. Ask your jobber for prices. 
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====5/ The File That Makes a 
Good Man a Better One— 


Put a genuine NICHOLSON FILE in the hands 
of a good workman and you make him a better 
one because he has a better tool with which to 
work. The combination of a good mechanic SOS eae 
and a NICHOLSON FILE cannot be equalled ESSN 
for producing work of the highest character. ESS SS SSS 


Good workmen know this; that’s why you’ll 
find NICHOLSON FILES in the most skilled 
hands and engaged in the most important class 
of work where quality and service count. 
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NICHOLSON 


SWISS PATTERN FILES 


The variations fcund in imported hand- 
cut files have been entirely eliminated 
from NICHOLSON ‘‘X-F”’ Files. 

All **X-F”’ Files are guaranteed to be 


of uniform shape and cut, quality and 
temper of steel. 


Prompt deliveries of any shape, size or cut from a stock 
which includes 6000 varieties. 


Send for a copy of ‘‘File Filosophy’’—a booklet on the 
use and care of files in general. 


NICHOLSON FILE CO. 


PROVIDENCE, R. I., U. S. A. 
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ST.LOUIS, USA. 





We wish you 
A Happy and Prosperous 


i te New Dear 
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foes |1h I) ame HEN our good wishes for the year 

otal \ pe 1916 reach you through the 
ce till Sam “Hardware Age the old year, 
» Va ss ' . e be ? 
ae with all its joys as well as disap- 


pointments, will have past, and we 
shall all be look ing with renewed 


ae | | ie confidence into the new year. 


q We shall continue to offer you Hard- 
ware merchandise of demonstrated quality, 
the courteous and far reaching service of 
an unusually efficient organization, and 
assure you that our stock shall not only be 
large and complete of items listed in our 
catalogue, but will also add new goods as 
fast as they appear on the market. 
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ous support, and sincerely hope that you 
will continue to send us your mail orders 


when Quick Action is needed. 











WITTE HARDWARE CO. 


ST. LOUIS 


| ¢ We thank you cordially for your gener~ 
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Lhe Extra Profit in 
DUTCH BOY WHITE LEAD 


The dealer’s profit on Dutch Boy white 
lead is really a five-sale profit. It is 
«i. made”’up. of the profit on white lead, 
ee _ linseed oil, colors, turpentine and 
: “; °. driers. 


In addition, consider the direct sales 
: 4; Impetus a reliable white-lead stock gives 
to everything else in the store. 


-—and don’t forget that Dutch Boy ad- 
vertising has cut minutes from the time 
required to make a white-lead sale. 


NATIONAL LEAD COMPANY 


Makers also of Dutch Boy Red Lead-in-Oil and 
Dutch Boy Linseed Oil. 


New York Boston Buffalo Chicago Cincinnati 
Cleveland St. Louis San Francisco 
(John T. Lewis & Bros. Co., Philadelphia.) 
(National Lead & Oil Co., Pittsburgh) 
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STOVE a £ TIRE 
BOLTS Dead BOLTS 
MACHINE rag RIVETS 
SCREWS Re BURRS 


Largest Stock and Greatest Assortment 


American Screw Co. 


PROVIDENCE, R. I. 
Western Depot: 69 East Lake Street, Chicago, Illinois 
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SCREWS 


We are manufacturers— 
that is our business. Quality 
is our aim. We carry in stock 
a full line Iron, Brass and Bronze 
Screws. Try our make. Be convinced 
that Bridgeport Screws are the best. 








Write for price lists and _ discounts. 


Bridgeport Screw Company | 


BRIDGEPORT, CONN. 
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Bishops Greyhound 


That name sells Saws—don't forget that. The quality of the steel 
— in — saw and the workmanship are superior to that found in any 
other make. 


And when it comes right down to speed and easy-cutting, the 
“Greyhound” will win out every time. 


We are sure the “Greyhound” will suit the most expert saw users 
in your town. We authorize you to Guarantee every Bishop's 
““Greyhound”’ as follows: To cut faster and run easier in all kinds of 
wood and hold its sharpness and set longer than any other saw. 





If a 30 days’ trial does not prove our Guarantee, we will refund the 
money to you on every unsatisfactory saw sold to your customers. 


Made in both Straight and Skew Back in all stand- 
ard lengths from 18 to 30 inches. Send for New Catalog 


and Trade-prices. 





Geo. H. Bishop & Co. 


TRADE MARK. Lawrenceburg, Ind. 











Tn 


Standard Grinders After Fifty Years 


Fifty years make half a century, and it takes a mighty good article to hold 


supremacy in its class all that time. Cleveland Grindstones have done it! 
That’s because they are made of genuine Berea Grit, the finest all-round abrasive known, 
which has a fine, even texture all through. Furthermore, every Cleveland Grindstone is specially 
selected by our expert graders, and we ship to a dealer only the grit best suited to his cus- 
tomers. You'll be “playing safe” and will make sales without a come-back if you handle 


CLEVELAND ~<§)- Grindstones 


Vasto" = 
Sold only to Hardware and Implement Detlers = 









If you handle grindstones stamped with the quality mark shown above, you will be sure you're getting 
the only Berea Grit. You'll be backed by an unlimited supply, best factory equipment, expert workmen 
and a FAIR DEAL. Cleveland Grindstones will help you get the business that now goes out of town. 


To start the ball rolling, write for illustrated Trade Price List. 
Tell us your jobber’s name. Ask also for our famous book, 
“How to Keep Mail Orders at Home.” 


The Cleveland Stone Co. 


Leader-News Bidg. Cleveland, 0. 
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power 
built to run by gas engine. 
Especially adapted to farm 
or machine shop. Cast-iron 
frame and trough Kevan will not 
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Sterling Model 
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INLAND 
Basic Open Hearth 
ROOFING 
Oo vere ote iag a 


Products peed ee and controls 
all its raw materials from the Iron Oreup 











INLAND STEEL COMPANY 


First National Bank Bidé., Chicago 
Works Indiana Harbor, Ind. and Chicago Heights, IIL 
Beanch Offices- ST.LOUIS-ST.PAUL- MILWAUKEE- DENVER-DALLAS 
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ell [hem 
by the Set 


It isn’t hard. Every mechanic needs the 
entire set in his work, and it resolves itself 
to a question of selling him once or seven- 
teen times. Bring out the value of the case, 
its use in keeping the bits in order and 
near at hand, preventing loss, etc. Try it. 

Forstner Bits are the only bits that are 
not dependent on a center or a level to 
guide them. They cut from the outer rim. 
The entire surface is at work all the time; 
no jagged ends; every part of the work is 
smooth and polished. ‘They bore their way 
through hard, knotty, cross grained wood, 
leaving a smooth hole and clean, polished 
surface. 











Sets of 9, 11, 17 bits are fur- 
nished in compact cases for 
the convenience of the user. 


AAA 








Let us send you catalogues. Order 
through your jobber or direct. 


THE PROGRESSIVE -MANUFACTURING CO. 


TORRINGTON, CONN., U.S. A. 
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BUTCHER TRAYS 


Enameled in White and White 


No. 15—15¥44 x 105% x 34” 
“ §17—1744 x 11¥4gx %4” 
“« 19—19 x12%x %” 
‘« =625—253, x 193% x 154” 
‘* 250—Same size as +25, with Cor- 
rugated Bottom. 


Note the new +25 and +250 sizes, which have heretofore been largely 
furnished by the Importers. 


THE VOLLRATH CO. 


Sheboygan, Wis. 


New York Chicago 














<0; Now is the Time 

ae for Dealers 

to Lay “Lines” for 
Next Year 

Sap Pail Business 








1 | nH Min . 
Nae | i i Hh 
a | os ( i 
i 


Sap Pails are not used everywhere the “Hardware Age” goes, but lots 
of Merchants in Maple Sugar Territory Want this Kind of Ware. 


Tin and Galvanized Finished, Full Range of Sizes from 9 quarts up, 
almost as wanted. Prices, shipping weights and any other desired 
information upon request to nearest office. 





Sap Pails and Covers form a 


WHEELING CORRUGATING COMPANY, Wareuine W.Va. 


large item in some Hardware 

Dealers’ Business. If there BRANCH OFFICES AND STORES: 

ae eae NEW YORK CHICAGO PHILADELPHIA 

ee ee ee ee ST. LOUIS KANSAS CITY CHATTANOOGA 

territory, Wheeling Corru- sien titan maiden 

gating Company’s Pails will Dallas, Texas Detroit, Mich. 
Minneapolis, Minn. Portsmouth, Ohio. 

Richmond, Va. 








| help you “land” it 
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Manufactured by 


BUCKEYE ALUMINUM CO., Wooster, Ohio 
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R. KE. DIETZ COMPANY 


TAKES PLEASURE IN WISHING YOU 


Wee 


A MOST HAPPY AND PROSPEROUS 


NEW YEAR 


Yy 
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It’s the Four Knives 


A knife for every purpose—that 
brings you customers asking for the 





“ENTERPRISE” Food Chopper. They 


(1) For Ch 
g oppi 





want the chopper 
of wide utility 
that has the four 





RED TIPS 











sharp knives cut- aa Ya ,4r 

ting Fine, Me- " “ed GAL FT 

dium, Coarse, and iit 
the Nut Butter 

Poultry, iSereguie, Cutt 

Codfish. Corn for utter. ae 

fritters, etc. e | yi 


The ‘‘ENTER- 
PRISE” reputation as 


ers for Crumbs, ete. 


(2) For Chopping 








Medium — 


(3) For Chopping 
Hash, 


H Head ° ° 
Neti, an indispensa- 
and, Lobster for ble household help is 


Vegetables of ali the result of (1) the. 
<< -' “ENTERP RISE” 
persistent advertising 
and (2) the actual 








2 a) et een ey saving that 

~@ Butter from Nuts . 

7 ot an oily nature. | OUSewives are able to 
make with 


Nut Butter Cutter 


“ENTERPRISE” 
Food Choppers 


Highest quality, all parts standardized (can be 
quickly replaced if broken by accident), doubly 
tinned—can’t rust—are only a few of the reasons 
why dealers find it’s 
good business to sell 
“ENTERPRISE” Food 
Choppers. 

A display in your win- 
dow now will make sales, 
not only because an 
“ENTERPRISE” Food 
Chopper is a popular 
Christmas gift, but be- 

cause house- 
| wives need 





EVERY TIME 
WITH THE 


MEN WHO KNOW 


Horse shoers and Horse owners de- 
mand the 


RED TIP CALK 


because they have proven their worth 
in years of service. 


RED TIPS 


are made of the high- 
me est grade special 

== steel properly tem- 
3 -pered They are 










Three Sizes 






















per minute cam ‘ENTER; 3 | a 
Food Chop- accurate in proportion, exact in dimen- 


sions and GUARANTEED. TO 


pers more 


vanity hire GIVE SER- 
h eT lane VICE 
neemaihen, outs We have a full 


can meet all com- 
— Pi 2S 








line of advertising 
for you imprinted 


profit. with your name. Send for Booklet K, | 


containing full information 





Chops 2% Ibs. of mea 


Chops 8 Ibs. of meat 
per —, Weight, 


The Enterprise Mfg. Co. of Pa. 
Philadelphia, U.S. A. | 


per minute. Welrht. 
4% Ibs. 





Neverslip Manufacturing Co. 
New Brunswick, N. J. 


_ a a it _—= 
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Have you ever had a 
pair of old shoes that did 
not fit you properly? 








If you have you know what a 
& . ‘ woman is up against when you 
i Sper > sell her a clothes wringer that 

does not properly fit her tubs. 





When a customer wants to 


Stanley Shoot Board and Plane buy a wringer the first question 
should be ““What kind of tubs 
This combination of Plane and . have you?” If she has a soap- 


stone or slate tub sell her a 


wringer that will fit that tub. 


Our No. 781-S is one of the 
very best wringers that money 
-can buy. Guaranteed for five 


Shoot. Board (sometimes called a 
“Jack Board”) is a very important 
tool for all wood workers. The 
nicety of adjustment, the accuracy 


with which all parts are made, and the years. Steel ball bearings; en- 
general solid construction, make it closed gears; 11 inch rolls; re- 
particularly valuable for Carpenters, versible water board. 
Pattetfn Makers, Printers, Picture We make many other styles. 
Framers, and Electrotypers. Ama- Send for our large and interest- 
teurs will also find this tool. very ing catalogue. 
useful. 

Call it to the attention of those Lovell Manufacturing 
of your customers who are interested - |. Company, Erie, Pa. 
in any of the above occupations, give Latgiad Mibiipiestaiaie of Ctathiie Cilaiiiine te 
them a circular (which we furnish) _ the World 


describing same in detail and sales 
will surely result. 


It lists at $10.00, which gives you a 
nice profit. 


Manufactured by 





STANLEY RucLe & Lever Co. 
New Baitain, Conn. U.S.A. 
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“Universal” Slides are Easily Applied— 


A gentle tap with a hammer and the “Universal” Slide is al ae i 
applied to the most fragile piece of furniture. An ideal 
article for light weight furniture where casters are unsuitable 


Cpe The prongs are brought in 
from the edge of the slide, 
obviating the possibility of 
splitting the furniture leg 
or causing an ugly projec- 
tion. A practical improve- 
ment over the old style slide. 





This Patented feature, protected by exclusive patents, is only found 
in ‘*Universal’’ Slides 


Universal Slides, glide, don’t scratch, keep bright and won't fall off. 
They are constructed of best steel that is highly nickel plated and case 
hardened. Price negligible. 

Write for Sample Card No. 25 H. A. 





Universal Caster & Foundry Co. 


General Offices and Factory: 574 Ferry Street, Newark, N. J. 


Also Makers of Ball-Bearing, Non-Ball-Bearing, Grip Neck, Phila., 
Oblong Plate and Metallic Bed Custers 

























MYERS 


Power Pumps and Working Heads 
Solve Perplexing Pumping Problems 


Present-day folks are constantly seeking after better ways for doing the old 
things. Everybody is wide awake and is looking for new methods and new 
machinery to lighten their labors. Much interest has been manifested during 
recent years in better water facilities for the home, farm, factory, or wherever 
water is used in quantity. Through the medium of Trade and Agricul- , 
tural Journals, State Colleges, Institutions, Conventions and by distribu- 
tion of manufacturers’ literature, this subject has been given wide pub- 
licity and a general demand for modern water lifters has sprung up, 
which is being cared for by dealers everywhere. 





The conditions to be met, in 
different pumping installations, 
vary in practically every case. 
The difference in depth of 
wells; the distance in height to 
which the water must be 
forced; the quantity of water required; the available power—all 
enter into the problem and must be considered. The dealer who 
sells MYERS POWER PUMPS can meet these conditions and 
many others that arise, for the MYERS Line is complete— 
Power Pumps and Working Heads of almost every size and 
description, for shallow or deep well service, and for operation 
by gasoline engine, electric motor or any other power—belt, 
gear or pitman drive. Capacities vary from 300 to 7,200 gallons 
per hour. Each pump is a complete unit, easy to install (no 
expert required) and maintain, and will furnish superior water 
service at a low cost. 

Write us. We make the usual free Catalog offer, but—attach 














more importance and enthusiasm to it than usually. We want you 





to get into the Power Pump Game. 





F. E. MYERS & BRO., Ashland, Ohio 


ASHLAND PUMP AND HAY TOOL WORKS 
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YOUR SALES WILL MOUNT UPWARD WITH THE 















Highest (U7 Gia a Eagle 
Class = . Quality 
Oilers Absorbs 
in the the Cost 





World 

































TRADE MARK REGISTERED U. S. PAT. OFF 





Can’t Leak oO j 4 E oS ¥ Indestructible 


piece WELDED STEEL PRODUCTS ,;X°,. 


WILL BE SOLD IN EVERY HARDWARE STORE IN THE WORLD. 
EVERY EAGLE OILER A “CAN OF QUALITY” 


MACHINE CUT THREADS |. 1p 
METAL 





Eagle Welded Oiler. 
Polished Steel. 
Cannot Leak—Indestructible 
(Note Sectional Cut Below) 


The original and ONLY practical 
welded steel oiler in the world. ‘Note 
sectional cut below.) The top arrows 
point where the neck of the Oiler is 
turned inward and then reinforced 
with metal, thus forming a solid collar 


Special Auto Oiler. 
Copperized Steel. 


A practical auto oiler with seamless 
one piece drawn body; reinforced with 
heavy bead near breast, which not 
only makes it strong and durable but 





with machine cut threads, and dis- 
penses with the old method of solder- 
ing and brazing a separate collar to 
the body. The bottom arrows point 
where the bottom is welded to the 
body; the seam in the spout is also 
welded, which makes it one solid tube; 






CARBON STEEL 


( SPRING BOTTOM 









adds greatly to its appearance; made 
with extra wide mouth collar; easy to 
fill; fitted with either spring steel 
bottom or heavy tin bottom, which 
are double seamed to the body. Short 
spout (2% in. long) convenient, be- 
cause it will stand upright in tool box. 


a , 2 
the Eagle Welded Oiler can he bat- ° i mt WELDED BOTTOM }. 12 
tered and bent, but it will not leak or 


break. SECTIONAL CUT Watch its Progress. 
WRITE FOR A FREE SAMPLE, CATALOG, CIRCULARS AND PRICES—‘‘*WE WILL HELP YOU SELL”’ 


EAGLE GLASS ~-MANUFACTURING CO. wesssusc.wys. 




















AMERICAN BRAND 


QUALITY SERVICE 


SCREEN WIRE CLOTH 


WE are supplying 
jobbers with model 
Screen doors cov- 
ered with GAL- 
VANOID, for dis- 
tribution to dealers 
who order GAL- 
VANOID. This is 
an excellent show 
window or counter 
display, and will attract attention, and help 
sell GALVANOID, as well as the other 
grades of Screen Wire Cloth and Screen 








YOU should sell 
GALVANOID 
SCREEN WIRE 
CLOTH because it 
will mean perma- 
nent, profitable cus- 
tomers to you. 

GALVANOID 
is multiple - electro- 
zinced after weav- 
ing, and has a coat of varnish baked on, 
which protects the attractive dull gray finish 
and adds to its firmness. 





GALVANOID is firm, durable and doors. : 
attractive—the best Galvanized Screen Wire Have you yours? If not, write us 
a made. Write for GALVANOID TO-DAY. 
folder. 


We are manufacturers of Painted, Galvanoid, Galvanized, Bronze, Copper, 
and many special grades. Samples and catalogue sent upon request. 


American Wire Fabrics Company, Chicago, Illinois 
Mt. Wolf, Pa. Niles, Mich. 


Factories: Clinton, Ia. 
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Sell ’em By the Box 


as hundreds of other live, wide-awake 
dealers are doing. Think what it 
means to have.a stock of GLEN Steel 

- Mats in separate cartons. You can 
display your stock on your shelves, 
save valuable stock space, and rende1 
customers quicker and more efficient 
service. Better get our prices—also 
details about display racks, printed 
matter, electros, etc. Write to Dept. 
H for sample mat. 


McKINNEY MFG. CO. 


Pittsburgh, Penna. 


Rubber Fly 


Sanitary—Flexible 


Standard Vending 





Swatter 


Effective 





Here is a fly-swat- 
ter that will sell itself 
when displayed on 
your show case next 
spring. There has 
been need for a sani- 
tary fly swatter for 
some time. This con- 
tains no metal any- 
where ; can be washed 
and easily cleaned; 
does not injure the 
finest furniture or 
fabric, etc. 


Write us today for 
our attractive offer to 
dealers. 


° rugated fibre shipping cases 

ine 10 x 10 x 14% containing 

Mach Co. 12 cartons of 12 swatters 

each. Shipping weight 16 

HAZLETON, PA. Ibs. per gross, length of 
swatter 14 inches. 








Packed in one gross cor- 

















ATLAS 
10-Cent Fly Swatter 


“Swat the Fly” crusades are spreading. The com- 
ing «season will see the greatest demand for Fly 
Swatters ever known. Be prepared. Stock Atlas 
Fly Swatters. We make two 
styles—one to retail for 5 cts., 
the other for 10 cts. Both are 
made of the best wire cloth 
with a copper finished handle. 


The 1o-ct. Swatter shown 
has an extra long handle— 
10 ins. It is very neatly and 
securely bound with soft green 
felt—cannot mar the finest fur- 
niture. Especially adapted for 
parlor or drawing room use. 
We have made it extra strong 
and flexible—will ‘outlast any 
now on the market. 


The 5-ct. Swatter, the best 
ever made to sell at a Nickel, 
has a triangular fold permit- 
ting insertion of your ad if 
desired—a clever idea. 





Now is the time to place 
stock orders. We'll gladly 
quote Prices and Terms. 


Atlas Mfg. Co. 


a New Haven Conn. 














ey, Kin BS , . 2 


Make your inquiries known to} 


headquarters if you want prompt 
quotations — and also prompt 
shipments. 


Whitaker Brand Black Sheets 
will -help you out of many a big 
difficulty. Write us now! 


WHITAKER-GLESSNER CO. 
PORTSMOUTH WORKS 
PORTSMOUTH, OHIO 


an 
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Horse-Shoe Brand 
Wringers 


Warranted as to 4uality 
Warranted to give satisfaction 











Plain 
Bearings 
and 
Steel Ball 


Bearings 


Enclosed 


Cog 
Wheels 





Steel Ball Bearings Size of Rolls 
No. 860B 10x 1% inches 
No. 3615 11 x 1% inches 


WE MAKE THE LARGEST VARIETY OF 
WRINGERS IN THE WORLD 


Send for our new Price List 


The American Wringer Co. 
NEW YORK CITY, U. S. A. 





BALDWIN 
Dry Air 


Refrigerators 


1916 
CATALOGUE 
READY 





150 
Handsome 
Refrigerators 





EVERY STYLE 
EVERY SIZE 
EVERY PRICE 


Ash, oak and softwood 
cases. 


Metal, White Enamel, 
Porcelain and Opalite 
Glass Lined. 


35 years’ experience goes 
with every one. 


The Baldwin Refrigerator Co. 
BURLINGTON, VERMONT 


H. E. Sturtevant, Cc. H. Smith, 
38 East 21st St., 817 St. Andrews Place, 
New York City. Los Angeles, Calif. 




















Our Illustrated €@tal 


describes over 4400arfices 
0 
WIRE HARDWARE 


KITCHEN WIRE HARDWARE 
anOWIRE SPECIALTIES 


Have You A Copy? 
A> Postal will 


“2 


THE WIRE GOODS COMPANY 


WORCESTER MASSACHUSETTS 
U.S.A. 











_More Business FOR YO! s 
More Profit 

Do you realize that nearly every new or remodeled 

home has one or more Fireplaces? You are the one 

that should supply the Dome Dampers, Ash Trap Doors, 


Cleanout Doors, Chimney Thimbles, Fire Baskets, And- 
irons, Fire Sets, Screens, Gas Logs, etc., for these homes. 


Our line of Fireplace Fixtures will en- 
able you to get this business and make 
a good profit on it. Ask for our cata- 
logue No. 1525. All articles shown in 
it are in vogue. 


Other Goods We Make 





















Stove Pipe Registers. House Numbers. 
Waffle Irons. Mop Sticks. 
Harness Hooks. Sink Brackets. 
Steak Hammers. Saw Vises. 
Stove Pipe Dampers Chest Handles. 
Damper Clips Latches. 
Cover Lifters Samson Wind Millis 
Pokers. Feed Mills. 
Foot Scrapers. Pnsilage Cutters. 
Quilt Frame Clamps. Alfalfa Outters, 
Lamp Brackets. Gasoline Engines. 
Flower Pot Brackets. 
7 
7 
Ss 
’ 
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710 East St. Pet 2 igh, 
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Is there the slightest reason why you should not have the 
trade of every butcher and hotel in your city? You've got to 
have the best to do it, tho. Our line will get and hold that 
trade. It’s the better kind. 


SEND FOR OUR CATALOGUE. 


OTHE L, & L. J. WHITE CO., 6scolumbiast., Buffalo, N. Y. 

















Ask Us About: 
The Sure-Shut Line 


It is composed of fast-selling items of prac- 
tical worth, some ‘seasonable, but for the most 
part, year-round sellers. 

Hose menders, milk bottle caps, mouse traps, 
hump key-ring hooks, pressed steel screw clamps, 
savings banks, book straps, etc. 

The Sure-Shut Hose Mender makes an abso- 
lutely tight connection in less than a minute. All 
brass, won’t rust. Made for %” and 34” hose. 








She Needs a 
: Perfection Oiler 


So does every woman in your 


Every me- 
chanic can use 


= neighborhood who is still apply- 
= ing oil to her floors with a mop. Sure - Shut 
: This wasteful method was prac- Clamps. 


tised before the Perfection Floor 
Oiler was placed on the market. 


A Perfection Floor Oiler saves 
both oil and labor. It distrib- 
= utes the oil uniformly § and 
= cleanly. It will save the cost of 
= itself within a few weeks. 

We want a dealer in every 
territory to write for particulars 
ig Perfection Oil and Floor 

er. 


Three Sizes 
5’. 114’, Y ed 


Write now 




















Perfection Oiler Co. 
406 Hume-Mansur Building 
Indianapolis, Ind. 


Fort Dearborn Mfg. Co. 


STERLING - - - ILLINOIS 


0101 


=i 











YOU CAN SECURE 


industrious, capable clerks, salesmen or managers, by 
advertising for them in the Opportunity Exchange of 
Hardware Age. This Department receives the earnest 
consideration of many ambitious men who aspire to more 
responsible positions. $1.00 pays for one insertion of a 
fifty-word advertisement. Try this department, now. 


HARDWARE AGE, 239 West 39th Street, NEW YORK 
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Tips For Hardwood And Marble Floors 


Stetson’s Combination Cushion Chair Tips are made from 
selected sole leather re-inforced with metal bushing. The chair 
is able to move about freely without noise or scratching the floor. 
The felt washer acts as a cushion. This line is only one of our 
big sellers. Write for catalog. 









Elastic Tip Co. 370 Atlantic Ave., Boston, Mass. 














Parker's 


NATIONAL 
IRON TOP 


BOX MILL 









31 Years Not Beaten 


~ “Steel Gem’ Casters for thirty- 
one years have held the lead. 
Old hardware men will tell you 


———— that. 

A Mill that is just right for home use. Very They are built of all steel. They 
handy—sets squarely on table-or any flat sur- are roller bearing and revolve 
face. Easily adjusted to grind coffee to any h 
degree of fineness. Also very popular for at a touch. 
spice. 

A good Mill at a moderate price. Made They sell well and give good 
strong and serviceable. Parker Coffee Mills satisfaction—always. 


are made in many styles. Send for Catalog 


and Discounts. Get our prices. 


The Chas. Parker Company 


New York Salesrooms Factories M. B. SCHENCK CO. 


32 Warren St. Meriden, Conn. MERIDEN : CONN. 


























REVOLVING 
PUNCHES 


Made of forged steel with 
improved, easy working 
joints ; the tubes from solid 
stock, each tube being tem- 
| pered by hand and the 
turrets made from solid steel rods with highly tempered steel springs. We give 
our punches a fine finish and guarantee them in every respect. 


THE SMITH & EGGE MFG. CO. - Bridgeport, Conn., U.S. A. 
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"W & B LAWN MOWERS 
Plain and Ball Bearing 


We manufacture Lawn Mowers to meet the 
demands of all classes of consumers. 





THE WHITMAN & BARNES MANUFACTURING COMPANY 


Established 61 Years 


GENERAL OFFICES 


New York Office and Store, 64 Reade Street. 


Their superior Cutting Qualities, Handsome 
Finish and Durability make friends for Hard- 
ware Merchants. 


Send for catalog and literature showing the line in colors 


AKRON, OHIO 


Canadian Factory and Office, St. Catharines, Ontario. 
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Two Chains—two uses 
—QOne guarantee 


ELWELTRA Trace Chains 


are admittedly the leaders in their 
field, with no competition—and a few 
imitations. Our. broad guarantee of 
quality and service, and our policy of 
co-operating with the dealer are the 
main factors in their success. 


EL-WEL-CO-TI 


is the best cow tie made, and like 
ELWELTRA it is without an equal. 
Our guarantee, and our policy of fur- 
nishing just what we claim—full size 
to gauge—have made these chains 
popular with the live dealers. 


Stock up on these two winners; you 
can’t go wrong, and, as President Wil- 
son says, you must be prepared. 


SOLD BY YOUR JOBBER 


MADE BY 


Standard Chain Company 
PITTSBURGH 


itt 


mn 
HL 


HA 


SALMAN 


100% Quality 


We wish to lay particular stress on the 
absolute accuracy of Ludlow-Saylor Wire 
Products. 


ITT 


For instance, every roll of Window Screen 
Cloth must contain not less than 100 lineal 
feet. Where two lengths are used to com- 
plete the roll we give 103 feet total. 


When we say 36” wide we mean 36” wide, 
not a visible fraction more or less. 


In short, the Ludlow-Saylor label is an in- 
signia of 100% Quality. 


Ludlow - Saylor 
Wire Company 


General Office and Factory, 
St. Louis, 0. 
Branch Offices: 20 
Jackson Blvd., Chicago, 
Millis Bldg., El Paso. Tex. 
804, Salt Lake City. 
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No. 170 NEY Carrier 


Lightest draft Fork Carrier made. 7-in. Roller 
Bearing Sheaves. Wide mouth permits the lift- 
ing pulley to carry near track. Made extra 
strong. Big seller. Good profit. 


We make the largest line of Haying Tools in 
the world. Send for New Catalog. 


The Ney Mfg. Company 
Canton, Ohio 
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“PHILADELPHIA” 


VANADIUM CRUCIBLE STEEL BLADES 


Our Trade Name is not what makes the 


GENUINE PHILADELPHIA LAWN MOWERS 


The standard of excellence the world over. It’s the way they 
poe and cage Of sre made, the materials used and results obtained that have 
roller bearing made made that trade name a selling argument in itself. Nearly a 
pe I pag fm Seven HALF CENTURY of devotion to manufacturing progress has 
roller bearings— made the GENUINE PHILADELPHIA Lawn Mower the stand- 
“K *“~Indepen- 2°d_by which other makes are measured. The modern PHILA- 
dence ' ms Seca” DELPHIA ROLLER BEARINGS are far superior to the old 

style ball bearing. 





THE 
GENUINE 














THE PHILADELPHIA LAWN MOWER CO. ic a 
3ist & Chestnut Sts. PHILADELPHIA, PA., U.S. A. 






















Competition forbids increas- 
ing profits by raising prices, 
but it doesn’t forbid increas- 
ing sales by selling a bet- 
ter line. More sales mean 
bigger profits—you give 
more and get more when 


For Pumping 
Gasoline! 


AUTOMOBILE OWNERS 


will find this to be a safe and econom- 
ical pump for transferring gasoline 
from tank toauto. This plunger pump 
has a capacity of 4 gallons per minute. 
Brass Cylinder; safety locking device; 
Brass Cock. 


CLLETMLIN: 
Pumps 























Are made in other styles for use in Made a little different— 
public and private garages. Good de- a little better than others, 
sera ne wet seit can cost no more, sell easier and 
step Seaeinemaae Caer ahaa oftener. Our catalog shows 
ture FIRST. a long line of profit makers 
; —pumps of special design 
The Deming Company eT eee 
Salem, Ohio we 
Henion & Hubbell, Chicago “HAYES PUMP & PLANTER CoO. 


Harris Pump & Supply Co., Pittsburgh 


GCALVAaM , ILL. 


























The Popular Syracuse se Garden Barrow 


In addition to being the Strongest, this is 


the handsomest Barrow on the Market. 


No. 141 Medium with Wood Wheel 
No. ot Medium with Steel Wheel 







. 14 e with Wood Wheel 
No. 153 Extra Large with Steel Wheel 
Handles, legs and wheel are painted red. Sides and 
front olive. Handsomely striped and ornamented. All 
well coated with a durable varnish. 

Frame is well made of seasoned SS Se 

cross-bars mortised into the handles. Bottom board 
are set into the rear cross-bar, which ara og split: 
p= 4 at the ends. Strongly braced through 
nished with springs when desired. 


Syracuse Chilled Plow Co., Syracuse, N. Y., U.S.A. 
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Standard Listsand ese 
of Manutacturers 


The New Revised Edition of 
Hardware Age Standard Lists 


The new edition brings the Hardware Age Standard Lists 
up to date under its new name of ‘‘Standard Lists and 
Directory of Manufacturers.”’ 





This edition is loose leaf in form and is kept revised 
through the new subscription service which provides for 
the mailing of new lists within a few days after their 
adoption by the Manufacturers’ Association. 


A complete and authentic directory of manufacturers of all 
articles listed is Siven opposite each standard list, so that 
the subscriber may write direct for the best discount on the 
quantity he requires. 


Wherever possible the brand names of articles are given, 
and the Lists are classified and arranged as nearly alpha- 
betical as possible, with a complete index. 


The binder has been specially designed for this book, and 
opens by merely pressing a spring in the upper cover. The 
Lists may then. be removed to the point where the new list 
is to be inserted and the whole thing-closed by merely 
pressing the covers together. The binder is covered with 
high grade linen selected for its durability. 


The book contains about 300 pages of lists 7x10 inches in 
size, and printed on light weight high grade paper so as 
not to make too bulky a volume..- 


The price is $5.00 for the complete outfit which will include 
the mailing of corrections for one year from the placing of 
the original order. . Subsequent subscriptions which in- 
clude only the mailing of new lists will be $2.00 per year. 


Hardware Age Book Department 
239 West 39th Street - . - New York City 
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WHarT BUILD 


T is “the come backs” that build up almost BUS/N. 
every legitimate business. Surely no paint 
business could continue if it were not for the i / G G LP 


customers who buy again and again—the 


customers you can count on. The more of A N D 


these you can cultivate and convert the bigger 


your business will be—and the faster it will 

grow. It pays and pays big to handle paints fo} 4 ey GE, 
so yood that the first sale is but the beginning | 

of a lifetime habit of buying. You will sell that kind if 


you handle 





MONARCH PAINT 


100% PURE 


“The kind that brings ’em back’’ 


Friendship is the greatest asset 
in business—not alone the friend- 
ship for yourself, but the 
deep seated regard 
for your goods. 


Let us tell you how we help 


make a “come-back” of every cus- 
tomer. Drop us a postal. to-day. 


THE MARTIN SENOUR Co, 


CHICAGO, DOA TRERT NOI Ft NE , = 








BRIGHT WIRE AND 
BRASS WIRE GOODS 





Your Reputation 


OR quality depends partly cael ile 

on your persistence in eines anidiiag 
mentioning it. To assume that Cutie saiaire: hem eam 
everyone knows the merit of 
your goods will make you miss 
the bigger and richer market. 1, GROSS. 

Long after YOU think your case 
is understood there will still be need 
for telling your story. What seems ° | ele 40 
old to you is just dawning on the te, Wire 


cejineioes meee || TGATE HOOKS AND EYES 


never have had need of you before. 
MADE IN U.S. A. 

















Everlasting repetition brings the big 
results. 








Readers of HARDWARE AGE 
are on the alert for money-making 
merchandise. Why not let them 
know about yours? 


Let us tell you how to use our 
pages advantageously. 


HARDWARE AGE 
239 W. 39th Street, New York 





MORGAN SPRING COMPANY, 


WORCESTER, MASS. 











A COMPLETE LINE. 
PROMPT SHIPMENTS. 
WRITE FOR PRICES. 
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Starrett 
Efficiency 


This tool is a Starrett Test Indicator. It shows 
the slidhtest variation to the thousandth of an 
inch in testing, inside, outside or surface work. 


This means accuracy and time saving and 
the sum of these is efficiency. 


Manufacturers, Engineers, Superintendents and. 
expert Machinists all recognize Starrett Tools 
as absolutely Standard. 


Other Starrett Tools are: 


Micrometers Protractors Hack Saws 
Vernier Calipers Speed Indicators Expansion Pliers 
Wrench Sets Combination Squares Steel Rules 


We deal direct with hardware stores. Send for 
“case Pree Catalog No. 20- .A, prices and terms. 


THE L. S. STARRETT COMPANY 
Athol, Mass. 
“The World’s Greatest Tool Makers” 











New York London Chicago 
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Plate can reflect your 


Good Name. 


‘shown around the house” 


are really important occasions. 
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Do you forget that every item 
you sell comes in for constant 
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A WINDOW DISPLAY THAT DESERVES 
MORE THAN A PASSING THOUGHT 


By THE ASSISTANT MANAGER 

















A machinists’ tool display .of unusual merit made by 

HE demand for fine mechanics’ tools during the 

i past year has shattered so many good selling 

records that it is material for a book rather 

than for a short story. A lot can be said in a little 
space, however, so we will stick to our text. 

The Warner Hardware Company is the Mecca 
of machinists in Minneapolis, Minn. The company 
carries a complete assortment of tools in ordinary 
times and do an enormous business. During the 
past twelve months they have been strained to “de- 
liver the goods.” The store that has not been “short” 
on many items in this line during the past six 
months is indeed the exception, but Warner’s boys 
have a habit of pushing things when they are al- 
ready going fast enough to suit average people. That 
is probably why they are known as hardware men 
away above the average. 

Their recent Starrett tool display. was most at- 
tractive. It was a business builder from start to 
finish. This store believes in showing one line of 
goods at a time, and while the space occupied by 
this display is small the effects were great. This 


the Warner Hardware Company, Minneapolis, Minn. 
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little section out of their big front of windows could 
be used very effectively in a small window. 

The large disc in the window, and the posts, as 
well as the pangl in the foreground, were covered 
with a dark green velvet. The chains, lions’ heads 
and post caps were gold bronzed. The Starrett 
monogram and letters forming the words “Starrett 
Tools” were cut from beaver board, aluminum 
bronzed, air-brushed and marked to exactly repre- 
sent the tools themselves. Prices were purposely 
left out of this window, but particular attention was 
paid to the arrangement, with an idea of showing 
each tool without the appearance of crowding, as is 
too often the case in a machinist tool window. 

Every iron and steel plant in the country is work- 
ing to capacity. The copper plants are alive with 
men. The demand for machinists exceeds the supply 
so greatly that average wages are higher than ever 
before. The prices of machinists’ tools have jumped 
until the discounts of two years ago are just faint 
memories, but the high price of a tool causes but 
passing comment in these days of machinists’ pros- 
perity. 
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If Warners with their splendid equipment, their 
wonderful windows and their staff of tool special- 
ists, consider it good business to force the sale of 
machinists’ tools this year, isn’t it good business for 
us as well? You bet itis. It’s easier to increase the 


- speed of something already on the move than to 


take a standing start. 





Hardware Age 


My best New Year’s wish for you is that you 
may be given the health and strength with which 
to execute your good ideas and good resolves. The 
good in this old world is made up not so much of 
what we think, as of what we do. Warner’s window 
deserves more than a passing thought. Get the 
idea? 





GOLDFISH AND CANARY BIRDS IN A HARDWARE 
STORE 


[* you were to enter the front door of the big 

store of Charles A. Templeton, Inc., Waterbury, 
Conn., one of the first things you would see would be 
several globes of various sizes full of water and 
lively goldfish, and unless your sense of hearing is 
especially poor you would be greeted by a burst 
of music that is ordinarily as foreign to a hardware 
store as nails would be in the corner grocery. It 
would take but very little investigation to trace 
the origin of the music to the throats of three dozen 

















Templeton’s goldfish tank 


canaries that are encaged in various parts of the 
store. Music is not entirely uncommon in a hard- 
ware store to-day. Talking machines have found 
their way in, and music is usually confined to the 
canned variety. The warblings of real song birds 
is a decided novelty -in combination with hardware. 

Templeton sells bird-cages like hundreds of his 
brother hardwaremen, but Templeton looks further 
than the sale of bird-cages alone. He put vanaries 
in his cages. Now a canary bird is in his natural 
element in a cage, whether it is in a hardware store, 
the local bird and animal shop, or the sun parlor 
of milady’s home. A bird-cage that might pass 
entirely unnoticed is bound to get attention if it 
holds a warbling songster who is intent on letting 
the public know that he is the only original singer 
worthy of notice. | 

There is a profit in canary birds—a profit well 
worth while—but outside of this a sale of a canary 
means a sale of a cage; it means bird seed and 
gravel and a lot of other supplies, and it keeps the 


women’s trade coming into the store. All of these 
are good, strong arguments for the sale of these 
birds, and the three together can hardly be overruled. 
Incidentally the songsters liven up the store and 
keep the store force in good humor. The daily care 
of the birds is given to one of the younger boys, 
whose services do not require any great outlay of 
cash on the part of the store, and the cost of up- 
keep is very small. 

In addition to bird-cages Templeton sells fish 
globes, and he worked out the same idea with this 
line as he did with the birds. He put in a stock 
of goldfish. 

In the left aisle of the store is a fish tank con- 
nected with the city water system and the sewer in 
such a way that it is kept constantly filled with a 
supply of fresh water. It has a pretty little fountain 
in the center and adds a little extra motion and life 
to the store. This is used as a main tank for the 
goldfish. Wire strainers are kept nearby to use 
in dipping out the fish. 

In addition to this main tank several globes and 
glass aquariums are kept on the show cases in 
various parts of the store. They constantly call 
attention to this unusual line, and the neat cards on 
these globes giving the price make sales to many 
people who would otherwise have gone out without 
knowing that the store sold goldfish. 

Unlike the canaries the goldfish cost nothing for 
care, because there is none necessary and they never 
need feeding. There is enough animal matter in 
the city water of Waterbury to keep the fish alive. 
It has been facetiously remarked that there is 
enough animal matter in it to keep a man alive if he 
drank a fairly large quantity. The goldfish are very 
hardy, and it is seldom that one of them dies. 

In the summer months the large tank is taken out 
and the sale of goldfish is suspended, but during the 
colder months the goldfish activities increase and 
the trade in these petty articles of a hardware stock 
assumes extremely large proportions. 

Now it is impossible for all of us to sell goldfish, 
and some of us can’t indulge in canary birds, even 
though there is a real profit in the sale of either, 
outside of the stimulation in the outfit of cages and 
globes and supplies. But in Templeton’s sales of 
goldfish and songbirds there is a lesson that should 
teach completeness. A bird-cage is a bird-cage, and 
hundreds of them are sold every day by hardware- 
men, but a cage isn’t complete without a bird that’s 
a singer, and business—whether it is in bird-cages 
and fish globes or in paints and sporting goods— 
comes more easily to the man whose lines are com- 
plete and who can in a literal sense “fill the bill.” 


Wanted Latest Improvements 


PROSPECTIVE purchaser for a second-hand car 
offered for sale in a Canton, Ohio, garage recently 
added a new word to automobile terminology. He 
wanted to know whether the car was equipped with a 
“commencer.”—Exchange. 











LEAVING THE BEATEN TRACK TO 
GET BUSINESS 


Side Lines and Methods that Are a Success 


By GEORGE ALFRED TOWNSEND 


PFEIFFER, president of the H. Pfeiffer & 
Son Company, Fort Wayne, Ind., told me 
® the other day that the hardware store was 
rapidly becoming a speciality department store, and 
was to-day no more like the old-style hardware 
store than the five and ten cent store is like Marshall 
Field’s. The five and ten cent stores have taken 
from the hardware stores, in the large centers where 
they are located, the bulk of the trade on such arti- 
cles as screws, screw-eyes, screw-drivers, tacks, rat- 
tail files, small butts, strap-hinges, chair glides, 
etc. This has forced the hardware merchant out of 
the old beaten path to seek business along other 
lines. 

Where the average householder formerly went to 
the hardware store to purchase these small items, 
he now goes to the five and ten cent store if there is 
one in his town. True, the grades in the five and ten 
cent store on such articles are mostly “seconds,” 
but they seem to satisfy the average layman. The 
skilled mechanic, however, still goes to the hardware 
merchant where quality counts, and consequently 
the hardware store must carry a better grade of 
all such articles than he has ever done before. 


The Modern Hardware Store 


To go into the modern hardware store in the 
medium sized city to-day, substantiates all that Mr. 
Pfeiffer has said. Ten years ago no one would have 
thought of going to a hardware store to purchase a 
thermometer, yet to-day this is part of the regular 
stock. In: the assortment may even be. found, in 
some stores, clinical thermometers. 

And that. reminds me of a hardware merchant 
who was located in a town where a medical college 
held forth. Talking with a number of the students 
from time to time he found there was a small de- 
mand for dissecting tools. He looked into the 
matter, found where he could make the right con- 
nection, and secured a few sets for stock. He per- 
sonally made the acquaintance of some of the 
students, spread the report, and acting upon their 
suggestions from time to time finally added surgical 
instruments. He was a good mixer, knew the boys, 
and with many of them retained the business friend- 
ship formed during college years, so that in after 
years these same men would recommend him to 
other students. This was a decided innovation in 
the hardware line and went considerably out of the 
beaten track for business. 

If the lady of the house wanted to add to her 
silver set or equip her dining room with silver or 
her kitchen with plated ware, ten years ago she 
would have gone to her jeweler. To-day she can 
purchase a complete line of silver or plated ware in 
almost all hardware stores. This goes to prove that 
the hardware merchant has been up-to-date, pro- 
gressive, and willing to leave the old beaten path 
and take on new lines for business. 


All Necessary Creature Comforts 


Then again, look at the handsome nickeled-plated 
and silver chafing dishes, coffee percolators, electric 
curling irons, bed warmers, vacuum bottles, and, in 


fact, all of these fancy, although necessary, crea- 
ture comforts for the home. Nearly every hard- 
ware store to-day carries a complete line of these 
commodities. 

These merchants have also recognized the demand 
for boys’ tools—not the cheap kind, that when once 
used are practically destroyed. They have stocked 
with a really fine grade of tools and put them up in 
attractive chests, advertised them, gone out of their 
way to solicit trade in them, and, consequently, have 
advanced vocational experience in this line in their 
community. There isn’t a boy with red corpuscles 
in his system that isn’t more or less interested in 
carpentry work. Tool chests of this kind, properly 
displayed, backed by work benches suitable for boys, 
bring an excellent trade, especially around the holi- 
days. However, there is a steady demand for such 
articles throughout the year. Once a boy gets 
started, he likes to add to the line as he progresses. 

It is hardly necessary for me to touch upon auto- 
mobile accessories. This line has been seized upon 
by every wide-awake hardware merchant and has 
proved in almost every instance a most profitable 
side-line out of the accepted track of the orthodox 
hardware store. 


Know a Customer’s Needs 


Now take the hardware merchant in the small 
country town of, say, 3000 inhabitants or less. The 
demand for articles such as have been mentioned 
above finds only a limited outlet. In order to secure 
extra business he has got to study his community. 
He has got to do more than merely add a different 
line—he must know what his customers need more 
than what they want. 

We know of one hardware merchant in a small 
town in Illinois who built up a wonderful trade on 
cream separators. After he had sold the first two 
or three he found that his customers hadn’t an 
outlet for the cream. This necessitated him secur- 
ing such an outlet. In so doing he retained the 
confidence of the community and secured a com- 
mission from the firm which bought the cream. 
Not only did he make money from the sale of the 
cream separators, but he had a steady income from 
the sale of the cream. He was the middleman be- 
tween the purchaser of the cream and the farmers. 
The farmers secured their money from him and 
the commission he obtained from the purchaser of 
the cream more than paid him for his time and 
trouble. 


The Usefulness of a Mail Order Catalog 


This same merchant secured the confidence of the 
community for square dealing by having on his desk 
a mail order catalog. Whenever any of his cus- 
tomers came into the store he would call their 
attention to this mail order catalog and tell them 
to look through it. Most of them said that they 
had one at home. The merchant would tell them, 
“All right, when you want to buy something, before 
you order from the mail order house see me and let 
me get it for you. If I can’t do as well as the mail 
order house, quality considered, then you needn’t 
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take it, and, besides that, you are dealing with me 
and don’t have to send your money out of town in 
advance. At any rate, it is worth the trial.” 

His argument was sound and many of his cus- 
tomers availed themselves of his offer. The result 
was that he was purchasing for his customers al- 
most everything from baby carriages to rifles, pro- 
vided he didn’t carry in stock what they wanted. 
In two or three instances he bought the article 
wanted from the mail order house and then placed 
alongside of it the article he supplied at a small 
advance in price. The difference in quality was very 
apparent, and the customer, in each instance, took 
what the merchant had to offer. The mail order 
business in that community fell off from 50 to 100 
per cent, and the merchant and the community at 
large were benefited thereby. 

Here is a concrete example as to the way he 
worked the mail order business. 

Henry Jones, a contracting carpenter, wanted a 
cabinet saw. In the mail order catalog the price of 
this saw was 89 cents. However, it didn’t bear any 
well-known manufacturer’s name, but carried the 
mail order house guarantee. Talking with the hard- 
ware merchant he found that a well-recognized, na- 
tionally advertised saw would cost him $1.25. He 
told him about the saw he could secure from the 
mail order house, and the description said it was 
7 as good, if not better. The hardware merchant 
said: 

“All right, Henry; I’ll send to the mail order 
house and buy that saw. When it comes we’ll put 
the two side by side and you can choose between 
them. You can then pay me the price I ask for 
this saw, or pay just what it would cost you to 
secure the saw from the mail order house.” 

Henry agreed. When the saw from the mai! 
order house was received Henry came down and 
the two saws were placed alongside of each other. 
It didn’t take Henry very long to see that the saw 
the hardware merchant was handling was considera- 
bly better than the one from the mail order house. 
However, to clinch the impression created, the hard- 
ware merchant had prepared the following state- 
ment which he showed to Henry: 


The Mail Order Saw The Merchant’s Saw. 


NO i hs ins ke bs $0.02 Cost, $1.25. 
Morey order ......... 05 No time lost in delivering. 


EMPOG OOM on cescisas 10 #Quality—aA No. 1. 
WE a Ok b eh daha aoe .89 Guarantee — Recognized, re- 
——— putable, advertised manu- 
NE Di a ae oe $1.06 facturer. 


Time, 10 days. 

Guarantee—Mail order house. Difference in cost, 19c. 
Note.—If anything goes wrong, no time or cor- 

respondence consumed in explanation. 


‘ Help From the Agency of an Automobile 


Another merchant in that same town saw an 
opportunity to increase his business by securing 
the agency of a popular-priced automobile. He 
bought one, and being somewhat of a mechanic as 
well as a good merchant, soon sold quite a number. 
He had been wise enough, at the start, to add a 
complete line of accessories for this car and install 
the proper gasoline and lubricating self-measuring 
equipment for the benefit of his customers. He was 
also wise enough to let everyone know that this was 
only part of his business, and he did not neglect, in 
any way, the rest of his trade. 

This same merchant found that by using his 
machine he covered a greater territory, and at sea- 
sonable times he would go out and visit the farmers 
in his community. He carried with him samples of 
the line in season. For instance, when everyone 
was making garden he carried a complete line of 
garden tools. The farmer or his wife, when they 
saw the goods right at their door and could handle 
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them, bought what they lacked. If it hadn’t been 
for his visit they would have put it off until the 
season had passed and then waited until another 
year. 


Value of a Repair Department 


Another hardware dealer found that some of his 
customers, from time to time, would ask to have a 
dishpan, coffee pot, or some sort of tinware re- 
paired. He started in doing this himself. His 
business in repairing grew until he thought it would 
be profitable for him to maintain a tin shop over 
his hardware store. He secured an A No. 1 tinner 
and opened up the shop. He personally went around 
among his trade and solicited business. It didn’t 
matter how small the contract was, if it came under 
the head of tin shop business he took it. In a very 
short time he had most of the tinning business in 
that community. 


Plumbing as a Side Line 


Another hardware merchant established a plumb- 
ing business on the side. At the outset he hired an 
expert plumber, who did the real work while he 
personally went out and secured the contracts. In 
time, however, being a good student and having a 
son who was interested in the business, they soon 
were able to do the plumbing themselves and dis- 
missed the high-priced plumber. 

Another merchant realized that the old wood 
cook stove was not as clean and simple in operation 
as a gas stove. Looking around he discovered a 
reasonably priced, self-contained gas producer plant 
and took this on as a side line. He often went out 
and talked to the housewives, educating them as 
best he knew how, as to the benefits of gas cooking. 
He read up on the subject and was pretty well 
posted. At any rate, he installed the first two in 
his community at cost for the advertisement it 
would give him. The householders were so pleased 
with the result that it wasn’t any time at all before 
he was doing a “land office business.”” Once a house- 
wife has tried a gas stove it is seldom, if ever, that 
she goes back to a wood or coal burning range. 
This led him to pipe old houses for gas lighting, 
and in time he took on electrical fixtures with home- 
made charging plants. 

He was also largely instrumental in interesting a 
gas company in a nearby town to lay pipe to the 
small town in which he lived. He then exchanged, 
at cost, the special gas burners in the stoves he had 
sold for the kind that would burn the coal manu- 
factured gas piped from the larger town. 


Taking Ideas From the Druggist 


Another merchant noticed a nearby druggist did 
a good trade on military hair brushes. He didn’t 
see any reason why he should not go after that 
class of business, so added that line to his miscel- 
laneous hardware stock. He advertised it and found 
that he could secured a steady trade on this class 
of business from his customers throughout the year. 
They seemed to like to go to the hardware store 
rather than to the druggist for anything that they 
needed in the brush line. 

Another hardware merchant in an automobile 
community wrote to a big manufacturer of private 
garage equipment and secured information as to 
installation of underground gasoline storage and 
distributing systems. He studied up on this so well 
that he felt confident to go after the business. 
When he found that one of his customers had bought 
an automobile, he notified the salesman of this 
manufacturer of gasoline and lubricating oil storage 
equipment, who went after the prospect and sold 
him. When he was sold, the hardware merchant 
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agreed to install it. By co-operating with the manu- 
facturer’s salesman, knowing the local trade and 


having its confidence, he built up a nice installation: 


business, which netted him a reasonable profit for 
the trouble he was put to in doing the work. The 
customers were satisfied, and the salesman was a 
strong booster for the hardware merchant in every 
respect. | 

We could go on mentioning any number of lines 
that the hardware merchant has taken up which are 
out of the beaten path and yet have been instru- 
mental in largely increasing his business. However, 
time and space will not permit, but these few sug- 


gestions may start some merchant on a new line of. 


thought and show him a new field where he can 
secure a broader, better business. 


How Michael Cohen 
quainted 
BY L. S. SOULE 


ET ACQUAINTED! The words loomed up life- 
size on a big cloth sign across the front of the 
Economy hardware store in Chicago, Ill. I got a 
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Michael Cohen’s friendly sign 


quick glimpse of it from the window of a State 
Street car and it struck a responsive chord. “I'll 
do it,” I said, and I pressed the button for a stop, 
and beat it back to the store with the sign. It was 
a neat little store with an air of newness. Across 
the front was the big sign with its friendly invita- 
tion. On the walk was a stepladder with a sign at 
the top TOOLS—HARDWARE—CUTLERY. At 
the base of the stepladder were three department- 
house garbage cans of the better type. The window 
was neatly trimmed. I went in. 

The proprietor met me at the door with a real 
get-acquainted smile of welcome, and I boned him 
for a story on the big idea. He laughed genially. 


“Not much of a story to tell,” he said, “but what. 


there is you’re welcome to. My name is Michael 
Cohen, and in spite of what it might mean, I’m 
plain English, straight from old London town. 
Hardware is a new game to me. Never had a par- 
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ticle of experience in my life till I struck this town, 
and only a few months of it here, but I’m game for 
a try. This is a good location. There is a bunch 
of high-class flats spread all around me, but I’m up 
against a proposition of being within easy walking 
distance of the big stores in the Loop. There’s only 
one way for me to win out. I’ve got to get ac- 
quainted with the people of this neighborhood, and 
depend on good service to hold trade. That sign 
over the door means just what it says. I put it 
there when I started the store on Sept. 15 of this 
year, and it has been pulling customers in every 
day. I am getting acquainted—slowly, but surely 
—and it looks as if I were in a fair way to make 
a success of the venture. That’s the story in a nut- 
shell.”’ 

I looked over the stock. It wasn’t large, but it 
contained the things his neighborhood demanded, 
and it was clean. I sized up the proprietor. He 
had a pleasing smile and a fund of wholesome good 
humor. He looked like the hustler that he is. I 
saw him handle a haggling customer with unfail- 
ing interest and courtesy, and I said to myself, “If 
acquaintanceship with this man don’t put the 
Economy store on the hardware map, then I’m a 
poor judge of human nature.” 

On the back wall of the store was a sign that read: 


ECONOMY MOTTO: 
Very Best Wares at Fairest Prices. 


From what I saw of it the little store lives up 
to the motto. Michael Cohen is on the right track. 
He realizes both his handicap and his possibilities. 
He knows that in order to sell his goods he must 
form a personal acquaintance with his patrons, and 
to continue selling he must give them real service. 
He’s making a plain straightforward bid for a 
chance to meet them, and banking on his ability to 
deliver service. The idea is unique and full of 
possibilities. It is one that can be used to advan- 
tage as a store slogan, or an opening gun in per- 
sonal advertising. Backed by the right spirit, it 
will help to install enthusiasm in the sales force 
and build up store teamwork. Acquaintanceship is 
the first step toward friendship; friendship forms 
a basis for confidence; confidence begets sales; to- 
gether they form a trio of success builders. Try 
a get-acquainted sale in your own store. You may 
find that you have been overlooking a good business 
bet. 

Here’s luck to the man with the get-acquainted 
idea! HARDWARE AGE prephesies that Michael 
Cohen and his Economy hardware store will make 
good on the acquaintanceship basis. 


” 


Chandler & Farquhar Give Bonus 


HE eighty employees of the Chandler & Far- 
quhar Company, the New England Tool and 
Supply Depot, with stores at 36 Federal Street 

and 419 Atlantic Avenue, Boston, Mass., were given 
a pleasant holiday surprise on Christmas Eve. 

Each one was presented with a package containing 
this expression of sentiment from the company: 
“We are pleased to hand you this Christmas gift, 
which increased business under existing emergency 
conditions enables us to cheerfully share with our 
co-workers.” The inclosure was a cash bonus of 
10 per cent of the annual salary. 

Hearty cheers were given the company by the 
employees, which were as heartily reciprocated by 
the company officers. 
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YOUR ADVERTISING PROBLEMS 


Advertising Appropriation Should Be Based on a Percentage of Last 
Year’s Gross Sales 


By EARL B. SHIELDS 
Advertising Department, Louden Machinery Company 


That’s one of the questions uppermost in 

the mind of every dealer who is keenly alive 

to the benefits to be derived from clean, constructive 
advertising. 

How much money should I spend? What mediums 
of publicity should I use? What kind of copy is 
most effective? 

The manner of fixing the advertising appropria- 
tion is one of the most perplexing problems that con- 
front every advertiser. Some hardware and imple- 
ment dealers of whom we have knowledge follow the 
dangerous practice of fixing no advertising appro- 
priation. They advertise spasmodically, when the 
mood strikes ‘them, or when some advertising solic- 
itor can exert sufficient pressure to pry them loose 
from a few dollars. The result is that at the end 
of the year they have spent more than they would 
have spent had they followed a definite plan, and 
have distributed the money in such a haphazard, 
hit-and-miss manner, that its efficiency has been 
very largely destroyed. 


Publicity Should Cost from 1 to 6 per Cent 


There are many methods of fixing the appropri- 
ation, most of which have proved successful under 
varying conditions. It may be based on a percent- 
age of the last year’s gross sales, its gross profits, 
its net profits, or the estimated gross sales for the 
coming year. It may be based on the estimated 
buying population of your territory, the number of 


HH": can I make my advertising most profitable? 


_ your customers, or any one of a dozen other factors 


which might be mentioned. 

The best plan for you can be evolved only through 
an exact knowledge of your business and the condi- 
tions which environ it. By way of illustration, how- 
ever, assume that you will use your sales quota for 
the coming year as a basis. (This plan, though not 
adaptable in every instance, is one of the best and 
most widely used.) 

What percentage of the coming year’s sales shall 
be set apart for advertising? 

Normal expenditures for publicity among retail 
merchants as a class range from 1 to 6 per cent of 
gross sales, with an average of about 3 per cent. 
According to data compiled by Wheeler Sammons, 
of the editorial staff of System, hardware and im- 
plements stand next to the bottom of the list of 
staple products in percentage of gross sales de- 
voted to advertising. It places the expenditure for 
those two classes of merchandise at 1.12 per cent 
and 1.22 per cent, respectively. 

That is, of course, extremely low, and not in 
keeping with the relatively substantial margin of 
profit such merchandise commands. The most suc- 


cessful hardware and implement dealers have proved. 


by experience that their business justifies an expendi- 
ture of 2, 214, or even 8 per cent of the gross sales. 
An old, well-established firm may find it possible to 








operate successfully on a smaller appropriation; a 
new firm, with reputation still to be made, must 
spend heavily for publicity. 


The Way to Advertise 


The question of mediums is one each advertiser 
is better fitted to answer for himself than one who 
is not familiar with local conditions and the status 
of his business. 

The local newspaper is one of the most important 
mediums for conveying your message to the public, 
and if a large percentage of your trade is with 
farmers, the publication which has ‘the best rural 
circulation will prove most profitable for you. Your 
entire appropriation should not be spent with the 
local papers, however. Newspaper advertising 
should be supplemented by circulars, form letters, 
personal letters or (if yours is a large firm) perhaps 
a monthly store magazine. It should also be sup- 
plemented by appropriate window and floor displays, 
featuring the same class of merchandise that is 
being featured in the direct and newspaper adver- 
tising. Close harmony throughout your complete 
publicity campaign is important. 

The Importance of Copy 

Another important feature of your advertising is 
the matter of “copy.” 

Good copy is the heart of good advertising; a 
fact too often overlooked by the busy retail mer- 
chant. It costs just as much to use a poor adver- 
tisement as a good one, but the difference in results 
is tremendous. You can’t afford to fill valuable space 
with mediocre copy. 

Good copy doesn’t consist of clever “stunts” or 
catchy phrases. The homeliest copy often brings the 
best results. You have a plain proposition to pre- 
sent to a plain people. They want to know what 
your product is, what it will do, how much it costs, 
and where it may be obtained. 

Make sincerity and simplicity the keynotes of 
your copy. If possible use an illustration. Usually 
a suitable cut may be obtained free of charge from 
the manufacturer of the product you wish to fea- 
ture. A good illustration will double the value of 
your advertisement. 

Above all, to be resultful, your advertising must 
be persistent. The man who quits advertising be- 
cause one or two insertions of copy fail to drag a 
flock of new customers into his store is like a 
man who uproots a new orchard because it fails to 
bear a full crop the first year. The results of ad- 
vertising are largely cumulative. The human mind 
works slowly. An advertisement which you run now 
may start a train of thought in some mind which 
will develop into a sale, one, two, or five years hence. 
But people forget more quickly than they learn and 
you must keep your proposition constantly before 
them. 
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Aluminum display made by the May Company, Cleveland, Ohto 


Aluminum Process Shown in 
Window Display 


essen May Company of Cleveland, Ohio, recently 

made an elaborate window display of Aladdin 
aluminum ware. A particularly interesting fea- 
ture was the process of manufacture from the big 
aluminum ingots ready for rolling to the vessels in 
several stages of the finishing process. 

Kettle fixtures that are offered by the Cleveland 
Metal Products Company to Aladdin dealers were 
used and gave height to the display, and helped to 
identify the product. Aladdin store cards and 
hand lettered show cards pointed out the many un- 
usual features of the exhibit. The May Company 
reports that great interest was displayed in this 
window, and large sales were made on the line dur- 
ing the entire week of the introductory sale. 


Fawn in a Hunting Window 


ben Kelley Hardware Company of Duluth, Minn., 
made an attractive window display recently 
during the hunting season, which had as its 
principal attraction a tiny fawn in a setiing of 
trees, bark, moss and leaves as near like his wood- 
land home as the window trimmer’s art could 
make it. The small deer drew the largest crowds 
at his feeding hours, which was four times a day, 
and the crowds were very much interested in see- 
ing the little deer drink milk from a baby’s bottle. 
To his menu he also added celery, apples and 
cabbage. 

Guns, ammunition, clothing, boots, caps, gun oils, 
knives, etc., were arranged in front of the fence 
which marked the deer’s inclosure, and reminded 
the townsfolk that complete assortments of these 
useful hunting things could be found at the Kelley 
store. 





vv 


, 
Tem 
— s oo 
> SORF A 


5S TOOLS 








’ 


, ; 
pF "5 
, 
; + § 
ww « 








Hunting window shown by the Kelley Hardware Company, Duluth, Minn. 
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SELLING ACCESSORIES BY 
SUGGESTION 


Two Features which Mean Increased Sales 


By C. P. McDONALD 


dealer a few days ago—a dealer who has made 

quite a success of his accessories department, 
and whose ideas, therefore, are worthy of consid- 
eration—I casually asked him how he had devel- 
oped this branch of his business to its present 
gratifying proportions. The following is—as ac- 
curately as I now recall it—the secret of his suc- 
cess in his own words: 

There are two features of the automobile acces- 
sories game which mean increased sales, but which 
a good many retail dealers perhaps are too prone 
to neglect. 

One of them—perhaps the most vitally important 
—is, that we are not as thoroughly conversant with 
the many different articles in our stocks as we 
should be—their exclusive features over competi- 
tive goods, their relative selling price values, and 
their principal talking points. 


|e talking with a prominent retail hardware 


The other feature is, the advantages to the credit | 


side of the ledger in selling accessories by sug- 
gestion. By that I mean, suggesting to a customer 
something that he perhaps needs but does not at 
the moment think of. Particularly does this hold 
good in the matter of new goods—new novelties 
of strong appeal to the car owner who takes a per- 
sonal pride in having everything for his car that 
adds to his riding comfort and facilitates touring. 


Reads Manufacturers’ Literature 


I have found it very profitable, for instance, to 
read most thoroughly every scrap of printed litera- 
ture that reaches me through various channels from 
accessories jobbers and manufacturers, describing 
the new goods being introduced to the market, im- 
provements on staple articles, and so on. I have, 
at odd times, spent two or three days in various tire 
factories in the study of tire fabrics and manu- 
facturing composition. I consequently know what 
constitutes a good shoe or casing, a dependable 
inner tube. I am therefore in a better position 
to talk tires to a customer and to point out to 
him why I am giving him full value for his money 
than is the dealer who knows simply “they are good 
tires because the manufacturer says they are.” 

Understand me, I do not claim to be any different 
from other progressive dealers. I still have a great 
deal to learn about the accessories game. But I’m 
devoting every spare minute I can find to acquiring 
a selling knowledge and finding out who’s who and 
what’s what. ° 

You see, I’ve gone into the business determined 
to make all out of it I possibly can. An adequate 
stock of accessories is not going to move off a deal- 
er’s shelves without some work on his part—the 
harder he works, the more proficient he becomes, 
the quicker he is going to realize additional profits 
from more frequent turnovers. My clerks, too, 
have absorbed something of this spirit of acquiring 
accessories knowledge, and you’ll find my three 
boys alive to the possibilities of making sales by 
suggestion. 
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Accessories a Part of the Hardware Stock 


But I steadfastly maintain that, to make any 
sort of success of the accessories game, a hardware 
dealer must know his stock as thoroughly as he 
knows his staple lines of hardware. For, after 
all, accessories—if a dealer really wants to develop 
such a department—are as much a part of a live 
dealer’s stock as wrenches, sashweights, nails, 
screws, saws, padlocks. 

And speaking of wrenches, reminds me. What 
does the average hardware dealer know about auto- 
mobile wrenches? I have talked with several of 
them, and the best I can get out of them is that 
certain wrenches are good because they are made by 
reputable manufacturers and backed by a broad, 
liberal, comprehensive guarantee. Well, so is pretty 
nearly everything else in the hardware business 
to-day. 

Right now I am pushing a certain wrench when- 
ever a car owner comes in and asks for a wrench. 
I know the good qualities of this wrench and I 
can talk its merit points till the cows come home. 
When a motorist asks me why this is a good wrench 
I give him a talk something like this: 

“This wrench bites onto anything—steel rods, 
round-headed bolts, pipes, square or hex nuts— 
anything. And it can’t let go until you do. It 
takes hold instantly and never slips. The harder 
you pull, the more certain its grip. You can use 
it as long as you like and never bruise a knuckle. 
This wrench is thin and gets into tight places. 
It saves you a lot of time because it requires no ad- 
justing. It’s a one-piece wrench that lets go the 
second you take off the pull. I have an infinite 
variety of wrenches in this store, but none of them 
—Stillson’s, monkeys, S’s, alligators, flats—has 
anything on this one. 

“This wrench is bevel-jawed, designed to accom- 
plish any task that can be solved by any other 
wrench, and meets the requirements of many classes 
of work for which special tools must be employed. 
It does this work more rapidly, more surely, and 
with greater efficiency than any one or any com- 
bination of other wrenches. It cannot be broken 
in use and gives the maximum of wear. Because 
of its peculiar construction, it handles light work 
with a light grip, heavy work with a powerful grip. 
The greater the pull required to loosen a fitting, 
the more powerfully the jaw of this wrench sets, 
and light work can be handled with a minimum 
of damage to the metal, as the grip automatically 
adjusts itself to the strain required in turning the 
work.” 


Much to Be Said About Wrenches 


There’s a little talk on wrenches. When a dealer 
boosts a wrench like that and the car owner doesn’t 
buy, it’s a dead moral certainty he doesn’t want a 
wrench. 

Then there’s another wrench I like to talk about 
and demonstrate, which embodies a number of good 
talking and selling points. It has no slow thumb- 
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within range. The harder you pull this wrench, the 
tighter it grips.| Its grip prevents slipping on the 
nut and wearing off the corners. It ratchets on 
nuts, thereby permitting rapid operation. It occu- 
pies less space in a tool kit and is cheaper than the 
corresponding quota of double end and screw 
wrenches. It is a whole kit of wrenches in one. 
It is simple in construction—only three pieces— 
and always is in repair and ready for use, because 
it has no complicated parts to get out of order. 

Once in a while a car owner comes in and com- 
plains about his—I’ll call it Blue Devil—horn. 
Well, you know as well as I do that if a Blue Devil 
doesn’t deliver the goods, it isn’t the fault of the 
Blue Devil itself. Here’s a little talk that I hand 
out to each of these complainants which never fails 
to send him upon his way enlightened and con- 
vinced he has a splendid signal equipment: 


screw Tange. 7 but a lightning grip on all nuts 


The Intelligent Way to Meet Complaints 


“The Blue Devil—like every other piece of mech- 
anism—requires a certain amount of attention. To 
insure its perfect operation, it should occasionally 
be cleaned and oiled. The motorist—like most 
other individuals—often is careless, although he 
doesn’t admit it, and there’s really no reason why he 
should, especially as concerns little attentions of this 
kind. Wherever a Blue Devil owner is dissatisfied, 
his dissatisfaction is due to one of two things— 
either he doesn’t know how to take the right care 
of his Blue Devil because the man who sold it to 
him never told him how, or else he has carelessly 
neglected it. 

“When I sold you this Blue Devil I gave you an 
instruction book with it which told, in detail, about 
the mechanism and attention required to make the 
instrument operate satisfactorily for an unlimited 
period of time. Undoubtedly you’ve read your book, 
but I naturally assume you haven’t remembered the 
details. I don’t blame you for not doing so. It is 
human nature to neglect these little—though ex- 
tremely important—things. A man rarely has his 
watch cleaned until it begins to run inaccurately— 
or stops altogether. As long as it continues to keep 
time it never occurs to him that cleaning is neces- 
sary. , 

“It is usually when teeth begin to ache that visits 
are made to the dentist. It is easy to forget that 
visits should be made every six months or so. It 
isn’t strange that a motorist neglects the care of his 
Blue Devil. But the unfortunate part is that many 
do not stop with merely neglecting it. When, after 
months of faithful service without oil or cleaning, 
the Blue Devil begins to work unsatisfactorily, the 
owner is apt to take it apart, make new adjust- 
ments, and otherwise tamper with the mechanism. 
This is disastrous—the cause of 99 per cent of all 
horn dissatisfaction. I don’t want you to be dis- 
satisfied with this instrument: If you will just take 
the trouble to understand the simple mechanism and 
to follow the simple rules set forth in the instruc- 
tion book, I’m sure no difficulty will ever arise. In- 
struction book, cleaning, oiling—that covers it all. 
Now, I’ll go out with you and clean and oil your 
Blue Devil, showing you exactly how it should be 
done. Then if it doesn’t work as it ought to, you 
come back and let me know.” 

See how a thorough knowledge of your goods 
serves to ward off the loss of a customer? Why, a 
few weeks ago my stenographer grumbled for three 
days because the letter “e” on her typewriter stuck 
every time she struck it. Finally we called in a 
repair man. Dirt had worked into the ball bear- 
ings and clogged them. A little oil fixed it up in 
two seconds. 
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I love to have a motorist stop at my store on 
windy days. It gives me an opportunity of talking 
tonneau shields to him. This is a part of the sug- 
gestion selling I mentioned. Perhaps he comes in 
for a can of lubricant, and before he leaves I’ve 
convinced him that the only way to drive a car is 
to have for it everything absolutely essential to the 
utmost riding comfort. When I have sold him what 
he calls for, I bring up the matter of a tonneau 
shield with the remark that “It’s a beastly windy 
day, isn’t it?” or something to that effect—you 
know, just to get his attention and interest. That 
gets right under his skin, for he’s been driving 
against a stiff, cutting wind. He tells me so. Then 
I open up something like this: 


A Shield Argument 


“It is true that, on the front of your car, you 
have a windshield that protects you. But what 
about those who ride in the rear seat? So far as 
they are concerned, that front windshield is worse 
than no shield at all, for it causes a current of air 
—with its dust, rain, snow, or cold—to be deflected 
upward where suction can act to draw it directly 
down on the rear seats. You protect the front seat 
at the expense of the rear seat. And it is in the 
rear seat that the women of the family usually 
ride, as well as your guests. 

“Long ago the French succeeded in remedying 
this situation by the invention of what is known 
as a tonneau shield. Already more than 50,000 
tonneau shields have been sold to conservative mo- 
torists in Europe, who desire solid comfort for their 
families and guests above all other things while 
riding, and there is no doubt of the fact that these 
tonneau shields are giving universal satisfaction. 
If you’ll just give me a minute, I’d like to show 
you a tonneau shield I have here in the store—the 
only collapsible one that has been introduced in 
this country, and one that embodies every good 
feature found in a rear shield anywhere. It will 
enable the women of your family and their guests 
to ride through the worst clouds of dust in entire 
comfort, without veils, wearing their best hats, and 
with complexions unimpaired. It will enable all who 
ride in the rear seat to dispense with goggles. 


“This rear shield can be easily and readily at- 
tached to any car. When it isn’t in use, it takes 
up no more room than a robe. When it is raised, 
it does not interfere with ingress to or egress from 
the car. It is raised and lowered and slid back and 
forth, as you will notice, with motions of the hand 
so easily and simply as to offer no difficulty even 
to a delicate woman. Why, a mere child can operate 
it. It is made in three-hinged sections, sliding back 
and forth on arms attached to the back of the front 
seat, and can be*opened out and pulled up or pushed 
back as the weather conditions may warrant. 

“A touring car equipped with this shield has one 
decided advantage over a limousine—it will enable 
you to enjoy all the pleasure of open riding when 
the open riding is good, and, much as you would 
say ‘Presto, change!’ enjoy all the comforts of a 
closed car when the open riding ceases to be good.” 


And there’s still another way of approaching the 
motorist on the sale of a tonneau shield—the health 
route, as I call it: 

“Here’s a shield a little higher in price than the 
first one I showed you, which imparts every pos- 
sible comfort and protection. Without protection 
from this extending tonneau shield the occupants 
of the back seat are subjected to a most disagree- 
able and really dangerous back-draught. Haven’t 
you sometimes suffered from a stiff neck after long 
automobile rides? The back-draught did it. With 
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this shield back-draught is a thing of the past. It 
pulls up close enough to the person protected to 
make back-draught impossible. No matter how 
fast you are traveling you are entirely protected 
from the wind. 

“When you have this shield protection the women 
folks don’t have to bundle up in wraps and veils. 
They don’t need to put on heavy, uncomfortable 
goggles. There is no dust, no wind to annoy them, 
to disarrange their hair, to roughen their complex- 
ions, to give them swollen eyes, chapped faces or 
cracked lips. This shield makes your touring car 
as comfortable and cozy for winter use as in the 
summer time. It may be easily and quickly at- 
tached to any car—old or new. Being collapsible, 
it can be used as a table or desk. It also can be 
adjusted to any desired position, and is absolutely 
rigid at all times. Nothing to rattle, work loose 
or get out of order. 

In a good many instances I take out one of these 
shields, attach it to the car and give actual demon- 
strations. For, after all is said and done, showing 
goods to the best advantage really is the most sub- 
stantial boost you can give them. 


Economy Talk on Tires 


Here’s a little economy talk to present to the 
customer who complains about tire expense: 


“Under a broiling sun and with the car rolling 
off miles at the rate of sixty or more an hour, 
your tires will have a tendency to harden, while in 
zero weather and going at moderate speed they may 
suffer a slight contraction and soften under load. 
But neither heat nor cold affect the air pressure in 
tires to any appreciable degree. 

“In very hot or very cold weather, however, it 
is decidedly unpleasant to stop along the open road 
and pump up tires. So it is generally at these 
times of extreme temperature that they are allowed 
to run on ‘guess’ pressure, and with the air in them 
only half what it should be. 

“The tire makers have preached against ‘guess’ 
pressure for years, and their system of adjustments 
is based upon the principle that no allowance is to 
be made on the score of unsatisfactory mileage to 
the man who has run on underinflated tires. 


“It stands to reason that no tire can live, no 
matter how stout its construction or how good the 
material used in its manufacture, if pounded over 
ruts, car rails and rocks, and with a load of 2000 
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or more pounds bearing down upon it, if it isn’t 
tightly braced with air. , 

“It should be just as obvious that a car on which 
three of the tires are pumped up to eighty pounds, 
while the fourth is only pumped up to sixty, cannot 
possibly run true. Such a car is out of plumb. It 
is lame and runs with a limp. One of its legs is 
shorter than it really ought to be. And just as a 
man who limps throws not only his foot, but his 
hip and his shoulder out of balance, so a car that 
limps and bumps along, down at one corner, not only 
suffers a strain at that particular corner, but all 
through its mechanism. 

“Ride your car on an even keel and keep your 
tires pumped up to the air pressure prescribed by 
your tire maker. One sure way to know whether 
or not you have this prescribed air pressure is to 
test it with a tire pressure gage. Here’s one that 
has been indorsed by tire manufacturers as one of 
the most reliable tire pressure gages on the market. 
It contains a large air chamber which has only one 
opening. During the operation of testing the air 
pressure the air chamber of the tire and the air 
chamber of the gage become one combined con- 
tinued chamber so hermetically connected that no 
leak, no matter how small, is possible. 

“The inner mechanism is such that no matter in 
what position the gage is applied to the tire—top, 
side or bottom—the indicating sleeve remains at the 
point to which it has been forced by the air pres- 
sure. 

“This gage is guaranteed to be absolutely accu- 
rate. It is easily carried, easily operated, easily 
read, and is equal to the most strenuous use and 
service. One dollar invested in its purchase will 
save you hundreds of dollars in new tires.” Thus I 
often convert a complaint into a sale. 

Try these sales arguments—this suggestive sell- 
ing—on your customers. Make suggestions. Bring 
to their attention the new things that they do not 
know about. Don’t sit back and wait for a cus- 
tomer to ask whether there’s anything new or novel 
on the market, because it’s ten-to-one that he won’t 
do it. Show the new things—demonstrate them 
along with the old ones—give service wherever pos- 
sible. To all up and doing, live, progressive retail 
hardware dealers who handle accessories I say: 
Know your goods and be able to talk them intel- 
ligently, earnestly, with conviction. These are the 
things that count for big profits, quick turnovers 
and expansion. : 




















An excellent display of motor accessories, made by the White Hardware Company, Wilkes-Barre, Pa. 














THE MAN BEHIND THE COUNTER 


is short on the lines your order is long on, it’s up 
to him to make good by filling the order with the 
nearest thing he has to the articles desired. Many 
times he hits the nail on the head by this very 
process, but there are times when he falls down, 
like a certain grocer did when a lady ’phoned an 


Returning Goods via System 


HEN a shipment of goods comes in packed 
W\ in a hundred pounds of box with twenty 
pounds of paper and excelsior, and short the 
percolator that was special-ordered for Mrs. Brown, 
there’s time and place for a spell of righteous in- 
dignation. Or when the bunch of butts and escutch- 
eons for the Jones bungalow, ordered in bronze, 
turns out to be a mixture of japanned and plain 
steel, patience ceases to be a virtue. These are 
little disposition-tryers that crop out semi-occa- 
sionally in every store where the sign over the front 
door reads HARDWARE. Naturally there is a 
bunch of goods every little while that takes a re- 
turn ticket and travels back to Mr. Jobber or Mr. 
Manufacturer, to make trouble for the man who 
handles the packing and shipping end of their 
business. 

Possibly the jobber is not to blame; perhaps you 
failed to specify clearly in regard to the merchan- 
dise ordered, or failed to mention the fact that 
no substitutions would go. The man who ships the 
goods is only human; he is in the game to sell the 
hardware in his stock, and when it happens that he 


order to send up some fruit for supper. He sent 
lemons. When a case like this comes up, there’s 
nothing to do but follow the plan of the lemon- 
afflicted lady, and shoot the stuff back. 

Most of us, when confronted with a proposition 
of this kind, go at it in a haphazard manner; we 
box up the goods to be returned and fire them to 
the freight office; then we write the jobber a nasty 
letter telling him that the goods are on the back 
track. Half the time we don’t even keep a copy of 
the letter or any record of the transaction. Then we 
strut down the aisle of the store with our chest 
thrown out and say: “I guess that will hold him for 
awhile.” Possibly in our hurry to get the worm- 
wood out of our system we fail to put the jobber 
next to the date of the invoice covering the goods 
we are kicking about. Sometimes we even fail to 
tell him what we really expected to unpack when 
we ran against the snag. Then it’s up to the job- 
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ber to come back at us for information. He writes 
us, and in nine cases out of ten, when we get his 
letter, we wonder what in the dickens he is talking 
about. We’ve either forgotten all about the circum- 
stance, or at least a part of it has slipped our 
memory. The upshot of the matter is that we fool 
around for a month or so and never really get the 
thing adjusted, or if we do we are never sure that 
the whole thing is shipshape. : 
When I was down in Guthrie, Okla., a few days 
ago, I wandered into the New York Hardware Store 
at a time when some jobber was due for a come- 
back. There was an error in shipment, and a busy 
clerk was putting the finishing touches to the re- 
pack as I went in. “How do you handle this kind 
of a deal in your records?” I asked the man at the 
desk. “Don’t you have any trouble keeping track 
of the deal to the finish?” He laughed. ‘“There’s 
simply nothing to it the way we go after it,” he 
answered. “You see, when I took hold of this end 
of the business there was no end of trouble from 
the returned shipments. Nobody ever seemed to 
know anything about the why, where or when of 
the stuff sent’ back for replacement. It got on my 
nerves. I couldn’t see why that part of the busi- 
ness wasn’t just as important as the first order or 
the selling of the goods. It struck me that the job- 
ber was going to pay just a little more attention to 
the man who showed in his letter forms some sort 


of a system covering the returned goods. Well, I - 


worked out a system, with the idea of using it when 
any shipment or part shipment was returned, but 
it proved so successful that we now use it for every 
kind of a merchandise return. When a farmer 
brings in a guaranteed knife that has fallen down 
on the guarantee, we send it in to the manufacturer 
and follow it with a letter on this form. When a 
poor shipment shows up we return the stuff that 
does not strike our fancy and write the jobber on 
the same form.” 

This sheet is made up in pad form, with dupli- 
cates, and each page is numbered. When a return 
of goods is made, the form is filled out showing how 
the goods are shipped, what the items are, and just 
what is wanted from the jobber or manufacturer. 
It also shows the number of the jobber’s invoice 
covering the shipment under discussion and gives 
him a number to refer to in any future corre- 
spondence. The firm files the duplicate in a filing 
cabinet marked Suspense Shipments until the ad- 
justment is made. When this is done it is checked 
up with the settlement marked Adjusted, and filed 
in a permanent file. The results have more than 
justified the expense and labor. It has been found 
that the jobber has paid more attention to the 
matters in question when presented to him in a 
systematic manner, and the firm at all times is in 
position to know absolutely the details of a part of 
their business previously neglected. It has proved 
a benefit to themselves, to the jobber, and to the 
customers waiting for goods to be exchanged. “Tell 
the rest of the fellows about it, if you want to,” 
said the man who originated the idea. “Tell them 
for me that the scheme isn’t patented, and that the 
New York Store is more than willing to have the 
idea help others as it has helped us.” 


Try it out the next time a bunch of stuff gets 
the wrong introduction to your store. Give it a 
chance, and work your head for other improve- 
ments along the same line. You’ve all got a good 
idea that some other fellow could use to advantage. 
Pass it along. Like bread cast on the waters, it 
will return after many days. 

Yours for a solution of the return goods problem, 


THE MAN BEHIND THE COUNTER. 
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Thanks for a Copy 


DENTON, TEX. 
Mr. Henry Marti, Secretary, 
Texas Retail Hardware Association. 


Dear Mr. Marti:—It gives me a great deal of 
pleasure to say a word in behalf of HARDWARE 
AGE, back of which is that prince of editors, Roy 
F. Soule. We gubscribed for HARDWARE AGE 
several years ago. After a short while we in- 
creased our subscription to four copies, and our 
salesmen look forward to the coming of each issue 
with much interest. 

There’s no telling what HARDWARE AGE is 
worth to the live hardware store. We would 
rather have three good salesmen, with HARDWARE 
AGE to help them out each week, than to have 
five or six men to help us in a half-educated, half- 
hearted sort of way. I cannot conceive of a 
modern hardware store without a good trade 
journal, and I am quite sure that HARDWARE AGE 
is the best, by far, of them all. 

Every subscriber to HARDWARE AGE has, ac- 
cording to our experience, the advice of the whole 
editorial force on matters of vital importance to 
his business. We recall one instance of some 
ideas picked up in reading the journal that have 
been worth hundreds of dollars to us. I know of 
a house that thinks enough of HARDWARE AGE 
to pay $208 to have a copy come each week to 
each of its 104 employees. The bigger the mer- 
chant the better he likes HARDWARE AGE, and 
the more it does for him. 

Our success and the enthusiasm we have in 
our work is largely due to HARDWARE AGE, and 
we commend it most earnestly to every dealer 
and every salesman in the hardware business. 
I think it costs about $8 to publish HARDWARE 
AGE for a year, and the dealer gets it for $2. 
I would pay $8 for it rather than do without it. 

Sincerely yours, 
W. T. EVERS, 
EVERS HARDWARE COMPANY. 











Kalamazoo Mfg. Company to be 
Reorganized 


RANK H. CLAY, Charles E. Johnston and 

Fred D. Handy have purchased all the hold- 

ings and patent rights of the Kalamazoo Manufac- 

turing Company, Kalamazoo, Mich., and steps will 

be taken immediately to organize a new concern 

with a capital of $25,000 or $30,000 to manufacture 
washing machines, hoes and step ladders. 

The deal was completed Dec. 17, when Mr. Clay 
purchased the property from the receiver, who has 
had the affairs of the company in the courts for 
eight to ten months. 

Speaking of the proposition, Mr. Clay said: “Here 
is the chance to establish a flourishing industry 
in Kalamazoo. As near as I can estimate it, be- 
fore the inventory is taken I would say the stock 
and machinery are worth at least $10,000. In ad- 
dition is the patent right on the washing machine, 
valued by the Kalamazoo Manufacturing Company 
at $5,000. We want to capitalize at $25,000 to 
$30,000, and are willing to take some of the addi- 
ticnal capital ourselves. We can easily wreck the 
plant and sell machinery, stock and patent, but 
would much prefer to continue the business, pro- 
vided Kalamazoo is with us. 

“Properly reorganized, the business would be a 
success financially, at the same time giving em- 
ployment to 40 or 50 mechanics.” 











THE FOOLISH BUYER NEEDS NO 
ACCUSER 


By EARL D. EDDY 


HEN a salesman speaks disparagingly of 
y V something the customer has bought from 

someone else he is laying an _ excellent 
foundation for defeat of his own efforts. Such a 
self-evident fact should hardly be necessary of com- 
ment, yet every day there are salesmen who make 
that identical blunder. There is a lot of talk about 
the folly of knocking the other fellow, but regard- 
less of all that is said about the practice it goes 
merrily on—frequently without disguise, and then 
again under some subtlety. 

Salesmen frequently fail to realize the fact that 
they are criticising the judgment of the buyer when 
they hammer some line which they find on the mer- 
chant’s shelf. When he bought the merchandise 
he believed that he was going to get his money’s 
worth, and few men care to have their judgment 
criticised. Most buyers are proud of their ability 
to buy, and it calls for a great degree of tact to tell 
a man to his face that you think he has displayed 
poor taste in what he has bought. It has to be 
done occasionally, else the business of the country 
would be confined to the houses who made the first 
sales. 

In this connection I am reminded of a story I 
recently heard about a life insurance salesman who 
flourished several years ago in the vicinity of Gales- 
burg, Ill. This man had made a study of the ad- 
vantages of old-line insurance over the fraternal 
type of protection. He had gone into the question 
rather exhaustively, and was therefore able to mar- 
shal what seemed to him to be incontrovertible 
arguments. He was able to talk for an hour straight 
on what he believed to be the faults of fraternal 
insurance, and felt that any man who carried that 
type of protection was his meat. Let a man so 
much as mention that he was a member of one of 
these organizations and the war was on. It was like 
waving a red flag at a bull. 


The Wrong Tack 


But somehow, with all these facts which he hurled 
at the unfortunate fraternal insurance believer, he 
was unable to get the business. He was puzzled 
and chagrined. He had considered himself a good 
salesman, yet he seemed to be able to make but 
little impression among the class of men whom he 
expected to find his greatest success. One day, in 
great disgust, he approached the manager in charge 
of the agency of the company for which he was 
operating, and told him his experience. “Why, Mr. 
Bunn,” he said, “I can talk this fraternal insurance 
plan to beat the band. I’ve studied it from every 
angle, and I can show a man beyond question where 
my old-line insurance has his fraternal insurance 
backed off the map. But they don’t sign up. Now, 
what’s the matter? Is it me, or am I wrong, or 
what?” 

The manager of the agency, who is now an impor- 
tant official in the largest hardware house in the 
United States, answered his questioner in this way: 
“Have you,” he said, “ever seen a runaway in Cen- 
tral Park in New York?” The man looked sur- 


prised at the seeming irrelevancy of ‘the question, 


and replied that he had never even visited New 
York, let alone Central Park. “Well, I wish you 
could go there and sit on a bench on one of the 
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main drives,” the manager continued, “until a run- 
away occurred. You wuld see a remarkable exhibi- 
tion of horsemanship on the part of the mounted 
policeman who would stup that runaway. You know 
when a horse is running away he has no other idea 
in his mind but to keep going, regardless of what 
may be in the way. Now these Central Park police- 
men and their horses have been trained to handle 
runaways. They know better than to rush out in 
front of the terror-stricken beast and endeavor to 
stop it by main force. Both man and horse have 
been taught a vastly better system. 

“Instead of getting in the way of the insane piece 
of horseflesh, they come up from behind and at one 
side. The policeman’s steed is an animal picked for 
speed and sagacity. Rider and horse soon draw up 
beside the fleeing beast and ride that way perhaps 
for a hundred yards. The officer does not yell or 
wave his arms, but instead slowly reaches for the 
bridle of the runaway and then begins the long 
steady backward pull, his horse meanwhile slowing 
down in pace, thus aiding in the task. Presently 
the runaway has been brought to a stop with a 
minimum of damage to both animal and vehicle.” 
The analogy between the folly of trying to stop a 
runaway horse by merely getting in front of it and 
shouting and waving your arms and the system of 
the life insurance salesman who started out to crit- 
icise the judgment of his prospective customers is 
quite clear. Also the lesson of the better system of 
stopping the runaway as exemplified by the method 
used by the policeman. 

The salesman took the hint, and from that day 
his business commenced to increase. The last Mr. 
Bunn heard of him he was one of the best insur- 
ance men in that section of the country. He had 
learned that to dash headlong at your customer’s 
announced convictions is folly—that such a course 
must result disastrously, just as the same method 
with a runaway horse would be apt to bring serious 
injury or death. Instead he comes up alongside the 
prejudices of his prospective buyer and reaches 
out for the bridle, then gently pulls back until he 
has his prospect quieted down, ready to be taken 
back to the place where his arguments can be pre- 
sented successfully. 


Take it Home to Yourself 


Take your own, case as an example. Do you like 
it when some one guys you about a shirt or a tie or 
perhaps a suit of clothes which you have purchased? 
When you made the purchase the presumption is 
that it was your opinion that the garment or what- 
ever it might be met your ideas of what a good 
value should be, and that it also met the require- 
ments of good taste, etc. You wouldn’t think very 
much of the salesmanship qualifications of a clerk 
who would tell you something of that sort about 
your choice of clothing. You’d be tempted to punch 
him in the eye. 

If a man has made a mistake he doesn’t always 
need your assistance in order to ascertain the fact. 
Truthfully speaking, he may need your assistance 
seriously, but when a man has been a fool he doesn’t 
relish being told so. Don’t bat a man in the face 
with your uncomplimentary opinion of his judg- 
ment. Let the method of your demonstration of 
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your merchandise do the work. If you know you’ve 
got a better piece of goods than the merchant has 
bought, or if your proposition is superior to the one 
he has been considering, he’ll see it without your 
drawing a diagram. 

Give the merchant credit for having some of the 
gray matter, too. I admit that there have been 
times in my selling experience that I thought soixe 
of them were deficient in that regard—perhaps 
they didn’t wish to admit they were wrong. Every 
day there are sales made where the salesman fails 
to get the order. Sometimes a merchant will be 
“sold,” but yet is unwilling to admit it to the 
salesman—I’ve had mail orders credited to me 
where just that state of affairs existed. Frequently 
a competitor will get the order if the lines are 
similar. 

The knocking which deals in personalities is be- 
neath my contempt. That sort of stuff classes a 
man quicker than anything I know of. Honest dif- 
ferences in the merits of merchandise are legitimate 
forms of sales argument, but even these must be 
used in such a way as to.clearly show that the 
intention is to serve the buyer advantageously and 
not to question the wisdom of his previous pur- 
chases. Remember your own feeling in the matter 
when your buying judgment is questioned. There’s 
no reason to presume that the merchant has any 
different point of view. 


Meeting of the Bicycle Men 


pp aeee is a widespread movement on foot to 
standardize the construction and the equipment 
of the bicycles manufactured in this country. The 
standardization committee of the Allied Cycle 
Trades has taken up this work and at the same time 
it is endeavoring to do constructive work in build- 
ing up the sales for the bicycle. The effect of this 
is bound to be far reaching, and even in the face 
of increased cost of raw materials there has not 
as yet been any advance made in the cost of the 
completed bicycle. 

There will be a series of meetings held in New 
York during the time of the Motorcycle Show in 
January that will have a direct bearing on these 
subjects. 

There will be a meeting of the directors of the 
Cycle Jobbers’ Association of America at the Hotel 
Astor on Jan. 5 at 10 a. m. At 3 p. m. of the 
same day at the Hotel Astor there will be a meet- 
ing of the standardization committee of the Allied 
Cycle Trades. At 4.30 on the same afternoon there 
will be a meeting of the Allied Cycle Trades show 
committee to decide the date for the Chicago and 


‘ New York cycle shows. This committee consists of 


six men, three of whom were chosen by the Cycle 
Jobbers’ Association of America and the other three 
are representatives of the Cycle Manufacturers of 
America. 

On Thursday morning, Jan. 6, at 10 a. m. there 
will be a meeting of the Cycle Jobbers’ Association 
of America and the same afternoon at 1 p. m. a 
luncheon will be given by the Cycle Parts & Acces- 
sories Association to the cycle jobbers, motorcycle 
manufacturers and the bicycle manufacturers. At 
8 o’clock a meeting of the bicycle manufacturers 
will be held to discuss the recommendations made 
by the standardization committee. 


HE chap about to wed was nervous; 
To the young best man he cried: 
“Tell me, is it kisstomary 
For the groom to cuss the bride?” 


Hardware Age 





Impossible to Carry on Business 
Without Hardware Age 


RUTLAND, VT. 
To the Editor: 

We are enclosing a copy of our first day’s ad 
of our Removal Sale, with which we are very 
much pleased. 

We have five or six carloads of merchandise 
at the present time. We might give you a little 
history of our business. At the time we pur- 
chased this stock a year ago last August there 
was very little stock on hand, and very few cus- 
tomers who would trade with us owing to the 
way the former proprietors had transacted busi- 
ness, for instead of drawing business they drove 
it away, and it took some time to bring business 
back again. 

The time we began business we had a harness 
maker; at the present time we have two salesmen, 
a harness maker and a bookkeeper, which we 
think is a very splendid increase in our force. 
When we begin business in our new store we 
will have double the floor space, and anticipate a 
great increase in business. We would say that 
it would be almost impossible to carry on a hard- 
ware store and be up to the minute with new 
goods, etc., without the aid of your splendid 
magazine. 

Thanking you for passed favors, we remain, 

Yours truly, 
NICHOLS & CHAPMAN HARDWARE COMPANY. 











The Flame That Never Dies 


| fasael~ipear-cam hatred, nor envy, nor deceit, nor all 
the legions of ugly human passions that as- 
sail the heart, nor rancor between individuals, nor 
national lust for power, can extinguish it. They 
may dim but they cannot quench the spark in the 
heart of man which impels him, as every waning 
year brings the Christmas, to try to make a few of 
his fellow men a little happier. Often it is by 
the method of the gift, perhaps something that 
cost hundreds of dollars, maybe only a penny card 
bearing an inscription of good cheer. Frequently 
it is something intangible, the whole-souled word 
of greeting to the old lady in a shawl who sells you 
your paper, or the smile of comradeship which you 
give the conductor who punches your ticket, or the 
elevator man who takes you up to your office (fel- 
low workers all). It is not giving that counts, not 
the bestowal of something valued in dollars and 
cents, the transference of something from your 
hand to another’s. That is a purely mechanical 
process, which may or may not create happiness. 
No; it is the longing to give, the desire to be the 
cause of another’s happiness. To wish to help 
others is the oldest passion in the world—even a 
little older than the impulse to overcome others. 
And it is the deathless passion as well. It needs 
no Christmas Day to keep it alight, but as long 
as Christmas continues to provide fuel to make 
the flame of good-fellowship burn brighter, that day 
will continue to be the richest twenty-four hours in 
all the year.—Collier’s. 


Too Tame 


6é¢fNOIN’ to the Sunday school picnic, Jimmie?” 

“Naw! I went last year and they didn’t have 
enough ice cream and lemonade to make a baby sick.”— 
—Exchange. 
























NEW YEAR’S DISPLAY BACKGROUND 
AND SHOW CARDS 
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Background for a New Year's display 


UR background design shows an excellent idea 
() for a New Year’s window. This theme with 
its various symbols can be made into a num- 
ber of very pretty settings for a window display. 
Very few goods should be used with this subject. 
An effective window was used last year by a pro- 
gressive Western house in which no goods were 
shown, except beautiful advertising calendars and 
small signs calling attention to the calendars, which 
were given free for the asking. This window was 
left intact for the week after Christmas. 








Johnny Needs 
A Sattey Razor- so 


does brother William. 
































Show card made with Soennecken and speed pens, and 
an illustration taken from Hardware Age advertise- 
ment of A. C. Penn, Inc. 
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Combined with Newspaper Advertising 


It is almost a duty to show appreciation for the 
large and generous patronage of your customers 
for the month just ending, and it is an obligation 
not overlooked by the most progressive houses. 
The most popular method used by merchants for 
carrying out this plan is through the newspapers 
in the way of New Year greetings. By linking this 
topic with the window the favorable impression 
should be increased twofold. 











NATIONAL 
SNIPS + SHEARS 


SA. happy combtn- 
ation of price 


and ually. 


> 

















| 
Soennecken and speed pens lettering and an illustra- 


tion taken from a Hardware Age advertisement of 
the National Cutlery Company 
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The Background 


The background design shows a simple method 
which will act as a setting for your New Year’s 
greeting. The upper portion is decorated with a 
large calendar, glass cut-out symbols of 1915 and 
1916, artificial foliage and rope festooning. The 
arrangement is quite clear from our illustration, 
which will suggest ideas appropriate for your own 
window use. | 

The Show Cards 

Following are a few suggestions for show cards. 
The first is the one intended to be placed in the 
center of the window. 

“New Year’s Greeting. Prosperity the keynote 
of happiness; may it be yours for the ensuing year. 
And remember the Blank store will assist you in 
attaining the result.” 

“No, not so busy that you’ll bother us. Come in 
and get one of our 1916 calendars.” 

“May the New Year bring you added blessing, 
greater prosperity, and happiness without measure. 
This is our message of hope to the many friends 
and customers who have been responsible for our 
great success in the year that is just closing.” 

The accompanying show card reproductions give 
demonstration of Soennecken and speed pen letter- 
ing. The original size is quarter sheets, 11 x 14, 
and each card is embellished with illustrations taken 
from HARDWARE AGE advertisements. 


Coming Hardware Conventions 


WESTERN RETAIL IMPLEMENT, VEHICLE & HARD- 
WARE ASSOCIATION CONVENTION, Kansas City, Mo., 
Jan. 11, 12, 13, 1916. The meetings will be held at 
the Century Theater and the convention headquar- 
ters will be at the Coates House. H. J. Hodge, sec- 
retary, Abilene, Kan. 

COLORADO RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Denver, Col., Jan. 18, 19, 20, 1916. J. H. 
Jenkins, secretary, Pueblo, Col. 

PACIFIC NORTHWEST HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Spokane, Wash., Jan. 19, 
20, 21, 1916. E. E. Lucas, secretary, Hutton Build- 
ing, Spokane, Wash. 

INDIANA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Indianapolis, Jan. 25, 26, 27, 28, 1916. 
M. L. Corey, secretary, Argos, Ind. 

TEXAS RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Houston, Jan. 25, 26, 27, 1916. Henry Marti, 
secretary, Dallas, Tex. 

WEST VIRGINIA RETAIL HARDWARE ASSOCIATION 
- CONVENTION, Clarksburg, Jan. 25, 26, 27, 1916. 
J. H. Morgan, secretary, Morgantown, W. Va. 

OREGON RETAIL HARDWARE AND IMPLEMENT 
DEALERS’ ASSOCIATION CONVENTION, Portland, Jan. 
25, 26, 27, 28, 1916. Headquarters, Imperial Hotel. 
H. J. Altnow, secretary, Milwaukie, Ore. 

SOUTH DAKOTA RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXPOSITION, Sioux Falls, Feb. 1, 
2, 3, 4, 1916. EE. C. Warren, secretary, Mitchell, 
S. D. 

WISCONSIN RETAIL HARDWARE ASSOCIATION 
CONVENTION, Milwaukee, Feb. 2, 3, 4, 1916. P. J. 
Jacobs, secretary, Stevens Point, Wis. 

ILLINOIS RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBIT, Chicago, Feb. 8, 9, 10, 11, 
1916. Leon D. Nish, secretary, Elgin, IIl. 

NEBRASKA RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND EXPOSITION, Lincoln, Feb. 8, 9, 10, 
11, 1916. Headquarters, Lindsee Hotel, Nathan 
Roberts, secretary, Lincoln, Neb. 
PENNSYLVANIA AND ATLANTIC SEABOARD HARD- 
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WARE ASSOCIATION CONVENTION, Pittsburgh, Pa., 
Feb. 8, 9, 10, 11, 1916. Headquarters, William Penn 
Hotel. Exhibition floor will be at the Motor Square 
Garden, Baum Boulevard and Beatty Street. W. P. 
Lewis, secretary, Huntingdon, Pa. 

KENTUCKY RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBIT, Louisville, Feb. 15, 16, 17, 
1916. Headquarters, Louisville Hotel. J. M. Stone, 
secretary, Sturgis, Ky. 

MICHIGAN RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Grand Rapids, Feb. 15, 16, 17, 18, 1916. 
A. J. Scott, secretary, Marine City, Mich. 

MISSOURI RETAIL HARDWARE ASSOCIATION CON- 
VENTION, St. Louis, Feb. 15, 16, 17, 18, 1916. F. 
X. Becherer, secretary, 5136 North Broadway, St. 
Louis, Mo. 

NEW YORK RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Buffalo, Feb. 15, 16, 17, 18, 1916. John 
B. Foley, secretary, Syracuse, N. Y. 

NORTH DAKOTA RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXPOSITION, Grand Forks; Feb. 
16, 17, 18, 1916. C. N. Barnes, secretary, Grand 
Forks, N. D. ; 

MINNESCTA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, St. Paul, Feb. 22, 23, 24, 25, 1916. H. O. 
Roberts, secretary, Minneapolis, Minn. 

OHIO RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Cleveland, Feb. 22, 23, 24, 25, 1916. Head- 
quarters at Hollenden Hotel, exhibit in Central 
Armory. James B. Carson, secretary, Dayton, Ohio. 

ARKANSAS RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Little Rock, Feb. 22, 23, 24, 1916. Grover 
T. Owens, secretary, Little Rock, Ark. 

CONNECTICUT RETAIL HARDWARE ASSOCIATION 
CONVENTION, Hartford, Feb. 23, 24, 1916. Head- 
quarters, Hotel Bond. Henry S. Hitchcock, secre- 
tary, Woodbury, Conn. 

IoWA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBIT, Des Moines, Feb. 29, March 
1, 2, 3, 1916. A. R. Sale, secretary, Mason City, 
Iowa. 

CALIFORNIA STATE RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, San Francisco, March 14, 15, 16, 
1916. L. R. Smith, secretary, Oakland, Cal. 

AMERICAN IRON, STEEL AND HEAVY HARDWARE 
ASSOCIATION CONVENTION, Pittsburgh, Pa., May 24, 
25, 26, 1916. Headquarters, the new William Penn 
Hotel. John G. Purdie, secretary, Marbridge Build- 
ing, New York. 

NEW ENGLAND HARDWARE DEALERS’ ASSOCIATION 
CONVENTION AND EXHIBITION, June 12, 13, 14, 15, 
1916. George A. Fiel, secretary, 176 Federal Street, 
Boston, Mass. 

NATIONAL RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Boston, June 13, 14, 15, 1916. M. L. 
Corey, secretary, Argos, Ind. 





Always Glad When Hardware 
Age Comes 


PINCKNEYVILLE, ILL. 
To the Editor: 

Enclosed you will find copy of our Christmas 
ad. Please criticize this to the smallest detail, 
and if it is not too late we would be pleased to 
have you publish it. We read the HARDWARE 
AGE every week and are always glad when it 
comes. Thanking you in advance for this kind- 
ness, we are, Yours truly, 

GRUNER HARDWARE COMPANY, 
J. C. GRUNER. 




































































RD Nts DFE SA ER Lee bine Tasgmreee, ine . Sed se 
PSR Ae aes ka i a hg ¥ Sete m inal NiSa gas eee te ; ea ge . ey 
a elt tp pligal > Ree aes ates saree 3 






















sAQ 






Pein WAI’ SQWrgQgg rae 
—_ ee DANS 
ESSSy Ss 





= 


> 
























XS 


se eas 


} 
yy 


ae 


NSS AA 


~ 
Soo x 7 IOV S SG SN 
SASS ane WS Ns 
RRR RS 
OANA ABBBAA WSs Www 


~ QO“ wws7s7 
AAA 





CSS 












“SASS 
~“ 





The Growing Use of Electricity 





a gross libel. It began when some supposedly 
wise men of bygone days proclaimed the fact 
* that Opportunity knocks once at every man’s door, 
and then if there happens to be nobody at home 
she proceeds silently on her way, never to return. 
And the world accepted it as a fact and didn’t look 
into it any further. 

Opportunity travels under various disguises. 
Usually instead of flitting from house to house she 
can be found waiting on the front door step. At 
times she confines her efforts to a gentle rat-tat, 
and is admitted as readily as if those inside had 
had a telegram announcing her arrival. There are 
times when she tries to effect an entrance by the 
forcible use of a sledge hammer, and even then it 
sometimes happens that the door is so heavily barred 
and grated that the only way she could get in would 
be by the use of a liberal supply of dynamite or 
gunpowder. 

It may be that you have a sign on the front door 
mat that is labelled, ““Welcome Opportunity,” and 
that you recognize her, no matter what her disguise 
happens to be. In that case this little story won’t 
carry any appeal to you, because you have the “jump” 
on it. The chances are also strong against your 
being in the class where a sledge hammer and dyna- 
mite is necessary, but at any rate perhaps your 
hearing is not as keen as your eyesight, and the 
printed page may reach you more easily than the 
faint rap of Opportunity. 


kK’: years opportunity has been laboring under 
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Opportunity in the Guise of “Things Electrical” 


At present that special opportunity that makes a 
business of calling on hardware men is roaming in 
the guise of “Things Electrical.” Hundreds of 
dealers have already taken her in and have begun 
to realize the profit from lamp socket appliances, 
and a rapidly increasing number are beginning to 
open their eyes to the fact that electrical wiring 
devices find a ready sale in connection with hard- 
ware. 
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TRAN SFORMING CURRENT INTO CASH 


Means Sales of Wiring Devices 


The handy man of the present day is not content 
to confine his activities to the building of chicken 
coops or the revarnishing of kitchen chairs. Now 
that electricity has come into such common use, he 
has developed his talents more highly. He no 
longer sends in a hurry call for an electrician and 
sits for two or three hours by the light of a candle 
when a fuse blows out, nor does he give this same 
worthy the chance to charge him a dollar an hour 
when his wife wants a socket installed that can be 
used with her electric iron or the new electric 
vacuum cleaner. He buys the material and does 
the work himself the next Sunday morning. 

In most towns a stock of electric wiring devices 
will find a ready sale. Given an opportunity in 
showcase and window, this line will prove a stock 
capable of quick turnovers and ready profits. The 
assortment and sizes of stock must naturally be 
governed by the size and kind of the community, 
and the amount and variety of competition, but such 
items as insulating tape, fuses, sockets of various 
kinds, switches, lamps and lamp guards, wire, cleats, 
rosettes, insulating tubes and fuse blocks are among 
the necessary items that need to be put in stock. 
The stock can be enlarged by adding more varieties 
of each item, and by stocking the material used for 
more intricate wiring. But in the average town 
where the material is to be sold to the householder 
and not to the electrical contractor, the stock should 
be kept down to simple devices that the amateur 
can use. 

There is a steady demand for electric bells and 
bell outfits. Bells are naturally a part of a hard- 
ware stock, and outfits consisting of a bell, battery, 
push button, wire and the necessary stables to put 
them up, packed in a cardboard box, are available at 
many stores. In some cases the dealer makes up a 
set from his own stock. Bell ringing transformers 
for cutting down the voltage of the lighting current 
so that it can be used for bell work are becoming 
more popular than batteries, because once installed 
they are sure in their action and never have to. be 























Display of “Things Electrical,” made by H. W. Mills 
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& Co., Passaic, N. J. 
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renewed. In many cases a salesman who is wide- 
awake to his opportunities can sell many of these 
transformers by calling attention to the saving of 
time and trouble and expense of replacing batteries 
where another man might be content with the sale 
of a few dry cells. 

Electricity is capable of giving you some pretty 
hard shocks, and it may give you a stiff jolt to find 
out that Opportunity, decorated with a neat label 
marked “Things Electrical,” has been wandering 


Hardware Age 


around your town and loitering in front of your 
store looking for a hardware concern where there 
is enough electricity in the air for her to thrive on. 

Take off your rubber gloves and your gum boots 
and get off the mat that bounds your little mer- 
chandising empire, and you will get a taste of the 
current on the main line. It’s electric charged, 
but this is one charge that can be converted into 
cash. Your part of the bargain is to act the part 
of a transformer. 





A LITTLE STORE WITH BIG IDEAS 


By B. M. 


A® I looked out the hotel door at Bonners Ferry, 

on a cold, rainy October morning, the prospect 
seemed discouraging. Even as I crossed the street 
toward the Bonner Hardware Company’s store I 











The cant hook rack and the buggy whip stand used by 
the Bonner Hardware Company 


was registering a mental 23 on my thought 
register. But, say! when the bright-faced young 
fellow who hands out the goods from behind the 
company’s counter met me at the door with a genu- 
ine smile of welcome, it put the eraser to that hoodoo 
number. That smile never faded a shade when the 
Grafiex I carried seemed to mark me as a traveling 
salesman; even the announcement that I was a trade 
paper editor failed to put any damper on the genu- 
ine welcome he extended. It boded well for a store 
with a future, and I commenced to look for the 
good ideas that always seem to link themselves to 
the place where a welcome draws custom. 

The ideas were there in plenty. First there was 
the small but well-balanced window of hunting 
goods. It was a window with a direct appeal to the 
man who loves the great outdoors. It has a draw- 
ing power, and as I studied it I felt more and more 
the impulse to hock the Graflex for a dog and gun, 
and hit for the timber line. I found myself fishing 
through my pockets for the price of a box of shells, 
without even a thought of the non-resident license. 
It was a window that sold goods. I know, because 
while I was there no less than half a dozen men 
came by, looked over the display, and struck for the 
gun counter. Most of them left substantial evi- 
dence of their interest. 

The window only prefaced the things that fol- 
lowed. There was a slanting topped table with bins 
for ten and fifteen-cent goods. The bins were 
formed by dividing the table the long way with wood 
partitions, grooved to take galvanized iron strips 
which formed the cross partitions. These strips 
were removable and the bins could be quickly 
changed in size to accommodate any kind of mer- 
chandise. The merchandise displayed was clean 


CRESSY 


enough to allow careful inspection without putting 
the dirt sign on white kid gloves. “Some job, to 
dust this bunch of small stuff,” I said to the clerk. 
He smiled and pulled from behind the counter a 
small hand bellows. “Dead easy,” he said. “Just 
blow the dust out of the bins, and when it settles 
I take it up with a dust rag.” Simple. Yes, but the 
biggest item in retail merchandising is simplicity. 

Down at the end of the wrapping counter was a 
novel and handy stand for displaying buggy whips. 
A piece of 2 x 2, about 7 or 8 ft. high, was fas- 
tened to the floor with ordinary shelf brackets. The 
top was tapered and a regular ceiling whip hanger 
was hung by the chains to the top. Result: a fix- 
ture that looked well and sold whips. Just another 
application of that simplicity idea. 

Back at the rear of the store was a rack for cant 
hooks. Bonners Ferry lies in the lumber region, 
and the cant-hook is staple merchandise. It is a 
mean article to stock or display. It will not stand 
up or lie down gracefully, and the handle warps on 
the least provocation. The Bonner Hardware Com- 
pany has quit worrying over cant hooks. They 
solved the problem of handling them a year ago. 
Two square posts, with a bin-shaped base, mounted 
on rollers, is the basis of the idea. Two 1-in. iron 
rods, one at the top of the posts, close to the back, 
and one about a third of the way down and near 
the front, completes it. The unruly cant hook is 
slid over the first bar, the pointed end finds its 
notch in the bin-shaped base, and the top bar holds 
it in place. Neatly painted, it forms a fixture that 
adds to the appearance of the store, and creates 
interest in an unattractive looking article. 

Throughout this little hardware store the same 
principle of service and welcome seems-to meet the 
customer at every turn. The mail order house will 
never put the Bonner Hardware Company out of 
business. They are there to stay and to grow with 
the town. Their foundation is laid to support a 
future. There are many larger stores in bigger 
towns that can glean a profit from the methods in 
use by this up-to-date hardware firm of Bonners 
Ferry, Idaho. 


No Chance for Him 


MAN was tried before a Wisconsin Judge for horse 

stealing, says Harper’s magazine. When it came 
time for the lawyers on both sides to tell the Judge 
what instructions they wanted him to give the jury in 
addition to the points covered in his own charge, the 
attorney for the defense said: 

“T respectfully ask Your Honor to charge the jury 
that it is a fundamental principle of law in this country 
that it is better for ninety-nine guilty men to escape 
than for one innocent man to be found guilty.” 

“Yes, that is true,” said the Judge, reflectively, “and 
I so instruct the jury; but I will add that it is the 
opinion of the court that the ninety-nine guilty men have 
already escaped.” 
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On with the Old 


MERY PAPER thrust out his 48-in. chest. 
“Considerin’ that I’m now the richest man in the 
State o’ New Chiggers, thanks to my jujube factory, I 
thought it would be only becomin’ in me to furnish my 
bathroom with the best and most expensive bathtub that 
money can buy,” he explained. “So trot out your tubs.” 

“Yes, sir, yes, sir,” said Lethgo Home of the Home, 
Away and Home Bathtub Emporium. 

He proudly led Emery Paper to a wonderful tub of 
onyx with gold spigots incrusted with Irish point dia- 
monds. But Emery Paper shook his head. 

“Oh, well,” said Lethgo Home, “how’s this porcelain 
and platinum tub with the Brazil silver handles? Or 
this mahogany and gold one? This glass tub is nice 
if you take care to pull down all the shades and every- 
thing.” 

But Emery Paper kept on shaking his head. 

“Keep your tubs,” he said at last. “In my old tub 
at home I can lie on my back and work the spigots with 
my big toe. I couldn’t do that with any of these new- 
fangled spigots.” 

And the door of the bathtub emporium closed behind 
him forever.—Chicage Daily News. 


Tired of It 


HEY were about the roughest, rawest lot of re- 
cruits the sergeant had ever had to tackle. He 

worked hard at them for three hours, and at last 
thought they were getting into some sort of shape, so 
he decided to test them. 

“Right turn!” he barked. Then before they had 
ceased to move came another order: “Left turn!” 

One yokel left the ranks and made off toward the 
barrack room. 

“Here, you!” yelled the sergeant angrily. 
are you off to?” 

“Ah’v had enough,” replied the recruit, in a dis- 
gusted tone. “Tha doesn’t know tha own mind for 
two minutes runnin’.”—London Tit Bits. 


“Where 


Not Without Avail 


¢¢ DETER COOPER, stand up.” 

The raw-boned “poor white trash,” holding 
his ragged hat in one hand and the tail of his shabby 
coat in the other, walked slowly up to the stand. 

“Yes, judge.” 

“You are accused of profanity in a public place.” 

“T guess I did it, judge. Nigger was tryin’ to steal 
ma hoss.” 

“But you should know better than to take the name 
of the Lord in vain, Mr. Cooper.” 

“Tt warn’t in vain, judge. You jes’ ought ter have 
seen that nigger run!”—Case and C mment. 


Out of Danger 


ENEVIEVE—I want to give Jack some books. He’s 
ill, you know, and I can’t decide just what kind 
to get. 
Gertrude—Why not give him something religious? 
Genevieve—Oh, my, no! He’s convalescent now.”— 
Judge. 


The proof of the pudding is in the quantity that’s left 
over.—Exchange. 
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His Tribute 


HERE was an old farmer who was widely known 

as the crossest, closest and most generally non- 
likable citizen in the whole State. Like other mean men 
he lived to a ripe old age, but eventually he died and 
his friends went ahead with plans for the funeral. 

Now, it is customary, in the case of rural funerals, 
for those who attend, as they stand by the coffin, to 
murmur some eulogy of the dead. A number of farmers 
came in and said things which didn’t square at all with 
the old man’s life. 

Finally an aged man, who had known the deceased 
all his life, hobbled in and stood by the coffin. The aged 
man was known as the most truthful man in the county. 
Hence the other people present waited with interest to 
hear what he would say. 

The old man gazed down silently for a while. 
paused. Finally he spoke. 

“Wal,” he said earnestly, “nobody kin deny that he 
was a great hand for closin’ his stable door o’ nights.” 
—Washington Star. 


Boston Again 


NEW YORKER, who recently returned from a 

visit to Boston, vouches for the truth of the follow- 
ing: One afternoon he found the 6-year-old son of his 
host settled in front of the drawing-room fire with a 
sheet of .paper before him and a pencil clasped in his 
chubby fist. Stealing a look over the boy’s shoulder, 
he saw that the little fellow was making pictures. 


He 


“Well, Bobby,” he asked genially, “are you drawing _ 


an engine?” 

Slowly the child looked up and slowly he spoke: 

“It would take a very strong boy to draw an engine; 
but I am making a picture of a locomotive.”—-Youth’s 
Companion. 


What’s in a Name? 


A” a fancy dress ball for children a policeman sta- 

tioned at the door was instructed not to admit any 
adult. 

An excited woman came running up to the door and 
demanded admission. 

“I’m sorry, mum,” replied the policeman, “but I can’t 
let any one in but children.” 

“But my child is dressed as a butterfly,” exclaimed 
the woman, “and has forgotten her wings.” 

“Can’t help it,” replied the policeman; “orders is 
orders; you’ll have to let her go as a caterpillar.”— 
Liverpool Mercury. : 


Not Angry 


| agro yc mang was up to see Marguerite last night 
and when she wasn’t looking I kissed her. 
Slink—Did she get angry? 
Fastbuoy—No, she just refused to look at me the 
rest of the evening.—Siren. 


Toothsome 


66 (NASEY,” said Pat, “how do ye tell th’ age of a 
J tu-u-rkey?” 
“Oi can always tell by the teeth,” said Casey. 
“By the teeth!” exclaimed Pat. “But a tu-u-rkey 
has no teeth.” 
“No,” admitted Casey, 
Opinion. 


“but Oi have.”—London 
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A New Year’s Proposal 


APPY NEW YEAR! The words have 
been in the air constantly for the past 
two weeks. The mails have been filled 

with pleasantly worded messages expressing 
good cheer and good will. Millions of mouths 
have framed these good old words that can- 


not be spoken without a smile on the lips and ° 


a brightening of the eyes. Too many people 
cannot wish us a Happy New Year. The 
words cannot be overworked. Light-hearted 
happiness is a splendid cloak for life’s stern 
responsibilities. 

This is the time for resolutions. ‘It is the 
time when the mistakes of the past twelve 
months pass in silent review with Old Father 
Time to oblivion. As they trudge slowly 
down the back trail of life we take one last 
look and wonder how or what caused us to 
father those blunders. Close on the heels of 
Old Father Time we see misguided charity 
and recognize that some of our well-meant 
help has been a hindrance. We resolve that 
our heads shall help our hearts when our 
purse strings open during the coming year. 
Charity is entitled to the same analysis as a 
business deal. 

Then there slouches by a great hulk 
named “Uncollected Bills.” We meant to 
eliminate him from the procession this year, 
but when we were close enough to grapple 
we became timid and backed away to the 
more pleasant duty of selling. That great 
cloud has slipped by, gone for 1915, but we 
know it will be back and if we stick to our 
guns we may cut it down to something we 
ean handle. The ghost of over-buying, the 
shrunken figure of last year’s resolves, the 
weather-beaten frame of things started and 
never finished, the man we meant to raise, 
the one we meant to discharge, the bills we 
meant to pay, the good things left unspoken, 
and a train of other failures make a line that 
seems to reach beyond the city limits and 
they probably do. Life certainly looks like a 
huge failure as we glance over the things we 
have failed to accomplish, and it would be 
if we lingered there. 

Thank God New Year’s isn’t the time to 
look backward! It is the time to look ahead. 
It is in the very air to brace up, fix our eyes 
on life’s greatest ambitions and _ start 
straight for the goal. 

Thank kind Providence that New Year’s 
lenses are not made to see pitfalls and stum- 
bling places. There ought to be this one oc- 
casion when, if even for a brief period, we 
conquer mentally. What if the hand of fate 
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discounts our good resolves 90 and 10? What 
if many of our impulses freeze or melt as 
we go through the twelve months ahead? It 
is better to have fought and failed than 
never to have fought at all. It doesn’t al- 
ways take a revival to create backsliders. 
Most of us touch bottom when we strike the 
quicksands in life, but it is good resolutions 
that bring us to the surface. Good wishes 
help stiffen weak resolves, and after all it is 
better to hobble on solid ground than to steer 
a 90 horsepower in the mud. 

HARDWARE AGE is glad of this opportunity 
to wish you a Happy New Year, one brimful 
of joy and prosperity. We are glad that 
1916 has in it 366 days. We wish for you all 
we wished last year, plus one more day. If 
you know of some good man who is living his 
business life alone, remind him that this is 
leap year, and of his opportunity, send us 
his name and address, and Miss Hardware 
Age will propose to him, and thank you for 
having acted upon a resolution which will 
result in our mutual good.. Happy New 
Year! 


The Road to No-Where 


E whose vision extends no farther than 
the minute, the hour, or the day of his 
allotted task, has passed the first mile- 

stone on the road that leads to No-Where. 
After twenty years’ service, such a man will 
know absolutely how to tie a string in a cer- 
tain set form; how to wrap a bundle method- 
ically and neatly ; how to take down an order 
legibly. But—he will have no conception of 
the duties of the man from whom he receives 
his hourly instructions. He will have solved 
no advance problems; he will have mastered 
no thoughtful creative system for improving 
his work or bettering his condition. He will 
have progressed only in years and will have 
left behind him the golden days of youth and 
the forceful hours of manhood. He will have 
drawn heavily on the reserves of his 
strength, and his ambition will have been dis- 
placed by the sadness of non-achievement. 
He will have lost forever the desire and the 
possibility of creating something new, or of 
doing something worth while. His business 
epitaph may well be written in the one word 
—failure. 

There is no reasonable excuse for his lack 
of success. The blame rests not with luck 
or lack of helping influence. It is the result 
of his live-for-the-minute philosophy, that 
comes from No-where and returns whence : 
it came. Unlike the man in a _ blind 
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alley, he faces a future fraught with possi- 
bilities, but his crippled vision sees only the 
coil of string and the package—a few feet 
of counter and the face of the clock. 

- There is always a future for the man who 
thinks; who studies the merchandise he han- 
dles; who strives to please by intelligent un- 
derstanding of the desires of those he serves; 
who seeks the reason for advancement, and 
when the answer stands revealed in the word 
“knowledge,” fills his waking hours with at- 
tainment of that knowledge. He saves. The 
man who thinks always paves the way to his 
future with the accumulations of thrift. He 
works. Intelligent thought along the lines 
of his work leads him to a better perform- 
ance of his duties. He is faithful. For 
thought and study have proved to him the 
reward of faithfulness. He is honest. Not 
because honesty is*the best policy but because 
study has educated him to a plane above dis- 
honesty and shown him the fallacy of deceit. 
The road to No-Where has no place on the 
time table of thought. 

There are hundreds of men behind retail 
counters whose faces are turned toward the 
road to No-Where. Some have their thoughts 
always centered on the time when work shall 
cease and pleasure begin. Others on the 
least possible effort that will still insure their 
weekly pay. Still others, while having the 
welfare of their employers at heart and 
striving to give satisfaction from the work 
at hand, fail to grasp the importance of gath- 
ering knowledge for more advanced work. 
For the first two there is little or no hope. 
Where ambition and good intention are lack- 
ing there is little on which to build a success- 
ful career. The road to No-Where has a 
downward grade and their feet have already 
struck the incline. 

For the one whose heart is right but whose 
fault lies in his trend of thought there is 
abundance of hope. He needs but the word 
of kindly advice and helpful suggestion; the 
literature that treats of his life’s work; the 
helping hand of the man who has seen bigger 
and better things. He stands at the division 
of the roads, but his ticket is not yet pur- 
chased. To such a man belongs the right to 
an education as well as a salary. There is 
tragedy when such as he travel far on the 
road that leads to naught. 

There are business men to-day who are 
well on the road to No-Where. Their busi- 
ness lacks stability, punch and system; their 
stock shows neglect and lack of intelligent 
buying. Their records are transient and 
poorly kept; their correspondence bears the 
marks of carelesness and haste. They use 
their jobber as a banker, to his loss as well 
as their own, and grant credit to irresponsi- 
ble parties with no thought but the sale of 
the goods. The ship that drifts has never a 
port, and the business that lives only for 
what the day may bring forth is a ship adrift. 
The industrial world is facing the greatest 








year in its history; a year rich in prospects 
and possibilities. The crops, the markets, 
the general conditions point to a great indus- 
trial revival. Ambition, desire and effort 
each face a fulfillment. It is a year for plans 
—for conscientious effort—for intelligent 
thought. There is no place in it for the 
shirker and the clock watcher; for the waster 
of time and the spender of money. It is a 
year of fruition with a definite goal for every 
man and every business. 

Let us enter this year of years with a pur- 
pose to develop and succeed; to teach those 
who are as yet susceptible to teaching; to 
turn our own footsteps toward the definite 
and the real. A concerted effort on our part 
will turn the thoughtless travel toward the 
trail of success and put a padlocked gate on 
the road to No-Where. 


Increase in Producing Costs 


LARGE company capitalized in the mil- 

lions, desirous of placing‘an order re- 

cently for a standard article, nickel- 
plated on brass, after being quoted a 20 per 
cent advance, demurred. The buyer said he 
had just closed a contract for nickel anodes 
at no higher figure than before and saw no 
reason why he should pay more for the mer- 
chandise under consideration. 

This led the seller’s keen salesman to get 
from his company’s supply purchasing de- 
partment various basic figures as to some of 
their increased producing costs, covering 
many.leading lines, many of which they have 
made for 90 years, early and late, in their 
several factories. 

The following are some of the results of 
the compilation, all of which relate to pro- 
duction and most of them to the goods in 
question: Brass from 16c. base to 26c. base 
per pound, or over 60 per cent. Pig iron, 
$14.50 to $20.50 per ton, or over a third 
more. Other necessaries include the ad- 
vances named, for instance, alcohol 20 per 
cent; emery, 50 per cent; emery wheels, 
33 1/3 per cent; steel wire, 33 1/3 per cent; 
other steels, variously 33 1/3, 60, 70, and 
even 400 per cent; acids, 100 to 150 per cent; 
lacquer, 50 to 60 per cent; plating depart- 
ment supplies, 33 1/3 to 100 per cent; stains, 
60 to 80 per cent; tallow, 40 per cent; wrap- 
ping paper twine, tissue paper, etc., 25 to 
50 per cent; belting, 20 per cent; bolts, 20 to 
25 per cent; box strapping, 30 to 40 per 
cent; varnish brushes, 25 per cent; felt, 25 
per cent; nails, 33 1/3 per cent; paints, 50 per 
cent; screw stock, 33 1/3 per cent, and cruci- 
bles, 100 per cent increases. 

Likewise we know that at one time several 
months ago the company lost twenty long- 
trained, expert mechanics who were being 
paid in wages $35 to $40 weekly, who were 
lured away by establishments having large 
war orders, where the same men were paid 
from $100 to $125 per week instead. 
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Taxes for Catalog Concerns—Honest Advertising Campaign—Rural 
Free Delivery—Stevens-Ayres Bill 
By W. L. CROUNSE 


WASHINGTON, D. C., Dec. 27, 1915. 
ONGRESS, after an eleven days’ session, is 
3 now taking a seventeen days’ holiday recess to 
recuperate from the fatigue incident to the 
herculean task of organizing itself. Both houses 
will reconvene on Jan. 4 and will sit well into the 
hot weather. The veterans are enjoying the Christ- 
mas vacation quietly, while the new Member from 
Podunk is slowly but surely learning the difference 
between the life of a big bullfrog in the little home 
puddle and that of the tiny tadpole in the ocean of 
national affairs. 


More Taxes for the Catalog Concerns 


Another measure taxing the mail order hcuses— 
the fourth in less than two weeks—was introduced 
in the House just before the recess. Representa- 
tive Edwards of Georgia, whose campaign man- 
agers delight to call him the “champion of the little 
fellow,” has presented a bill in which he proposes 
that all persons, firms or corporations conducting 
an interstate mail order business shall pay a tax of 
3 per cent upon the total cash value of all goods 
sold within the United States or its possessions. 

Mr. Edwards’ bill differs in several important 
particulars from those heretofore introduced. In- 
stead of a tax of 1 or 2 per cent, Mr. Edwards pro- 
poses a 3 per cent rate shall be levied. While his 
colleagues, who have introduced measures on this 
subject, limit them to transactions in the states, 
Mr. Edwards goes further and extends the scope of 
his bill to the states and territories and all the 
possessions of the United States. He has also been 
careful in drafting his bill to provide that the tax 
shall be collected on all merchandise which may be- 
come the subject of interstate commerce. While 
this principle is assumed to underlie the other bills 
heretofore presented, it is not so clearly outlined as 
in the Edwards bill. Like the other measures, this 
bill provides that the taxes raised shall be appor- 
tioned among the states in the ratio of the actual 
amount of goods sold in each state, the moneys to 
be used in the construction and maintenance of pub- 
lic roads and education. 

Some consideration has been given to the desir- 
ability of providing that the taxes raised from the 
proposed levy on mail order houses should go into 
the federal treasury and be expended for the na- 
tional defense, but it is the consensus of opinion 
among the members who have studied the subject 
most carefully, that the funds thus raised should 
be promptly returned to the states and spent in 
such a way as to benefit the business men of the 
communities from which the mail order houses draw 
their patronage. 


The Honest-Advertising Campaign 


Representative Edwards does not limit his in- 
terest in the retail merchants of the country to the 
devising of a method of taxing the mail order 
houses; he proposes to launch a vigorous campaign 
to put an end to dishonest advertising. 

This is a big subject. The Federal Trade Com- 
mission is devoting much time to its consideration 
and is taking the testimony of merchants, adver- 
tising experts, economists and others with a. view 
to determining just how far the Government can 
properly go in declaring false and misleading adver- 


tisements to be a form of “unfair competition.” 

Mr. Edwards proposes to curb the crooked adver- 
tiser by barring him from the mails. His bill pro- 
vides as follows: 

“That if any person, firm, corporation, or associ- 
ation, in a newspaper, periodical, circular, form, 
letter, or other publication, published, distributed, 
or circulated through the mails in the United States 
or any of its possessions, knowingly makes or dis- 
seminates, or causes to be made or disseminated, 
any statement or assertion concerning the quantity, 
quality, value, merit, use, the present or former 
price, the purpose or motive pf a sale of any secur- 
ities, merchandise, articles, commodity, or service, 
or concerning the method or cost of production or 
manufacture of such merchandise, articles or com- 
modity, or the possession of rewards, prizes, or dis- 
tinctions conferred on such merchandise, or the 
manner or source of purchase of such securities, 
merchandise, or the manner or source of purchase 
of such securities, merchandise, articles, or commod- 
ity, or services that enter into interstate or foreign 
commerce which is untrue or calculated to mislead 
shall be guilty of a misdemeanor, and upon convic- 
tion thereof be sentenced to pay a fine of not more 
than $1,000 or by imprisonment for a period not ex- 
ceeding one year, or both, as the court may direct.” 

Mr. Edwards’ bill has been referred to the House 
Judiciary Committee of which Representative Edwin 
Y. Webb of North Carolina, is chairman. If you 
think the measure ought to become a law, drop a 
line to Mr. Webb and tell him so. 


More Money for the Rural Free Delivery 


The Nation will certainly have to go without a 
battleship or two if the plans of the parcel post 
and rural free delivery boomers are to be realized 
in the near future. There will not be money enough 
to go ’round, even if Congress should double the 
income tax. 

Here comes Senator Kenyon of Iowa, with a new 
bill requiring “‘that the rural free delivery mail 
service shall be extended as rapidly as practicable 
so as to furnish as nearly as possible all the rural 
population of the United States with daily mail de- 
livery excepting Sundays and legal holidays.” 
While in exceptional cases, where delivery at the 
home of each rural resident is impracticable, 
Senator Kenyon’s bill provides that “such service 
may be effected by delivery at road intersections 
when the distance is not more than one-half mile 
from the place of delivery to the home of said 
family,” such service, however, is not to be consid- 
ered as a complete compliance with the law and the 
bill makes it the “duty” of the Postmaster General 
to furnish delivery of mail at the home of each 
family on every rural route in the country. 

In the proposed reorganization, mail routes are 
to be divided into two classes to be known as “stand- 
ard horse-drawn vehicle rural mail routes” and 
“standard motor vehicle rural mail routes,” the 
former to embrace a length of 24 miles and the 
latter of 50 miles. On horse-drawn vehicle routes 
carriers are to receive $1,200 a year, but on motor 
vehicle routes the annual salary is to be $1,800. 
These rates are the maximum now paid by the de- 
partment. 

Continued on page 74 
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B PUBLICITY FOR THE RETAILER 


A Review of Some Effective Christmas Advertising 





bei 


> 


% tec 
eee 





Easy to Read and Convincing 


No. 1 (3 cols. x 10 in.).—This ad was sent to us 
by Mason Brothers, Saint Peter, Minn. It is a very 
a neatly arranged ad—the three panels stand out 
boldly, and although many articles are listed, there 
is not a hint of confusion. 
attractive by reason of their sharpness and detail. 
The introductory talk is well written and the fea- 
turing of special reductions on the gift suggestions 
makes it keenly interesting. The heading carries — 
the bargain thought, too, but, in addition, it should 
carry the gift thought. As the ad now stands, one 
would not instinctively recognize it for a Christmas 
ad. The concluding paragraph both widens the 
appeal of the ad and offers an additional incentive 
for visiting the store. 


The cuts are especially 





Some Very Exceptional Values 








mas Presents. 





As is customary with us, we have a very large, well selected stock of the better 
and more useful articles any one of which would make very acceptable Christ- 
All are marked real close, to’ make. them move quick. 
WATCH OUR WINDOW DISPLAYS. 








Things 


Electric 


koe 





Irons guaranteed for 10 
years 


Family size -...........$3.50 
Hot Plate,.4 in.......$3.50 
Hot Plate, 6 in... $5.90 
E] Grillo, will fry, boil, 
toasts and broils $4.50. 


We have a full line of 
electric goods made by 
+ Hot Point Electric Co. 


Hot Point Electric Flat 





Useful 





Motor Washer (like cut) 
: — 

Food Choppers ... 

a 


tianidun tea kettles 
$2.00 

Wash Boilers $2 to 
boards 25 


Clothes Dryers .....$1,25 





Things 
Serviceable 





Casseroles $1.25 to $6.00 
Nickel trays 15¢ to $3.00 
Fancy wood trays 

$3.00 to $7.00 
Boy Skates 75¢ to $3.00 
Girl skates $1.25 to $3.00 
Boys’ sleds 50c to $3.00 
Air rifles $1.00 to $2.00 
Manicure sets 

$1.25 to $3.56 
Safety razors .......$1.00 





you. 


é Probably in the above lists you will not find what you want, so we extend an 
invitation to visit our store, as we are confident we can assist you in the selec- 


tion of your wants, besides our stock of Christmas goods will be a revelation to 








SAINT PETER, 


Mason Brothers| 


The Name of the Firm Guaraggees the Quality of the Goods. 


MINNESOTA 














No. 1—Many articles listed with no hint of confusion 
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We Sold Your Father 
Why Not You? , 


at a hardware store of this size, and with our varied stocks, dozens 
of suggestions will be found in every nook and corner), each a gift of 


‘Useful gifts are not to he selected any and everywhere. But 


serviceable utility. 


You won't find one suggestion here that is not useful, that is ¥ 
not lasting, that is a gimcrack. 4 
Your liste are being complied now; your mind is busily search- 


moment's time-in our store tomorrow or next week, and we will fur- 


ing for this and that appropriate gift. Let us help, spend a few ; 


nish you with ample suggestions that you and your recipients will - 


warmly appreciate. 


A Safety Razor 
A Rifle 


A Half Thousand Shells 


A Hunting Belt’ 
A Pocket Knife 
A-Boy’s Axe 


A Knife, Fork, Spoon 
Automatic Shot Gun 


Set Buggy Harness 
Saddle and Bridle 
Miniature Farm Wagons 
A Pair Scissors 

ANut Cracker | 

A Set Knives and Forks 





Fancy Coal Vase 


And Hundreds of Other Nice Things. 





Louis Hoffman Hardware Co, 


Hoffman Block. 
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A Set Carvers ; 
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Vicksburg, Miss. 


No. 2—Inducing the reader to visit the store 


Attractively Designed 
No. 2 (2 cols.x8 in.).—Here’s a well-planned 


holiday ad from Louis Hoffman Hardware Com- 
pany, Vicksburg, Miss. 
self into the display in very effective fashion and 
to carry out the effect the printer should have used 
a holly border all around the ad rather than the 
style he did use. 
unique and makes an effective appeal, as it suggests 
confidence and promises satisfaction. 
thought is not broached in the heading, but it is 


Santa Claus works him- 


The thought in the heading is 


The gift 
































































- [Percolators 5010 $5] 
Oil mops 75cto $25} 
[ Vacuum Cleaners $5 to $25} 
| Aluminum Ware 10c to $3.75 a 



























































OUR STORE IS THE MOST CONVENIENT PLACE IN TOWN TO 
DO YOUR CHRISTMAS SHOPPING. AN-ASSURANCE OF QUAL- 
ITY GOES WITH EACH ARTICLE, AND HERE YOU WILL FIND 
PRACTICAL GIFTS FOR THE ENTIRE FAMILY. ~~ me 























hat Brother wants 


—<— nem 


| Guns, all kinds from 25¢ to $25.00 | 







































[ Pocket Knives 5c to $2.50 | 












Too! Sets T5e to $350 | 

















| Flashlights from 60c to $2.00 | 
| Wagons 60 10 $3.25 | 


















































TOYS 











We are showing the most complete line of Toys 
in town. .Our stock includes, 


mechanical, friction, electrical Price Ar 10 4] 


and construction toys 


TOYS 



















































For the Qoung Sad 
































Manicure Sets 1.75 to $5.00 
|. Scissor Sets 2.25 to $5.00 | 
| Embroidery Scissor 25 & 50c | 






































get first choice. We 














taken care of by the cut. The text here is really 
a preachment on holiday shopping, and in a few 
words it suggests the size and scope of the Hoffman 
store. The whole aim of the ad is to induce the 
reader to visit a well-equipped Christmas store, and 
in this the company has succeeded. Note the two 
columns. of suggestions. 


Make your Christm mi : Our Christmas Deliv- 
awwe| Gruner Hdw. Co. (ssc 
will keep them until Delivery Service will be maintained until goods will be Care- 
Christmas for you. 8:30 p. m. Christmas Eve fully handled. 


No. 5—Worked out in elaborate detail 

















Don’t forget Father 


































| | Safety Razors 1.00 to $6.00 | 


| Dinner Pails 25c to $2.50 | 
| Traveling Sets 8.00 to $15 | 
| Thermos Bottles 1.10 to $2 | 


































































PROMPT and all the 























Use of White Space Gives Unique Set-up 


No. 3 (3 cols.x 9% in.).—This Christmas ad is 
the work of the Van Deren Hardware Company, 
Lexington, Ky. The company asks our opinion of 
the announcement and also of the “Booklet of Gifts” 
which is featured in the ad. In appearance this 
ad is unusually attractive—the generous white mar- 


Hardware Age 
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December 30, 1915 





Christmas Hints . 


Put a “Universal” Coffee Percolator, 
Vacuum Bottle, Baking Dish, Casserole, or 
some **1847”’ Rogers’ Silverware beside 
Mother’s plate. 






For Father. or Big Brother, a 
Safety Razor, Brush and Strop, a 
Gun, Hunting Coat, ‘Witch 
Elk’’ Shoes or‘a ‘‘Hipco’’ Flash- 
light. 





Give Sister a pair of Embroidery Scis- 
sors, a Manicure Set or a Chafing Dish and 
a big hug and a kiss will be your certain 





re 





See that Santa puts a “‘Boker’’ Pocket 
‘Knife in the toe of the Boy’s stocking, and 
you give him a Sled, Skates, Rifle or a Tool- 


Chest and he will remember this Xmas for 
a long time to come. 


These are only a few of the beautiful, practical gifts we 
want to show you. Ask for our ‘‘Booklet of Gifts,” it’s 
full of answers to the puzzling question, ‘‘ What to Give?”’ 





Van Deren Hardware Company 


(Incorporated.) 


PHONE 118 -340 WEST MAIN STREET 
No. 3—Gifts for all the family 


gins, the small blocks of type and balanced illus- 
trations combine to produce a distinctive effect. The 
copy idea here is also effective, suggesting, as it 
does, appropriate gifts for all the members of the 
family. The heading is well chosen. By reason of 
the manner in which the various gifts are suggested, 
it would be difficult to quote prices on all of them, 
but at least the illustrated gifts could be priced, 
giving the reader a clue to the values in general 
he might expect to find. The appeal of the ad is 
made complete by the concluding paragraph on the 
gift booklet. This booklet is envelope size, four 
pages and cover, printed in two colors on a good 
grade white paper. Ornamented with holly borders, 
it made a very effective follow-up for the firm’s 
Christmas publicity. More than forty gift sugges- 
tions with prices appeared on the two inside pages 
and outside back page of the booklet. 


It “Brought Home the Bacon” 


No. 4 (3 cols. x 13 in.).—The Carlisle Hardware 
Company, North Adams, Mass., sends us this 
Christmas ad and P. J. Cummings of the firm states 
that it was a good sales getter. The articles listed 
are selected with judgment, and this is the keynote 
of the ad’s success. Other factors are the attrac- 
tive column make-up, the profuse illustrations and 
the terse and snappy text combined with the va- 
rious descriptions. Altogether it’s a well-balanced 
ad with a direct from the shoulder appeal, and it 
is small wonder that it got results. 


Unusually Attractive Layout 


No. 5 (page ad).—This Christmas ad was sent 
us by the Gruner Hardware Company, Pinckneyville, 
Ill. The layout has been handled in elaborate style 
and the whole ad gets away from the effect of an 
all-type announcement. One or two suggestions oc- 










The Live Hardware Store Offers 


Christmas Suggestions 


Half the Problem is in Knowing Were to Look. 
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$1.00 to $36.00 


Carlisle Hardware Co. 


No. 4—It boomed Christmas sales 





cur to us in regard to the set up, however. At the 
top we would have used capital and lower case 
letters instead of the harder to read capitals. Then 
again in the oblong toy panel the black rules spot 
badly—they should have been rules of the same 
thickness as the border. The panel arrangement is 
very neat and effective. Illustrations are well bal- 
anced. The copy thought is good. The headings 
in each panel combine to make the ad of keen 
interest to the entire family. Note that the open- 
ing talk carries the same thought. Complete pric- 
ing adds greatly to the ad’s general effectiveness. 


How Did You Die? 


ID you tackle that trouble that came your way 
With a resolute heart and cheerful? 
Or hide your face from the light of day, 
With a craven soul and fearful? 
Oh, a trouble’s a ton, or a trouble’s an ounce, 
Or a trouble is what you make it, 
And it isn’t the fact that you’re hurt that counts, 
But only how did you take it? 


OU are beaten to earth? Well, well, what’s that? 
Come up with a smiling face. 
It’s nothing against you to fall down fiat, 
But to lie there—that’s disgrace. 
The harder you’re thrown, why the higher you bounce, 
Be proud of your blackened eye! 
It isn’t the fact that you’re licked that counts; 
It’s how did you fight—and why? 
—Edmund Vance Cooke.—Exchange. 








Trade Conditions and Iron, Steel and Hardware Prices 





Reports from the hardware trade indicate 
that the last half of the year just closed was 
most satisfactory in volume of business and 
prices obtained, and that the outlook for 
1916 is very encouraging. The holiday trade 
in the hardware stores was probably twice as 
heavy this year as in 1914, and, as a rule, cus- 
tomers bought higher priced goods. 

There was the usual holiday quietness in 
the steel trade last week, but there is an in- 





MARKET SUMMARY FOR THE BUSY READER 


sistent demand from customers to have the 
mills take their orders for delivery in the 
second half of 1916. It is said that consid- 
erable tonnage of iron and steel products has 
been sold for second half of next year deliv- 
ery, but at the same time it is a fact that a 
few of the largest steel mills have so far 
absolutely refused to enter any contracts for 
iron and steel products for second half of 
the year delivery. 








PI 


Office of HARDWARE AGE, 
Pittsburgh, Dec. 28, 1915. 


r i} HE embargo placed by the Pennsylvania Railroad, 

and practically all other railroads, on iron and steel 
_ products routed to New York City and intended for ex- 
port is the leading development of an otherwise quiet 
week in the steel trade. It is reported that between 
Harrisburg and New York City there are upward of 50.- 
000 loaded cars of iron and steel products waiting to get 
into New York City, the freight to be loaded on boats for 
foreign countries. The result of this is that much of the 
product now being made by the iron and steel mills for 
export will be turned over to domestic consumers, and 
this will help deliveries to a very great extent, which for 
a long time have been unsatisfactory. Steel companies 
that had contracts with foreign governments to supply 
them with steel products, for which these governments 
were to provide ocean transports, have for two or three 
months only been furnishing a very small part of the 
boats promised. The situation became so bad, and was 
getting steadily worse, so that the Pennsylvania and 
other railroads decided the only thing to do was to 
declare an embargo, and this was done last week. How 
long the embargo will last is a question, but it is said 
the congested freight situation cannot be cleared up 
inside of six weeks to two months. 

The leading items that were being exported were steel 
billets, blooms, steel bars, or rounds, for shrapnel, wire, 
sheets and tin plate. Domestic consumers of these prod- 
ucts have been getting very poor deliveries for a long 
time, and now that the steel companies will not be able 
to load any cars destined for export shipment, domestic 
consumers will be greatly benefited and will be able to 
get very close to full deliveries on their contracts. 

There was the usual holiday quietness in the steel 
trade last week, but there is an insistent demand from 
consumers to have the mills take their orders for deliv- 
ery in the second half of 1916. It is said that already a 
considerable tonnage of iron and steel products has been 
sold for second half of next year delivery, but at the 
same time it is a fact that a few of the larger steel mills 
have so far absolutely refused to enter any contracts for 
iron and steel products for second half of the year deliv- 
ery. In some quarters the opinion prevails that prices 
on finished iron and steel, and on pig iron and billets as 
well are as high as they ought to go, and it would be 
better for all concerned if they would not be advanced so 
fast and to such a high level. Prices on the heavy rolled 
steel products known as plates, shapes and bars are 
1.80c., the highest figure reached since the Steel Corpo- 
ration was formed in 1901. These prices, too, are only 
for such deliveries as the mills can make, and on plates 
anywhere from $4 to $10 a ton premium has been paid 
for reasonably prompt shipment, say in three or four 
weeks. Nearly all the mills are holding plates at 2.25c., 
Pittsburgh, and at Cleveland, Ohio, several makers of 
plates are quoting 2.50c. at mill. 
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New inquiries for fabricated steel are heavy, and the 
fabricated concerns are filled up for some weeks ahead. 
Last week the Illinois Steel Company placed 7000 tons 
with the American Bridge Company for extensions that 
it is to make to its steel mills in the Chicago district. 
There is also an order in the market for about 8500 tons 
of reinforcing steel bars for a large warehouse to be 
built on the Pacific Coast. 


Steel rail orders are coming to the mills in moderate 
volume. Last week the Great Northern Railroad placed 
25,000 tons among five rail mills, the Chicago & Eastern 
about 10,000 tons, the Clover Leaf 6000 tons, and the 
Southern Railway is in the market for about 20,000 tons. 
There are only six concerns in this country that make 
steel rails, and they are all reported to have their output 
sold up for the first half of next year. 


Advances in prices during the week included $2 on 
wire products, $5 a ton on shafting, by two or three 
makers, and about 50c. a ton on pig iron. All in the 
trade feel now that prices are amply high and any at- 
tempts to put them up further should be discouraged. As 
this will be the last issue of HARDWARE AGE before 1916 
is here, it can be said that the outlook for the steel trade 
for the first half of 1916 at least is all that could be de- 
sired, and it promises to be the busiest six months the 
trade has ever known and at probably the highest prices 
that have ever ruled. 

Reports from the hardware trade indicate that the last 
half of the year just closed was most satisfactory in vol- 
ume of business and prices obtained and that the outlook 


for 1916 is very encouraging. Nearly all the traveting © 


men are in from the road for the holidays and report the 
most optimistic feeling prevailing in the various dis- 
tricts they cover. The open weather has allowed farm- 
ers to do outside work in the way of repairing old fences 
and building new ones, also erecting barns, silos and oth- 
er work, and this has all resulted in orders for building 
hardware that have counted. The holiday trade in the 
hardware stores was probably twice as heavy this year 
as in 1914, and as a rule customers bought higher priced 
goods. 


WIRE NaIts.—Effective Dec. 20, and too late to use 
in this report last week, all makers of wire nails ad- 
vanced prices 10c. per keg, the market. now being very 
strong at $2.10 in carload lots to the largest jobbing 
trade, the usual advances being charged to retailers. 
It is said a famine in the supply of wire nails is loom- 
ing up and that there may. not be enough nails to go 
around. The fact that no more wire nails can be 
loaded for export shipment will help domestic con: 
sumers, as they will get heavier deliveries on their 
contracts. 

We quote on new orders, wire nails in large lots to jobbers, 
$2.10 base; in carload lots to retailers, $2.15 base; less than 


carload lots, $2.20 to $2.25; galvanized nails, 1 in. and longer. 
$1.75 extra; shorter than 1 in., $2.25 extra. 
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December 30, 1915 


Cut NaiLts.—In line with the advance in prices of 
wire nails, makers of cut nails have also advanced 
prices and the market now is very strong at $2 to 
$2.05, f.o.b. at mill, Pittsburgh, in carload and larger 
lots. The new demand is reported quite active and 
heavy shipments being made by the mills, particu- 
larly to southern points. 

We quote cut nails $2.00 to $2.05 per keg in — and 
larger lots to jobbers; carloads to retailers, $2.05 to $2.10 


f.o.b. Pittsburgh, terms sixty days or 2 per cent off Hs cash in 
ten days, freight added to point of delivery. 


BARB WIRE.—As anticipated in this report last week 
prices on barb wire have been advanced $2 per ton, 
and the still higher market is predicted. The export 
and domestic demand for barb wire is still enormously 
heavy, but local makers are practically out of the mar- 
ket, having all the barb wire sold they can possibly 
turn out in the next four or five months. Two local 
makers say they are not quoting on new business, as 
it would simply add to their embarrassment in not be- 
ing able to take care of their regular trade. Premiums 
of anywhere from $3 to $10 a ton are being paid for 
barb wire for prompt shipment. 

Plain annealed wire is $1.95; galvanized barb wire and 
fence staples, $2.95: painted barb wire, $2.25, all f.o.b. Pitts- 
burgh, with freight added to point of delivery, terms thirty 
days net, less 2 per cent off for cash in ten days. Prices on 
woven wire fencing are 67% per cent off in carload lots, 66% 
per cent on 1000-rod lots, and 65% per cent on small lots, 
f.o.b. Pittsburgh. 

FENCE WIRE.—There has been another advance in 
prices of fence wire, bringing it up to the highest level 
reached since 1902. Makers report the demand heavy 
from fabricators, and also from manufacturers, and 
say they are back in shipments from 10 to 12 weeks. 
In some cases premiums are being paid for prompt 
deliveries. 


Prices are as follows: Annealed fence wire in carload lots 
$1.95 base; galvanized $2.65, with the usual advances charged 
to jobbers for small lots from store. 

NuTs AND BoLts.—The new demand continues 
heavy and prices are very strong. As no more nuts 
and bolts can be loaded for export shipment, this will 
mean that domestic consumers will get more prompt 
and larger deliveries on their contracts than they have 
been getting for a long time. Discounts in effect at 
this writing are for prompt acceptance only, and not 
for contracts, are as follows: 

Carriage bolts, small, rolled thread, 70 & 12% per cent 
off; small, cut thread, 70 & 5; large, 65 er ary bolts with 
h. p. nuts, — rolled thread, 70 & 10 & 7%; small, cut 
thread, 70 "& 12%; large, 65 & 10. Machine bolts with c. p. c. 
& t. nuts, small, 70: large, 60 & 10. Bolt ends, with h. p. 
nuts, 65 & 10; with c. p. nuts, 60 & 10. Lag screws (cone or 
gimlet point), 75. Rough stud bolts, 60. Forged set screws 
and tap bolts, 40. Hot pressed square nuts, tapped or blank, 
$4.50 off list; hexagon, $4.70 off. C. p. c. & t. square nuts, 
tapped or blank, $4.00 off; hexagon, $5.25 off. C. p. plain 
square nuts, tapped or blank, $4.00 off; hexagon, $4.20 off. 
Semi- finished hexagon nuts, 80 per cent off. Finished and 
case-hardened nuts, 75 Rivets, 7/16 in. diameter and 
smaller, 70 & 10. These prices are delivered in lots of 300 
lb. or more where the actual freight rate does not exceed 20c. 
per 100 lb. 

WROUGHT PIPE.—The new demand for wrought iron 
and steel pipe and also for iron and steel boiler tubes 
is reported heavy, and nearly all the mills are running 
to 100 per cent of capacity. It is said the outlook for 
the pipe and tube trade in 1916 is the best for some 
years. The following are the jobbers’ carload dis- 
counts on the Pittsburgh basing card in effect from 
Aug. 16, 1915, on steel and iron galvanized pipe, and 
from Nov. 1, 1915, on steel and iron black pipe, all full 


weight: 





. Butt Weld 
tee 

Inches “Black Galv. | _ Inches "Black oo. 
%, % and *%.. 71 6655: 1-3 SRE Mc. see’ 37 
a tk quaheatatn ees 75 59 * Ppapeitecitey asta 37 
UN Mi Gah cae 78 6314 | Sa eee hee 67 47 
we OF ee 70 52 

Lap Weld 
re ES ee eer 75 60% Tarr reee 36 
.. BO errr 77 62% Da. scent ak® os 65 47 
hk 2 Pe ee 75 5814 at ee eke mene 66 49 
2 9) ree 61% -, 2 fae 68 52 
P< veenes heads 59 G96 RO Bicicewsé 68 52 
7. Se Bev asweneve 66 50 

Reamed and Drifted ‘ 

1 to 3, butt...... 76 61% 1 to 1%, butt... 68 50 
ath <5 «sae é 6s 73 58 in DE. + ox veaces 68 50 
2% to 6, lap.... 75 60 Sats Me 6G eas eer 52 34 
7. 1A» _ Suh awe 63 45 
aw énccewas 64 47 
ae to 4, lap.. 66 50 





Butt Weld, extra strong, plain ends 











» 4 and %.... 66 . BR Sars 60 43 
osesadadobes é 71 58 éocesceveseeed ae 51 
SB YS) SA 75 62 OR Beieccdese< 69 53 
OS MM wide takes 76 63 and 2%%....... 70 54 
| Lap Weld, extra strong, plain ends 
ot amin wh aithchio kat 72 57 Ban sa¢eetsnceee 64 48 
Ban. Oe Secukasex 74 San. a bechveeseceses 66 49 
oe tes 73 «#58 $0, te 4:....... 68 52 
a Seen 67 50 Gan Oe Gesccecces 67 51 
fy | Seperenienn 62 45 nae Gake we eee a 60 44 
DOP Bee ea eacnas 55 39 
Butt Weld, double extra strong, plain ends 
.éeedns baeeen 61 48 Be eergagncee 739 2 40 
. % 3! Spree 64 51% | &% to 1%....... 58 43 
2 and sii bie'evee 66 53% | 2 and 2%....... 60 45 
Lap Weld, double extra strong, plain ends 
PE ae eee 62 San. B cervestacedeuss 56 40 
|, & 2 eee 64 80t Bae OB Gece cvces 58 45 
>: = & Sverre 63 ey OO Cs veccces 57 44 
k ] Aeppaeee 57 ~SOté«O “Se aphag paleo 50 33 





To the large jobbing trade an additional 5 per cent is al- 
lowed over the above discounts. 

The above discounts are subject to the usual variation in 
weight of 5 per cent. Prices for less than carloads are two 
(2) points lower basing (higher price) than the above dis- 
counts on black and three (3) points on galvanized. 


BoILER TUBES.—Discounts on less than carloads, f.o.b. 
Pittsburgh, freight to destination added, on lap welded 
steel tubes and standard charcoal iron tubes, effective 
from Dec. 1, 1915, are as follows: 





Lap Welded Steel Standard Charcoal Iron 

1 5 DeESa cedad aa aks 4h aoo BU Wibcoanehe dot pete 42 to 43 
1% one f Seer 59 1% pos 2 Ree 46 to 47 
a ob ie ol ca 56 Dan Uh th ckbeneadhent 43 to 44 
2% ana SH IM... cc wcecs 62 2% one 2% in...... 50 to 51 
Fr 5): 8 ee 67 SOM SU Wisc cise 54 to 55 
eS 5.8 eae 68 an Oe Gk Bilson on 004 56 to 57 
EE PR oa eatin ce eas 61 ee OE as 0.686.605 50 to 51 
ff Ff eee er 58 | 


Locomotive and steamship special charcoal grades bring 
higher prices. 


1% in., over 18 ft., 10 per cent net extra. 
2 in, and larger, over 22 ft., 10 per cent net extra. 


IRON AND STEEL BARS.—The absolute minimum price 
on steel bars is now 1.80c. at maker’s mill, and this 
price is good only for prompt acceptance and for de- 
livery at convenience of the mills. From stock in ware- 
houses steel bars are selling as high as 2.50c. in small 
lots for prompt delivery. Prices on iron bars are also 
very strong and the mills are filled up for two or three 
months ahead. 

We, quote steel bars at 1.80c. to 1.90c. for delivery over 
remainder of this year, and first quarter of next year; re- 
fined iron bars, 1.90c. to 1.95¢c., and railroad test bars, 1.80c. 
to 1.85c., all f.0.b. Pittsburgh. 

TIN PLATE.—Advices just received are that the 
Phillips Sheet & Tin Plate Company, which has three 
large tin plate mills, one at Weirton and one at Clarks- 
burg, W. Va., and the other at Steubenville, Ohio, has 
advanced prices on tin and terne plate 15c. per base 
box, this making the price of tin plate with this con- 
cern $3.75 per base box. It is likely other tin plate 
mills will take the same action in a few days. It is 
said that most of the large consumers of tin plate are 
covered on their 1916 needs, but those consumers who 
have not yet bought will likely have to pay higher 
prices. Tin plate mills are running to about 100 per 
cent capacity and have enough orders on their books to 
take their output for the next three or four months 
ahead. 


SHEETS.—Mifls report the new demand for blue an- 
nealed, black and galvanized sheets enormously heavy 
and two or three of the largest makers are out of the 
market on blue annealed sheets, as sellers for the next 
six months. One large mill has taken an order for 
over 5000 tons of blue annealed sheets for railroad 
ears to be built by the Pennsylvania Railroad. The 
American Sheet & Tin Plate Company is holding light 
black sheets on the basis of 2.60c. at mill, and nearly 
all makers are quoting the same price. Makers’ prices 
for mill shipment on sheets, of U. S. standard gage, in 
carload and larger lots, on which jobbers charge the 
usual advance for small lots from store, are as follows, 
f.o.b., Pittsburgh, terms thirty days net, or 2 per cent 
cash discount in ten days from date of invoice. 


Blue Annealed Sheets 


Contes per Ib. 
ae ns wih bk be AUER wLKS 6 kdb ba tee 2.2 
re ee Pre PEF RS: 2.25 
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Box Annealed Sheets, Cold Rolled 
—— per Ib. 


a n es Sa ech ci cc hab icsstcbeate 15 to 2.25 
Bea knees ods oe eile cue Dawes 2: 15 to 2.25 
Nos. ‘ts ON Bis 6 Sis 56s ERM Co oe Ew 2.20 to 2.30 
SS, a ee 2.25 to 2.35 
ee Ee ee Ue oe eGo ews med 2.30 to 2.40 
I A i es 2.35 to 2.45 
ag I I he ig oe ear ee 2.40 to 2.50 

BRE RENAE T ER EE Sr oe Cems ERE SE 2.45 to 2.55 
No. et hha 6S wi de be be ei RE DS cic Chew 2.50 to 2.60 
aT Sy Sere ey ere aney ae ened 2.55 to 2.65 
es Pe be ied a ob Oe OE 6 EMS oe Sco Oe hceceua 2.65 to 2.75 


Galvanized Sheets of Black Sheet Gage 
Cents per Ib. 


agg a ce a ee ee 3.75 

RRR ST OE aS pets ont an Rik, FeO OS AR Be Meh en ea 3.85 
Nos. I i en Sy ae 3.85 
I i te 3.95 
I EU a seh ee 0 ee re et Ca 4.10 
IS A a ge SS 4.30 
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5 PRISED AI TE RIG a oo APR cel a oe lp Sa oP Aa gre 4.60 
cinta a iy ik 8 id Bie ithe le a cee aR Ok ie i 4.75 
PE ace oe E Soe Oe BON OEE obit 4.90 





Office of HARDWARE AGE, 
New York, Dec. 27, 1915. 

é deo head of a large manufacturing company with 

two big plants producing articles used commonly 
in every home says he never knew business to be so 
good for the end of a year, December usually being a 
quiet month in most of their numerous lines. Instead 
they are working night and day in an attempt to ade- 
quately handle their heavy orders. 

With them, as with others, it is fully realized that 
this is a sellers’ market, and buyers know it full well, 
as is shown by the fewer complaints as to advances, 
which usually are common enough. Materials and 
labor both are often higher, and in very many cases 
there is no alternative but to make advances. What 
appeals more to merchants now is in getting their 
wants supplied rather than unnecessarily quibbling 
about prices. 

At the same time, manufacturers: will do well to 
take no undue advantage of the situation for their own 
interests, because as prices go higher so does consump- 
tion automatically decrease. Such conditions likewise 
often stimulate a search for and the use of substitutes, 
therefore more or less adulteration, besides tempting 
new competitors into the field for sharing what ap- 
pear to be abnormal profits. Once the venture is 
made and money invested the competition is a fixture 
for some time, no matter what happens eventually. 

There are both merchants and manufacturers who 
with good business foresight fortified themselves with 
stocks of merchandise and raw materials several weeks 
ago who are benefiting now under the improved con- 
ditions. To illustrate, there is one large establish- 
ment which ordered and took delivery of a large amount 
of raw material in the spring, when the management 
bought at $20 to $21 what now brings $31 per ton when 
it can be got. They expected a big business in the fall, 
which, notwithstanding it was a month late, finally 
came in October. Now the works are running night 
and day and buyers realize that while they are paying 
more they can get their orders filled. 


Just a few of the favorable factors that are begin-. 


ning to be felt in greater measure include a total of 
farm products in the U. S. A. this year of approxi- 
mately $10,000.000,000 value; twelve months’ exports 
to Nov. 30 of $3,437,292,533, against $2,101,187,120 for 
the same twelve months 1913-14 and $2,501,138,471 for 
the similar period ending Nov. 30, 1913. 

Then our imports of gold for twelve months ended 
Nov. 30 this year totaled $410,650,976, compared with 
$58,352,035 during the same period the year before, 
with the movement going stronger now than ever. Our 
gold exports for twelve months ending with Nov. 30, 
1915, were only $19,667,557, compared with $233, 057,- 
825 outward bound in the preceding year covering a 
comparable period. 

The net outward gold movement, allowing for im- 
ports in the twelve months ending November, 1914, 
was $174,705,790; the year ended with November, 1915, 
shows a net inward gold importation of $390,983,419, 
or a net aggregate difference in our favor from out- 
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CORRUGATED ROOFING SHEETS BY WEIGHT 


Gages, cents per Ib. 
Painting: 29 25to28 19 to 24 12tol18 
ne OF CO og cede a noes 0.15 0.10 0.05 
Graphite, regular ............. 0.25 0.15 0.10 
hee > 

2, 2%, 3 and 5 in. corru- 

NE 6 Rete gr en 0.05 0.05 0.05 0.05 
2, V-crimped without sticks 0. i 0.05 0.05 a te he 
5, to 1% in. corrugated. 0.1 0.10 0.10 
3, V-crimped without sticks 0. 10 0.10 0.10 
Pressed, standard seam, 

ee GD kn oven ene %ds 0.15 0.15 
Plain roll roofing, with or 

without cleats .......... 0.15 0.15 0.15 
3/15 in. crimped ...cecccs- 0.20 0.20 0.20 
Weatherboard siding .......... 0.25 0.25 
SESE SE Oe eee ea 0.25 0.25 
Rock face brick and stone 

i ee ee a 0.25 0.25 
Roll and cap roofing with 

OG EE BOOS os «soe ove 0.25 0.25 sie 
Roofing valley, 12 in. and 

ea 5 «ceive ceshiens ceo 0.25 0.25 
Ridge roll and flashing 

(plain or corrugated).... .... 0.65 0.65 0.65 





ward to inward flow of $565,689,209 in the gold re- 
sources of the country alone, or nearly all of Great 
Britain’s to-day. All of these factors, and there are 
— others, are greatly in our favor and bound to be 
elt. 


WIRE NAILS.—This product is becoming scarcer with 
the advance of prices, some. of the merchants being out 
of most of the leading sizes, which the congested rail- 
road situation, especially at eastern terminals, makes 
worse because of delays in transportation and delivery. 
One house having an order for 500 kegs for export 
shipment owing to these conditions was compelled to 
take them from its New York stock, which added to 
the cost because of extra handling. December this 
year has been very much better than December in 1914 
in volume of business. 

Wire nails in store are maintained at $2.50 per keg base 
and $2.55 when carted by the jobber. 

Cur NatLs.—Merchants handling nails are finding 
that they really need the goods and in greater quanti- 
ties earlier than anticipated. The export of cut nails 
at present is only moderate, and are being held at 
$2.10 per keg, base New York, in carloads. 

Cut nails in store are based on $2.50 per keg and delivered 
by jobber at $2.55 base per Keg. 

WINDOW GLASs.—The business in window glass has 
kept up better than was to be expected, and is still 
going fairly well. In accordance with custom at this 
time of the year, the trade thought it would drop off, 
but there is still difficulty in filling orders promptly. 
A consignment of two cars arrived from a plant one 
night and a third car the next morning, some of the 
cars having left the works a week apart. Instead of 
two or three days in transit, they were from 14 to 20 
days covering a few hundred miles. From the pres- 
ent outlook business is expected to be even better after 
the turn of the yéar. 

Trade is described as excellent for the last quarter 
of 1915, and if it continues after Jan. 1 on the same 
basis it will be very satisfactory. A manufacturer 
mentions several carloads of glass sold at much higher 
prices, but that the buyers do not balk at the advances; 
also where two cars containing 1000 boxes of window 
glass were ordered time was given until January for 
delivery, which later was changed to immediate de- 
livery equivalent to several weeks ahead. 

Prices so far are on about the same level they have 
been for the past two weeks, viz.: 


Window glass, B quality, for the first three brackets, single 
thick, is 90 and 20 per cent, and all larger sizes in this grade 
and thickness are 90 and 5 per cent discount. Grade 
double thick, is 9) and 15 per cent. Grade A, single thick, 
is 90 per cent, and A, double thick, is 90 and 5 per cent dis- 
count. Grade AA, single and double, ordinary glass, is 90 
per cent, and AA, picture quality, single thick, is from 80 
and 10 to 80 and 10 and 5 per cent discount from jobbers’ 
prices. 


CoPpPER AND Brass.—The market in brass and cop- 
per material is very much excited and there is an enor- 
mous business going through, especially during the 
past few days, and largely for early rather than later 
deliveries. The United Kingdom alone is reported to 
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have purchased 200,000,000 Ib. of copper for delivery 
in 1916. Many prices have been withdrawn and the 
situation is described as very much up in the air. On 
Dec. 23 sheet copper was advanced to 26c. base per Ib., 
and bare copper wire for electrical purposes, mill ship- 
ments, went to 22c. base per lb., with changes liable to 
occur at any time, and probably to a higher basis. 

Prices for the various brass materials are quoted, 
as they long have been, from day to day only. 


Rope.—There are rope makers who say that they 
have more business now thar they can handle satis- 
factorily. In and about New York the output more re- 
cently has been taken principally by shipping inter- 
ests. The current activity in cordage is very unusual 
for this season of the year, and it is predicted that if 
the demand now existing continues during January 
and February it may cause a scarcity of rope for spring 
business. 

Ordinarily rope manufacturers expect to collect a 
reserve stock during December, January and February, 
usually the dullest quarter of the year, but there are 
instances where makers have now enough orders in 
some departments to keep busy their entire capacity 
beyond March, which serves to prevent any accumula- 
tion for spring trade. A rope company on one day re- 
cently received more orders for immediate shipment 
than on any other single day at any time in its his- 
tory. 

Raw sisal hemp is still advancing and was lately 7c. per 
lb., which is a considerable percentage of advance over nor- 
we, prices from jobbers are unchanged as yet at 14c. base 
for first grade Manila and 10c. per lb. base on first grade 
Sisal, with the various lower grades on a corresponding basis. 


LINSEED O1L.—There is a noticeable firming ten- 
dency for linseed oil in the eastern markets following 
higher flaxseed costs. The stiffening in quotations has 
caused some improvement in inquiries for oil, more 
particularly for future rather than early deliveries. 
This is not interpretated to indicate much change in 





Office of HARDWARE AGRE, 
Chicago, Dec. 27, 1915. 


ONDITIONS in and around Chicago are freely 


quoted as the best in years. The volume of holiday 
business has been enormous for both wholesalers and 
retailers. Many retail stores and department stores 
report being sold entirely out of heavily advertised 
lines. Collections are fair and traveling salesmen re- 
port heavy bookings for spring delivery. The post 
office has reached a record mark in the handling of 
packages and the streets are crowded with shoppers. 
The advance on wire cloth was noted in our last re- 
port and no further immediate advances are predicted 
except in copper and bronze cloth and perhaps in gal- 
vanized, due to the rise in price of spelter. Manufac- 
turers in all lines of metal have orders sufficient to 
keep them busy at full capacity up to the middle of 
1916, but this fails to tell the whole story as new or- 
ders are coming in daily. Inquiries are in the market 
for 10,000,000 shells for the Russian Government, and 
France is making inquiry for 5000 steel freight cars to 
be built in this country. Many American railroads are 
also buying cars. The Pennsylvania is reported to 
have placed orders for 20,000 with the various steel car 
companies. Contracts for pig iron call for delivery the 
second half of the year 1916 at prices from 50c. to $1 
above quotations for the first half. Copper is soar- 
ing, and New York reports a price of 21c. for electro- 
lytic this week. Those in possession of spot copper 
are said to be receiving 22c. for same. 

Wire nails, barb wire and annealed fence wire have 
taken another jump of 10c. per hundred and demand 
still exceeds supply. Important among new inquiries for 
direct shipment from Pittsburgh to the war zone in the 
last few days are one for 5,000,000 shells of finished 
steel for Italy and 50,000 tons of steel bars for England. 
The keavy purchases of copper and steel attributed tc 
England are said to foretell determination to manufac. 
ture more munitions at English factories and a cur: 
tailing of orders for finished products in this country. 
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present business conditions, but has led to inquiries 
for future business being made sooner than ordinarily. 

Linseed oil, raw, city brands, is 65c. for 5 or more bbls. and 
66c. for less than 5 bbls. 

State and western oil ranges from 63c. to 64%c. per gal. 
according to the seller and is also contingent on quantities 
with prices somewhat irregular. 

STOVES AND RANGES.—The Michigan Stove Com- 
pany, Detroit, Mich., manufacturing Garland stoves and 
ranges, announces that because of higher producing 
costs it has advanced prices approximately 5 per cent 
on all lines, effective from Dec. 21. Also that orders 
for immediate requirements or for shipment not later 
than August, 1916, will be accepted at current prices 
until further notified. 


NAVAL STORES.—The customary dullness because of 
the holiday season is responsible for backwardness in 
this territory and in the primary markets. Manu- 
facturers are well covered for current demands, es- 
pecially keeping in mind the usual shut-downs prepara- 
tory to inventory and the making of repairs. Jobbing 
is of routine character and foreign shipments are cur- 
tailed because of the pronounced scarcity of deep-sea 
tonnage. 

Spot turpentine, in yard, ranges from 53% to 54c. per gal. 

Rosins are in very moderate demand, common to good 
strained, in yard, on the basis of 280 lb. per barrel being 
offered at $5.60 and D grade at the same price. 

WIRE PropucTs.—Effective Monday morning, Dec. 
20, the American Steel & Wire Company advanced wire 
products 10c. per cwt., equivalent to $2 per ton base, as 
follows: Wire nails to $2.10 per 100 lb., plain wire to 
$1.95, painted barbed wire to $2.25, galvanized barbed 
wire to $2.25 and staples to $2.25 per 100 lb. base, in 
carload lots to jobbers f.o.b. Pittsburgh. 


AUGER BiTts.—The W. A. Ives Mfg. Company, Wall- 
ingford, Conn., manufacturers of Mephisto brand auger 
bits, announces an advance equivalent to 10 per cent on 
these goods, effective Jan. 1 next. 


O 


Late advices from Baltimore are to the effect that the 
Maryland Steel Company has received orders for 90,- 
000 tons of steel rails and fittings from the French 
Government. 

On the whole, dealers and wholesalers of this terri- 
tory are very optimistic and the general impression is 
that we are on the eve of the greatest trade year in 
our history. 


WIRE CLOTH.—Wire cloth’ quotations of the last issue 
remain in force, but there is indication of an advance 
in copper and bronze and possibly galvanized in the 
near future. Black mesh is not expected to show fur- 
ther advances in the near future. 

Prices are quoted retailers as follows: Twelve mesh: black 
wire cloth $1.35 per hundred sq. ft.; 14 mesh, $1.95; 12 mesh 

alvanized wire cloth $1.95 per hundred sq. ft.; 14 mesh, 
2.30; 14 mesh bronze wire cloth $6.50 per hundred sq. ft. 
WIRE NAILS.— Wire nails have advanced another ten 
cents per hundred, and the general condition of the 
market remains*unchanged. The scarcity of raw ma- 
terial and the advanced price of labor may force fur- 
ther advances in this line. 
$2.10 per keg in car lots to jobbers 
f.o.b. Pittsburgh. Smaller lots 5c. higher. To retailers $2.15 
in car lots f.o.b. Pittsburgh. Smaller lots 5c. higher. With 
a freight rate of 18.9c., Pittsburgh to Chicago, price in Chi- 
cago is practically $2.29 per keg base to jobbers and $2.34 
to retailers in car lots. 
BARB WIRE AND STAPLES.—We quote painted barb 
wire: 

At $2.25 per cwt. in car lots to jobbers f.o.b. Pittsburgh, and 
$2.30 to retailers; 5c. additional charge on small lots. Gal- 
vanized barb wire at $2.95 in car lots to jobbers and $3.00 to 
retailers f.o.b. Pittsburgh. No. 9 plain annealed wire $1.95 
car lots to jobbers; $2.00 car lots to retailers. Polished fence 
staples are quoted $2.25 per hundred and galvanized at $2.95 
in car lots to jobbers; $2.30 and $3.00 to retailers. 

LINSEED O11.—The linseed oil market remains the 
same with little indication of a change. 

We quote f.o.b. Chicago, strictly pure, old process linseed 
oil, carloads raw, 64c.; carloads boiled c.; five or more 


bbls. raw, 66c.; five or more bbls. boiled, 67c.; less than five 
bbls. raw, 68c.; less than five bbls. boiled, 69c. 


We quote wire nails: 








74 


Washington News 


Continued from page 66 


Here is a conundrum: If it costs $53,000,000 a 
year to serve 15,000,000 rural residents who are 
cared for by the existing Rural Free Delivery, how 
many million dollars will it cost to provide a daily 


mail service for the other 45,000,000 rural residents?. 


Reading so much about the financing of the Euro- 
pean war has accustomed us to pretty big figures, 
but Senator Kenyon’s proposition is calculated to 
stagger a J. P. Morgan syndicate. 


Lining Up for the Stevens-Ayres Bill 


The Stevens-Ayres price-maintaining bill has re- 
cently had a big boost as the result of an investiga- 
tion of the merits of the measure made by the most 
influential independent interests in the tobacco 
trade. These interests include the bulk of the cigar 
manufacturers—for in cigars alone have the inde- 
pendents been able to retain a preponderating share 
of the tobacco business—and the packers and dis- 
tributors of cigar leaf, who are vitally affected by 
anything that influences conditions among the man- 
ufacturers, and last, but by no means least, the cigar 
and tobacco retailers. 

Tobacco isn’t hardware, but the interest of the 
tobacco men in the fight for this bill is typical of 
other lines of industry; it is a contest of the small 
independents against a few big concerns maintain- 
ing chain stores, cutting prices all along the line, but 
fooling the public a whole lot because the bulk of 
their goods are made to order to sell at a profit 
notwithstanding the apparent cut. The investiga- 


Starrett CompanytoPay Employees 
Dividend 


HE L. 8. STARRETT COMPANY, Athol, Mass., 
has sent out to its employees the following 
letter: 
ATHOL, MASS. 
To Our Employees: 

During the first seven months of this year, with 
the exception of one month, our sales were slight- 
ly in advance over the sales of the corresponding 
months of last year. Beginning with August, the 
increase in business has been greater. On the 
whole, business during this year has been very 
satisfactory. We attribute the increase in busi- 
ness almost entirely to the European war. Were 
it not for that, we see no reason to believe that 
business would have been any better than in 1914. 
The war, however, his stimulated activity in a 
’ great many machine shops and other plants where 
fine mechanical tools are used, both in the United 
States and abroad, and this activity has increased 
the demand for our products. Had we been in 
position to make shells or other munitions, or to 
make machines for making those things, we prob- 
ably could have received large orders for them, 
but we are not equipped to make that kind of 
products, and it seemed to us wise to confine 
ourselves to the manufacture of our regular line 
of goods, rather than to go to the expense of fit- 
ting up to make something entirely different, espe- 
cially as no one can tell how long the European 
war is going to last. 

We appreciate the continued co-operation of our 
employees in the various parts of our factory. 
We believe that it is a reason for congratulations 
to all concerned that this idea prevails through- 
out our business, not only in the management but 
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tion made by the independents of chain store goods 
has fully demonstrated that the consumer is pay- 
ing all the goods are worth. 

It’s the old story of the mail order house over 
again. Manufacturers can be found who will take 
$3 worth of value out of a stove that ordinarily 
sells for $30, thus enabling the catalog concerns to 
put it into their books at $28 and still make a dollar 
more than the legitimate retailer. 

Here’s a short extract from a letter addressed by 
President Fox, of the National Cigar Leaf Tcbacco 
Association, to Representative Adamson of Georgia, 
who has been reappointed as chairman of the House 
Committee on Interstate and Foreign Commerce, 
which has charge of the Stevens-Ayres bill: 

“The consumer has an important stake in this 
matter, for the maintenance of quality is a prime 
consideration with him and this is practicable only 
where the manufacturer receives a fair price for 
his goods and the retailer a reasonable profit on his 
operations. If the cigar business to-day were 
turned over to a few large concerns which habitually 
resort to price-cutting, consumers would find them- 
selves restricted to the output of a very small num- 
ber of large manufacturers and would be unable to 
purchase the best brands of goods, which are now 
widely distributed throughout a large number of 
small independent stores.” 

A curious and highly significant thing in connec- 
tion with most of the arguments in favor of the 
Stevens-Ayres bill is the fact that, whether formu- 
lated in the interest of the tobacco trade or any 
other, they fit into the hardware situation like a 
glove. This is only another way of saying that 
price-cutting is monopoly’s most effective weapon. 


among our employees as well, that the interests of 
the company and of the employees are identical. 
During the present year we have instituted 
piece work in various departments. Before start- 
ing piece work in any department, we have given 
most careful and thorough consideration to the 
rates, it being our aim in the introduction of piece 
work to fix the rates at such a figure that an ordi- 
nary man with reasonable diligence can make 
more money under piece work than under day 
work. We are gratified to find that so far as it 
has gone into effect piece work has been a pro- 
nounced success in every way. The quality of 
the work has been kept up, we have gotten more 
production, and the employees have received more 
pay. We find that since piece work was started 
in our plant, those who have done piece work 
have averaged to receive 25.8 per cent more pay 
than they would have received at day wages. Our 
pay roll for the past few weeks has been the big- 
gest in our history, although the number of em- 
ployees is seventeen less than in 1913, when we 
had the largest number of employees we ever had. 
At this time of Peace on Earth, Goodwill to 
Men, while a large part of the world is enduring 
the hardships and horrors of the greatest war in 
the history of mankind, let us be thankful that 
our own country remains untouched by this ter- 
rible turmoil, and that we are able to pursue our 
vocations in peace and quiet. We wish each of 
you and your families a Merry Christmas and a 
Happy New Year, and we take pleasure in in- 
forming you that at a recent meeting of the di- 
rectors of this company, it was voted to pay as 
soon after the first day of January next as prac- 
ticable, to each person in our employ on that date 
a sum equal to 2 per cent of the entire amount of 
wages paid to such employee in the year 1915. 
THE L. S. STARRETT COMPANY. 
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O those whom we 
have had the pleas- 


ure of serving and to 
those whom we hope to 
serve in the future, we 
extend hearty greetings 
and best wishes for 1916. 
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The Stanley Works 





New Britain, Conn. 
Fan. 1, 1916 
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National Blue Flame Oil 
Stove 


A new oil stove has been announced 
by the National Stove Company di- 
vision of the American Stove Com- 

















National blue flame oil stove 


pany, Lorain, Ohio. It is called the 
National blue flame oil stove with hot- 
blast burners and is described as being 
made like a gas range. 

The cooking top, cooking grates, side 
shelves and legs are of the finest gray 
cast iron and are practically inde- 
structible, it is claimed. 

This stove has four burners like a 
gas range, with big skeleton cooking 
grates that cover the entire cooking 
top. It stands 32 in. high. The rear 
burners are easily lighted or regulated 
from the sides. The front burners do 
not interfere in any way. 

There is a shelf 10 in. wide that will 
hold a portable oven. The stove is 
finished, including the cooking top and 
side shelves, in a non-corrosive black 
enamel that is easily kept clean. The 
floor space, including the shelves, is 
only 24x36 in. It is equipped with 
four National hot-blast burners, which 
the company states will cook with the 
speed of a gas range. The list price 
of this stove is $20. 


New Hangers of the du Pont 
Powder Company 


The E. I. du Pont de Nemours Pow- 
der Company, Wilmington, Del., has 
recently sent out three attractive 
hangers describing the various kinds 
of du Pont powder. The company has 
prepared these for general distribu- 
tion to dealers who handle its prod- 
ucts. They are good material for 
windows or interior use. 


Astoria Refrigerator 


The Astoria Company of the United 
Refrigerator Companies, Peru, Ind., 
is making the Astoria refrigerator a 


NEW GOODS AND NOVELTIES 


Products Being Placed on the Market by Hardware Manufacturers 


standard in type of circulation, drain- 
age and installation. Its exterior is 
absolutely smooth on the ends, back, 
top and front, except for the front 
hinges and door fittings. There are 
no cracks, angles or corners where 
dirt may lodge unnoticed. 

The corners of the case are broadly 
rounded and the finish of flat grey 
enamel, though specially surface- 
coated to make it impervious to the 
ordinary finger marks of use, will 
show instantly the presence of dirt 
on any part of its smooth exterior. 

The manufacturer of the new As- 
toria refrigerators claims that the 
type of wall construction used not 
only offers the most easily cleaned 
surface possible, but it is air-tight 
and seals the interspace insulation 


hermetically and prevents the intro- . 


duction of germs and moisture be- 
tween the outer and inner walls, 
where rot and decay often take place. 
In addition to this outer wall is an 
air and waterproof inner wall of 
composition boards, which lies imme- 
diately against the inner enameled 
steel lining. This acts as an addi- 
tional wall of safety in the possible 
event of perforation of the inner lin- 
ing by sharp-pointed ice picks or 
otherwise and further adds an addi- 
tional insulating element to the lay- 
ers of various insulating materials 
between the walls. 

The outer wall is made of heavy 
inch maple, lock jointed, that cannot 
open up, warp or crack. 

The Astoria is equipped with very 
heavy hardware, which holds the doors 





Astoria refrigerator 


absolutely tight and insures against 
air leaks around them. All locks and 
hinges are brass, heavily nickel- 
plated. 


THE FRANK COLLADAY HARDWARE 
CoMPANY, Hutchinson, Kan., will dis- 
continue its retail business, and will 
hereafter devote itself to the whole- 
sale hardware line and manufacture 
of saddlery goods. 
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New “Red Devil” Bolt 
Cutters 


The heavy demand for a very strong 
compound cutter has prompted the 
Smith & Hemenway Company, Inc., 























“Red Devil’ bolt clippers 


149 Chambers Street, New York City, 
to bring out a tool with a leverage 
power of 30 to 1. The handles are 
made of malleable iron and the jaws 
are of drop forged tool steel. This 
is made very light for cutting con- 
crete binders, stove bolts and large 
size wire. It is known as style No. 
154 and is 8% in. long, cutting %- 
in. bolts. 

This company also puts out an- 
other compound cutter which is in- 
tended for rapid work in close places 
and has a leverage of 40 to 1. The 
jaws spread at the end to engage 
wire. This is a new tool and is in- 
tended to cut concrete binders, small 
rods, bolts and heavy wire. The lev- 
erage makes it a most useful tool 
for light work cutting. It is known 
as style No. 145 and is 13 in. in 
length. 

Still another bolt cutter with a 
malleable iron handle and forged steel 
jaws is style No. 4155. This cutter 
has a leverage of 30 to 1 and is in- 
tended for heavy work. It comes in 
the following lengths: 12, 18, 24 and 
36 in. and cuts wires respectively 
3/16, 5/16,3%8, % and %& in. 


Carpenter-Morton Dealers’ 
Helps 


The -Carpenter-Morton Company, 
Boston, Mass., has recently announced 
an extensive advertising campaign for 
the year 1916 on Campbell’s varnish 
stain. As a help to dealers handling 
the company’s product a large 12- 
page folder has been issued giving 
sample advertisements, suggested 
window displays and advertisements 
for the merchant to run in his local 


paper. 
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GRAND PRIZE 
(ONLY HIGHEST AWARD) 





DE LAVAL 


CREAM SEPARATORS 
PANAMA- PACIFIC EXPOSITION 


Likewise at. 
St. Louis, 1904 Buffalo, 1901 
Paris, 1900 Chicago, 1893 


And every world’s exposition since 1879. 


THE DE LAVAL SEPARATOR COMPANY 


165 Broadway 29 East Madison Street 101 Drumm Street 1016 Western Avenue 


NEW YORK CHICAGO SAN ERANCISCO SEATTLE 
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The Calf-Way Milker 


The Calf-Way Milker Company, 168 
North Michigan Boulevard, Chicago, 
Ill., has recently put on the market 
the Calf-Way milker, which the com- 
pany states extracts the milk from 
the cow with the same downward 
squeeze method that is used in hand 
milking. 

The main features of this new de- 
vice are the teat cups. Each one is 
composed of a soft rubber sleeve, 
which fits the teats of the cow like a 
glove finger, and an outer wall; this 
is of soft rubber on one side and is 
rigid on the other with an air chamber 
between the outer walls and the inner 
sleeve. At the base of this is a glass 
receiver leading into the pipe, which 
carries the milk to the pail. 

In operation an air motor, which is 
located in the top of the milker, oper- 
ates a pulsator, which causes the 
squeeze and release of the teat cups. 
When suction is applied, instead of 
creating a vacuum strong enough to 
withdraw the milk by sheer force, this 
milker causes a depression or squeeze 
in the teat near the udder, and as the 
suction continues the squeeze is 
brought downward toward the end, 
forcing out the milk with the natural 
downward squeeze that is used by the 
hand milker. 

Not only does this milker, it is 
claimed, get all the milk, but the soft 
rubber squeeze of the Calf-Way is 
even and regular from the very be- 
ginning of the milking to the finish, 
which makes it superior to hand milk- 
ing and far easier on the cows. 

It is claimed that with the Calf- 
Way no pail stripping is required. 
This device can be left on until all 
quarters are milked clean without 
danger of injury to the cow. 

The Calf-Way teat cups cannot in- 
jure the teats as often happens from 
finger-nail scratches: when the cows 
are milked by hand. They never get 
tired and in consequence they do not 
change their hold or their system in 
getting the milk. — 

The equipment furnished with the 
Calf-Way milker consists of two 
double milkers complete for the four 
cow unit and three single milkers 
complete for the three cow unit, to- 
gether with a vacuum pump, a vac- 
uum tank, two vacuum gages, gov- 
ernor, cups, tubes, brushes and all the 
necessary accessories except power 
and piping. 


Hardware Age 
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. Calf-Way milker in operation, showing depression in teat cups that gives the 


“downward squeeze” 


New Delta Files 


Three very important and radical 
improvements have _ recently been 
made by the Delta File Works, Phila- 


: ) ” 
|THE HIGHEST GRADE FILE MADE 


DELTA HAND SAW FILES 


; 10° ’ 
CARPENTERS SPECIAL EACH 
15; 
MECHANIC'S FAVORITE EACH 


EXPERT'S CHOICE 20 isc 


DOES TWICE THE WORK IN HALF THE TIME ¥ ) 
THE Fite You Witt EvenTuatty Use “oe 





Show card that will help the sales of three 
new files put out by the Delta File Works 
delphia, Pa. This company has re- 
cently put on the market three new 
hand-saw files that are made entirely 
of crucible steel and that have a 
deeper tooth than any corresponding 
files that this company has up to this 
time put on the market, and which 
have the correct angle that will assure 
the greatest efficiency in the class of 
work for which they are intended. 
These three files are put out under 
the name of the “Carpenter’s Special,” 
“Mechanic’s Favorite” and “Expert’s 
Choice.” The particular feature of 

















Three models of the “Yankee” flyer 


these files is the fact that they are 
much longer than ordinary files that 
use the same cross section or face. 
Each of these files represents a special 
length and they are sold at respec- 
tively 10, 15 and 20 cents each. The 
real object of these files is to enable 
the retailer to take care of practically 
his entire hand-saw file business with 
these three files alone instead of being 
obliged to stock eight or ten different 
lengths and sizes, many of which are 
very slow moving items and some of 
which fail to move at all. By having 
just three sizes it enables the retailer 
to carry a full and complete stock at 
all times that will serve all his re- 
quirements, and every one of which 
will be an active, live seller. 

These files not only furnish the 
dealer with a means of cutting down 
much over-stock, but the company 
states the longer sweep economizes 
the time of the user, so that he is able 
to accomplish a great deal more work 
in a given time than when a shorter 
file is used. 

Besides attractive show cards an- 
other sales help which is furnished 
with these files is a special label that 
is pasted on every box, giving a few 
valuable sales hints. This is used to 
give a little thought to the man be- 
hind the counter as a means of stimu- 
lating his interest in this new propo- 
sition. 

By upholding the established retail 
price the retailer can realize a hand- 
some profit on the sale of these prod- 
ucts, it is claimed. 

The Delta File Works state that they 
stand back of the entire proposition 
on the basis that if the files are not 
absolutely satisfactory in every way, 
money can be refunded without ques- 
tion, both to the dealer and by the 
dealer to his customer. 


“Yankee” Flyers 


The E. U. Scoville Company, Man- 
lius, N. Y., manufactures “Yankee” 
flyer hand cars, which are made in 
several models. 
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Greetings 
Co Our Friends—Cverpwhere 









HIS is the season when peace and good-will generally 
prevails, and the sense of fellow-ship deepens into kindly 
feelings that find expression in good wishes. 







@ We take this opportunity to extend most cordial and hearty 
greetings from those comprising our organization to you and your 
associates. 






€ We are glad to express to you our sincerest appreciation of your 
loyalty and co-operation which has so largely contributed to our 
success during the years gone by. 






@ It is our wish that the New Year will bring a large measure of 
prosperity and happiness to you and yours. 





@ It shall be our aim in the future, as it has been in the past, 
to render to our patrons the best possible service consistent 
with good business policy, to merit, if possible, the same 
favors as we have enjoyed in the past for our mutual 
good. Sincerely yours, 
RICHARDS-WILCOX MFG. CO. 


President and Ceneral 
Manager 












W. H. Fitch 


Pres. and 
Genl. Mgr. 






MANUFACTURING Co. (= 


AURORAILLUSA. | 
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The Baby model is made for very 
small children and measures 27 in. in 
length and is 17% in. wide. The weight 
is 17 lb. and the height from the 
ground, 12% in. It is equipped with 
rubber tires. 


Model No. 1, which is the same as. 


the Baby model, except of a larger 
size, has a steel frame, which the 
company states makes it practically 
unbreakable. One pull of the lever, it 
is claimed, starts the car, and an oc- 
easional pull keeps it going continu- 
ously. The lever does not work back 
and forth the whole time the car is 
in motion and the continuous drive 
keeps the car running smoothly all the 
time. It has no dead center and can 
be started from any position. The 
Jength of this flyer is 35% in. and 
the width is 20 in. The net weight is 
21 Ib. : 

Model No. 2 is of practically the 
same construction as the other models, 
except that it has two levers and that 
one pull of either lever starts the car. 

The length of this model is 34 in., 
the width 20 in. and the net weight 
is 26% Ib. 


“Superior” Meat Choppers 


Schuchardt & Schutte, 90 West 
Street, New York, manufacture a line 
of “Superior” meat choppers that in- 
cludes a complete assortment of sizes 
from a tiny household size that cuts 
half a pound of meat per minute up 

















New “Superior” wage chopper with sliding 
ase 


to the large power choppers that will 
cut 7% lb. per minute. 

The company states that every 
knife and every blade that goes into 
these “Superior” machines is made of 
the very highest grade of Swedish 
steel. Because of the quality of the 
steel used, the meat comes out, cut 
cleanly and incisively. There is no 
grinding and no tearing. All the 
strings, all the sinews and all the 
gristle are chopped as cleanly and as 
neatly as the meat itself. 

The machine illustrated is one of 
the very latest additions to this line. 
The base is screwed firmly to the 
bench or table and the chopper slides 
into this and is held firmly by a 
thumb screw. It is intended for mar- 
ket use and chops about 3 lb. per 
minute. It weighs approximately 15% 
lb. The list price is $3.80 each. 


Screen and Storm Sash 
Adjuster 
A new screen and storm sash ad- 


juster has been announced by the Na- 
tional Mfg. Company, Sterling, Ill. It 


"is the company’s No. 85, and is de- 
scribed as an adjuster for screen or 
storm sash that does its work effec- 
tively and without rattling. 

Either one or two of these adjusters 
can be used with each screen. When 
only one is used it is placed in the 
center of the sill. When two are used 
they are placed one on each side. 

The upper half of the illustration 
shows the method of attaching to 
screens. A small notch in the pressed 














WHEN USED ON STORM SASH : 





Screen and storm sash adjuster in use. 
Enlarged view shows peculiar construction 
that prevents rattling 


steel bar holds the screen open and 
when it is closed this bar folds over 
against the screen, and by means of 
an adjusting feature the screen is 
pulled up tight against the sill and 
prevents rattling. 

This adjuster is made entirely of 
steel and is made in japanned or sher- 
ardized finish. The sherardized finish 
is especially recommended by the 
manufacturer, as it is proof against 
rust and will give longer and more 
satisfactory service. 


“Columbus” Sanitary Fly 
Trap 


The Safety Wire Gas Globe Com- 
pany, Columbus, Ohio, makes the 
“Columbus” sanitary fly trap, which is 
described as being strongly built of 


galvanized, non-rusting steel wire, 


with a heavy tin-plated base. There 
are no raw edges to infect the user’s 
hand by cuts and scratches. It can be 



























































“Columbus” sanitary fly trap 


Hardware Age 


boiled and kept free from disease 
germs. 

The trap is 4% in. in diameter and 
4% in. high. The inner cone is made 
to fit snugly inside the outer retainer. 
These two wire parts fit inside the tin 
base. 


Dixon’s Graphite Automo- 
bile Lubricants 


The Joseph Dixon Crucible Com- 
pany, Jersey City, N. J., will send 
free to dealers, upon request, a racing 
booklet, photo testimonial, window dis- 
play cards and posters, to be used in 
connection with the sale of Dixon’s 
graphite automobile lubricants. 


Fuller Friction Shower Bath 
Brush 


The Fuller Brush Company, Hart- 
ford, Conn., manufactures the Fuller 
friction shower bath brush, which is 
described as a pure white, medium 
stiff-bristle brush of the highest qual- 
ity, attached to a hollow aluminum 
handle, hexagon in shape, to prevent 
slipping in the hand. It is stated that 
there is no wood in its construction. 
This brush is made by using two 
strands of wire, non-rusting, and 
twisting between these two strands 
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Fuller friction shower bath brush 


the very best quality of bristles. This 
method is claimed to be more sanitary 
than the method of fastening the bris- 
tles in a solid wood back, and it is 
also claimed to eliminate the anndy- 
ance of loose bristles. 

This device is attached to a faucet 
by a five-foot tube of the best quality 
rubber. This insures a flow of pure 
water under pressure through the per- 
forations in the tube obscured in the 
center of the brush, and with the fric- 
tion and the medium stiffness of the 
bristles it makes a most healthy form 
of bath. The brush can be removed 
from the tube and used dry as a flesh 
brush, if desired. It retails for $3. 


Baldwin Refrigerator 
Catalog 


The Baldwin Refrigerator Company, 
Burlington, Vt., has recently issued its 
1916 catalog of Baldwin dry air re- 
frigerators. This catalog is hand- 
somely bound, well illustrated and de- 
scribes more than 100 patterns of 
refrigerators. 
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Introduce Them to Your 


These two beautiful designs in wrought 
bronze or steel suggest the variety and beauty 
of the entire line of Pexto lock sets. And, re- 
member, any of the Pexto designs will inter- 
change with those of other big makers as to 
knob and key spacing and back set. | 


In the Pexto catalog of Locks, Knobs and 
Builders’ Hardware all lock sets of the same 
design are grouped together for quick refer- 
ence. Illustrations are clear. Description 
underneath each picture is short, to the point 
—giving all the facts you want to’know in a 
hurry. All goods shown in the book are made 
in Cleveland. 














Your customers will be interested in the 
additions to our line of builders’ hardware, 
locks, inside and front door mortise sets, store 
door handles and locks, drop handle drawer 
pulls, etc. 
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a Write to-day for catalog. V cana 
re FOREST 
The Peck, Stow & Wilcox Co. Wrought bronze os 


steel. 47% by 3%. 
SOUTHINGTON, CONN. CLEVELAND, O. Back set 234 inch. 
Address all correspondence to Cleveland 


ee 
Sold by Hardware Dealers 


A Shaler Vulcanizer is the one accessory that every motorist needs. 
He can carry one in his tool kit for emergency repairs or mend his 
own tires at home—keeping them in perfect condition all the time. 
Shaler Vulcanizers are sold at hardware stores. It is the logical 
place for the motorist to buy one because garages do not sell them 
for the same reason barbers don’t sell safety razors. It would hurt 
their tire repair trade. 


HALER Vulcanizers 





Wrought bronze or 


steel. 47% by 3%. 
Back set 234 inch. 
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The Auto Accessory Every Hardware Dealer Can Sell 


Build up a big auto accessory trade 
by featuring Shaler Vulcanizers. You 
can increase your sales on all Auto 
accessories and increase business in 
that department. 


Every motorist is looking for some- 
thing that will rid him of tire troubles. 
Shaler Vulcanizers enable him to keep 
a tires in perfect condition all the 

me. 


They mend tube injuries and casing 
cuts. They prevent sand and water 
from rotting the fabric and causing 
blow-outs. Vulcanizing is an exceed- 
ingly simple process—with a Shaler. 
Anyone can make a perfect repair the 
first time they try. 

The Shaler line of vulcanizers is 
compiete and is the “standard’’ vul- 
canizer used by the best garages and 
wisest motorists everywhere. 


Hardware Dealers—Write for 1916 Catalog 


It contains practical information about automobile tires. It tells what to do 
for every kind of tire trouble—how to treble tire mileage—how to get the most 
service out of tires, and how motorists can vulcanize and repair tires at home. 
It explains Shaler Vulcanizers and describes each model. Send today. 


C. A. SHALER CO., 1450 Fourth St., Waupun, Wis. 


The Largest Manufacturers of Vulcanizers in the World. 


Canadian Distributors—John Millen & Son, Limited, Toronto, Winnipeg, 
Montreal, Vancouver. 








Vul-Kit 


Retails for 


$3.50 


Can be carried in the tool 
box. Absolutely safe. 
Burns gasoline or alcohol 
—an exclusive Shaler fea- 
ture. Can’t overcure or 
undercure a repair. Han- 
dle always cool. Com- 
plete, $3.50. 


Medel D “tr S12 = 


Ford Kit Si" 9.75 
Tube Kit Sols 2,00 














Redwall Tires 


A new 5000 mile Redwall tire has 
recently been announced by the Na- 
tional Rubber Company, Pottstown, 
Pa. 

In construction the Redwall tire 
adheres closely to the accepted and 
modern standards of tire construc- 
tion and the manufacturers claim no 
unusual or novelty features for it, 





Cross-section of a Redwall tire 


other than highest quality of design, 
material and workmanship. 

The tires are built entirely by hand 
under unusually careful supervision. 
Square woven Sea Island duck fab- 
ric is used in building the carcass 
and one more ply of this is used than 
is generally found in the standard 
construction. In place of a single 
breaker strip a double breaker is 
used. The manufacturers claim that 
this construction practically elimi- 
nates the danger of stone bruises to 
the tire. To further protect the car- 
cass against road bruises and blow- 
outs the cushion is built unusually 
thick and wide, extending under the 
tread down the side wall, well be- 


yond any possible point of traction. 

In the regular clincher and quick 
detachable clincher styles, a fabric 
bead is used instead of the customary 
hard or soft rubber bead, the manu- 
facturers claiming that experience 
has proved the fabric bead to be prac- 
tically unbreakable, even when the 
tire is driven flat. In the straight 
side style the bead is made of many 
strands of heavy piano wire im- 
bedded in fabric. 

The tread is made extra thick and 
very tough. The tire can be ob- 
tained in all types and sizes and in 
both plain and non-skid. 

A distinctive red side wall and 
cream white tread make the tire es- 
pecially attractive in appearance and 
gives to the tire its name of Red- 
wall. 


Big Year for Motor Trucks 


“Unprecedented prosperity and in- 
dications of the biggest year in the 
history of the motor truck industry.” 
This is the report made by motor 
truck sales managers representing the 
seven principal cities of the East and 
Middle West for the Packard Motor 
Car Company when they assembled 
recently for a two-days’ convention 
in Detroit. 

The meeting was called to intro- 
duce to the men the first of the line 
of light duty trucks the company has 
ready for shipment. These one-ton 
and one-and-one-half ton units are 
now coming through the factory and 
are being delivered to customers as 
fast as shipping facilities can be pro- 
vided. They supplement the Packard 
line of heavy duty trucks. 

The truck sales managers who at- 
tended the gathering included H. S. 
Norton, of Cleveland; F. A. Jones 
Chicago; Hartley Howard, Jr., Pitts- 
burgh; W. F. Roth, Philadelphia; T. 
P. Myers,-New York; G. E. Pagett. 
St. Louis; S. L. Prime, Boston, and 
C. C. Spencer, Detroit. 
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Badger Seat Covers for Ford 


Cars 
The Wisconsin Auto Top Company, 
Racine, Wis., is manufacturing 


Badger seat covers for Ford auto- 
mobiles. 

Badger seat covers are described as 
being complete in every respect. Not 
less than sixty fasteners are used in 
each set. The arm rests and seams 

















Badger seat covers for Ford automobiles 


are reinforced and bound with high 
quality black upholstering leather, 
and each set of Badger seat covers 
is neatly and securely wrapped in a 
substantial cardboard box ready to 
put on the car. 

The Badger seat covers can be fur- 
nished in various materials. Among 
these is a double texture cravenette, 
waterproof and extra heavy quality; 
a genuine black English mohair of 
the highest grade that is waterproof; 
a waterproofed brown serge of ex- 
tra heavy quality; extra heavy wash- 
able material,-in popular black and 
white stripe design, and an extra 
heavy washable material in a popular 
brown and white design. The prices 
vary from $4.50 to $7 per set. 
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SPARION 


Clears the Road 


You have seen and heard Sparton Safety 
Signals demanding and getting the right 
of way in the midst of cluttered traffic. 


You've watched automobiles fly past and 
instinctively side-stepped to safety. You've 
heard the shattering Sparton note smashing 
thru the air to warn drivers and pedestrians. 
Certainly you have. 


Packard and over forty other high-class 
car builders have adopted Spartons as stand- 
ard equipment. Spartons rule the road 
everywhere, city, country, up hill, down dale. 


No wonder Sparton Dealers are satisfied 
with Sparton Profits. Write for our sales 
plan. Then watch us begin to co-operate 
with you. 


The Sparks Withington Co. 


JACKSON, -’ - MICH. 
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Lee Puncture-Proof 
Pneumatic Tires 


The Lee Tire & Rubber Company, 
Conshohocken, Pa., manufactures the 
Lee pneumatic non-skid puncture- 
proof tires. 

The puncture-proof feature of these 
tires is furnished by three impen- 

















Cross-section of a Lee puncture-proof tire 
showing armor plate effect of steel studs 


etrable, yet flexible, layers of steel 
discs. While these discs do not touch 
they overlap each other and each one 
is insulated by being singly embedded 
in the pure rubber cushion of the tire. 
By this, it is claimed, pliability is 
preserved and all possibility of fric- 
tion between the discs is prevented. 
These discs are made of “Harvey- 
ized” steel so that in effect they offer 
an armor-plate resistance to all punc- 
turing forces. Their small size ad- 
mits of their exerting no leverage in 
the rolling of the tire on the road and 
consequently of no drag on the car. 
It is claimed that not only does this 
steel shield protect the inner tube, 
but it also guards the carcass of the 
tire from stone bruises which would 
eventually cause blow-outs. 


Badger Specialties Company 
Reorganizes 


A recent change of considerable im- 
portance in the active organization is 
announced by the Auto Parts Manu- 
facturing Company, Milwaukee, Wis., 
maker of “Badger” accessories. Wal- 
ter W. Schwab, Charles W. Beckler 
and Frank B. Sykes have taken active 
management and control of this com- 
pany in the capacities of general man- 
ager, sales and advertising manager 
and factory manager respectively. 
These men have long been associated 
in the manufacture and development 
of automobile accessories. 

The 1916 “Badger” accessories line 
will consist of more than fifty stand- 
ard articles, including bumpers, tire 
holders, robe and foot rails, special- 
ties, gasoline and oil pumps, tanks, 
funnels, measures, tools for the au- 
tomobile garage, etc. A new catalog 
describing completely the entire line 
has just been issued and will be fur- 
nished upon request. New and indi- 
vidual designs are represented in 
these goods. Special attention is 
called to the universal fitting intend- 
ed for cars with interfering mud 


aprons and also the two new bars— 
the spring and semi-diamond. 

In the reorganization the Badger 
Specialties Manufacturing Company 
of Milwaukee, Wis., was consolidated 
with the Auto Parts Manufacturing 
Company and is now being operated 
as one under the latter firm name. 

The directors of the company are: 
William Lindsay, B. L. Hibbard, E. O. 
Ellsworth, Charles Thompson, H. 
Nauman, T. J. Pringle, J. D. Millar, 
P. D. Durant. 


Chicago Keyless Automobile 
Lock 


The Novelty Distributing Agency, 
343 South Dearborn Street, Chicago, 
Ill., the sole distributor for the Chi- 
cago keyless automobile lock, which 
is described as a keyless device that 
positively locks the ignition system 
and makes it impossible to generate 
a spark in the engine. It is a push 
button lock with sixteen. buttons hav- 
ing thousands of combinations, and 
may be set to open on any number of 
these. To open, the right buttons 
must be pressed simultaneously, with- 
out pressing any of the other but- 
tons. To close, the key on the top of 
the lock is pressed. The owner may 
change his combination at will which 
assures safety. 

The company states that the Chi- 
cago keyless automobile lock is de- 


signed to operate on any make of au- 





Chicago keyless automobile lock 


tomobile, having either high or low 
tension magneto or a magneto and a 
battery. It is easily installed by 
placing the lock, which contains a 
switch, in place of the ordinary 
switch or by cutting in on the wiring 
system the lock may be placed on the 
dash, on the seat or anywhere the 
owner wishes. 

One motion locks the device and 
one motion unlocks it. No light, it is 
claimed, is required to operate it in 
the dark. The switch plug, which is 
a key, may be withdrawn if desired, 
thus automatically locking the switch. 

The Chicago keyless automobile 
lock is made of brass, nickel plated 
and highly polished. The face of the 
iock is 3 in. in diameter. The price 
is $7.50. 
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The O.B. Tire Tool 


The O. B. Tire Tool Company, 
Eighteenth and Gratiot Streets, St. 
Louis, Mo., has put on the market the 
O. B. tire tool, which is designed for 
removing split demountable rims. 

This device consists of two clamps, 
each of which takes hold of opposite 
sides of the rim and a connecting 

















The “OO. B.”’ tire tool 


spindle constructed on the style of a 
turn buckle. After the clamps are in 
place the handle in the center is turned 
around several times which decreases 
the diameter of the rim to such an 
extent that the tire easily falls out. 

In replacing tires the rim is brought 
to the same position, the tire put in 
place and the pressure on the rim de- 
creased so that the rim goes back to 
its former position. 

This device folds up so that it can 
be placed in the tool box. It is fur- 
nished in two finishes—black enam- 
eled, which sells for $3.50, and oxi- 
dized, which sells for $3.75. 


Concerning Gasoline 


Recently an investigation of near- 
ly every phase of the production, 
transportation, refining and market- 
ing of crude petroleum and the prod- 
ucts derived from it in this country 
was begun by the ‘Federal Trade 
Commission. There have been charges 
of alleged price discrimination in the 
sale of gasoline coming in from dif- 
ferent parts of the country, especially 
California and Georgia, Missouri and 
Idaho, and it is against these that a 
special investigation is being made. 
Some of the complaints were against 
the officials of independent concerns 
and some of them against the alleged 
unfair practices of former subsidia- 
ries of the Standard Oil Company. 

It was claimed that while the 
Standard Oil Company sold gasoline 
in Missouri for about 10c. a gallon 
the same product was being sold by 
this company in New York for 20c. a 
gallon, although the transportation 
of the oil from the oil fields to New 
York was only 1c. more than the cost 
of transportation to St. Louis, and 
while it was selling gasoline in St. 
Louis for 10c. various higher prices 
were charged in nearby western 
States. 

Within a short time several plants 
will be built in Texas for the manv- 
facture of gasoline from natural gas. 
This has not been attempted in Texas 
before, but there are at the present 
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Should you happen to visit either the New York “lt “Is 

or Chicago National Automobile Shows, honor us 

with a visit at our booth. We will be pleased to Holds Never 
show you how arty live hardware dealer can handle 

HARRIS OILS AND GREASES to advantage. the in ) 
We will be at Space 42, Grand Central Palace, D the | 
New York, and Space 12, Coliseum Gallery, r 

Chicago. Open” Way” | 





We have built up a highly satisfactory business 
with the hardware trade. The dealers carrying 
our line are securing most gratifying results. 
Customers to whom they recommend FIARRIS 
try these lubricants—“America’s Leading Lubri- 
cants”—and then come back 
for repeat orders. 











PATENTED ! 


GRIFFIN’S 
Garage Door Holder 


No. 1914 


ABOVE CUT SHOWS HOLDER IN OPERATION 


For Automobile, Motor- 
boat, Motorcycle, and All 
Kinds of Machinery. 


A. W. Harris Oil 
Company 
326 S. Water Street 


» Providence, R.I. 


: “A Little Goes A 
Branch: 143 No. Wabash Ave. Soni Way D pn 


Chicago, III. ery Drop Counts.” 





THE GRIFFIN MAN’FG CO. 


7 E. Lake St. 
“on ler ERIE, PA. , Chicage | 
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BATTERY & MFG. CO. Company | 
Erie, Pa. DISTRIBUTORS : : 
are red rubber tipped to pre- 
vent pinching—are extra long 
What Every Ford Car Owner Needs for strength —have wider 
WITH OUR wings for convenience and are 
S & B Ford Carburetor Adjuster attractively packed in individ- 
Wace haat Tarai ual boxes. 


ELIMINATES CARBURETOR 
_ TROUBLES Note—If your jobber does not carry CuRTIS 





Saves Gasoline. Blow-Out Patches, send your order direct to us 
AEE RD CARS THIEF - - : : A 

” “ POpROOP. with his name and we will prepay the freight to 
Retails 50 Cents. your nearest station on five dozen or more—sizes 

On Se ee assorted to suit you. 

This is the time of year when 

carburetors: have to be adjusted 

the most, to changes in 

weather 


conditions. 
MR. DEALER—If your jobber 
cannot su you, write us for 
our maili ist proposition, also 
give your jobbers name. 


Schoener Mannafacturing Co. 
St. Cloud, Minn. 
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time almost fifty plants in the State 
of Oklahoma which are using natural 
gas, which comes direct from the well 
with the crude oil, and which up to 
this time has been considered a waste 
product, for the manufacture of gaso- 
line. In order to produce 1 gal. of 
gasoline in takes 500 cu. ft. of gas. 
The grade of the gasoline obtained 
from the natural gas ranges is 75 to 
90 deg. gravity and it is reduced to 
a gravity of 60 deg. by treating it 
with naphtha. This gasoline obtained 
from natural gas is more volatile 
than that obtained from crude oil. 


Lynite Pistons 


The McQuay-Norris Mfg. Company, 
St. Louis, Mo., maker of the “Leak- 
proof” piston rings, has secured from 

















Lynite pistons equipped with “Leak-proof” 
piston rings 


the Aluminum Castings Company the 
right to use lynite for a special die 
cast piston for Ford cars. These 
lynite pistons are furnished completely 
equipped with “Leak-proof” piston 
rings, and are ready for the garage 
man or car owner to easily slip into 
the cylinder in place of the former 
iron piston. 

_ Each set of four lynite pistons, 
equipped with “Leak-proof’” piston 
rings, is packed in a box ready for in- 
stallation. The price is $30 per set. 


'- The Ona-Moto-Lite 


! 


A new signaling device for automo- 
biles has been placed on the market 
by the Ona-Moto-Lite Company of 
Cleveland, Ohio. 

This signal is described as being 
compact and sturdy in construction 
and light in weight, weighing in all 
20 oz. It is 4 x 5 in. in size. 

The moto-lite is attached to the left 
rear fender or any place on the back 


of the car. No complicated wiring is . 

















The Ona-Moto-Lite 


necessary, and it is claimed to be 
noiseless and efficient and simple to 
install. 

When a short right-hand turn is to 
be made or a sudden stop, a switch is 
turned on which illuminates the word 


“stop” in bright red. For a left turn 
an arrow 4% in. long pointing to the 
left is lighted a brilliant green. 

The pilot light switch is of hard 
baked black enamel finish, 2% in. in 
circumference with a small white 
glass bull’s-eye mounted in the center 
through which the light shows. This 
tells positively that the signal is 
operating in the back of the car. The 
switch is placed on the steering wheel, 
cowl, side door or any convenient 
place. 

The signal is finished in hard baked 
glossy black enamel. It is packed 
complete, ready to install, including 
wire, bulbs, rubber bushing screws, 
directions, etc., and sells for $6.50. It 
can also be furnished in special colors 
for 50 cents extra. 


“Premo” Constant Tension 


Fan Belt Adjuster 


The New York Motor Device Com- 
pany, 117 East Twenty-fourth Street, 
New York City, has put on the mar- 























Hardware Age 


“Narco” Tire Accessories 


The H. W. Johns-Manville Company, 
Madison Avenue and _  Forty-first 
Street, New York, has put out sev- 
eral handy helps for motorists under 
the name of the “Narco” brand. All 
of them, the company claims, are 
good for tire trouble in one form or 
another. 

The “Narco” tire cut filler is de- 
scribed as a very heavy rubber com- 
pound in tube form which, if forced 
into a cut, penetrates right into every 
crevice. It sets quickly and makes 
a good, permanent repair. 

Tirenew is an outside dressing 
which, besides making the tires 
look clean and fresh, penetrates 
all the unseen cuts and cracks, filling 





























“Premo” fan belt adjuster 


ket the “Premo” constant tension fan 
belt adjuster for Ford cars, which, 
the company claims, will eliminate 
many motor troubles that have for- 
merly been blamed to some other 
cause than improper fan belt adjust- 
ment. 

The company states that a properly 
adjusted fan belt will often eliminate 
over-heating and radiator troubles 
that many owners try to remedy by 
buying a larger radiator or some 
auxiliary means of water circulation. 

Owing to the fact. that the regular 
adjustment of the belt is located in a 
position where oil and grease accu- 
mulate, this job is at the best an un- 
pleasant one, and when doing it the 
person is liable to make the belt too 
tight with the idea of not having to 
do it again for some time. This is 
liable to put a very. unnecessary strain 
on the fan pulley and to cause an un- 
pleasant rattle. On the other hand, 
over-heating is sure to result where 
the belt loosens up under expansion 
from heat of the engine or from 
stretching. 

The “Premo” constant tension fan 
belt adjuster puts a spring tension on 
the belt, which is uniform at all times, 
and when an adjustment is once made, 
it is claimed to be absolutely perma- 
nent. The company states that this 
device can be attached in five minutes. 
It is handsomely nickel-plated. The 
retail price is 50 cents. 





One of the products of the H. W. Johns- 
Manville Company 


them and making the casing water- 
proof. It is made in white or gray, 
and is a good protection for spare 
tires from the sun’s rays. 

“Narco” rubber reviver, it is 
claimed, makes automobile tops look 
like new again. It waterproofs and is 
not shiny or sticky. 

“Narco” cementless patches are 
claimed to stick tight to any puncture 
and require neither acid nor cement 
to make a_ good, self-vulcanized, 
permanent repair. 


“Blue Streak” Bicycle Tire 


For some time the Goodyear Tire 
& Rubber Company, Akron, Ohio, has 
been marketing the Goodyear-Akron 
bicycle tire, which is described as a 
high-grade tire at a moderate price. 

Recently, however, the company has 
changed the color of the tread of this 
tire from grey to a creamy white. The 
pattern of this tire has not been 
changed, but it is claimed it is much 
tougher and 15 per cent heavier than 

















Goodyear-Akron Sy Streak” bicycle 
ire 


formerly and consequently more wear- 
resisting. 

The motorcycle tire put 9n the mar- 
ket by this company has a blue streak 
in the center of the tread, and it was 
decided to carry out this idea with the 
bicycle tire, except that the blue streak 
was put on each side of the tire just 
above the tread. 
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NOTES OF THE RETAIL HARDWARE TRADE 


MOUNDRIDGE, KAN.—tThe J. P. Krehbiel Hardware Com- 
pany is making extensive alterations in its store. Catalogs 
requested on automobiles and automobile trucks. 


ZENDA, KAN.—W. S. Berryman & Co. have disposed of 
their hardware and furniture business, which is wholesale 
and retail, to the J. W. Evans Mercantile Company. Cata- 
logs requested on hardware, furniture, implements, buggies, 
wagons and general hardware. 


MURRAY, KY.—Sexton Brothers have bought the stock of 
the Murray Saddle & Harness Company. The business will 
be continued without any change in the firm name. 


SOMERSET, KY.—Miller Brothers have purchased the 
stock of the Girdler Hardware Company. They intend to 
enlarge it and carry a full line of implements and tools. 
Their business is both wholesale and retail. 


WINTERPORT, ME.—The hardware business of Edwin 
S. Hopkins has changed hands. E. B. Malley has purchased 
the stock and is now in charge. 


MARQUETTE, MICH.—The John W. Jochim Hardware 
Company requests catalogs on bathroom fixtures, belting and 
packing, builders’ hardware, building paper, cream separators, 
cutlery, dairy supplies, dog collars, fishing tackle, galvanized 
and tin sheets, gasoline engines, hammocks and tents, heating 
stoves, pumps, ranges and cook stoves, refrigerators, shelf 
hardware, sporting goods, tin shop, wagons and buggies and 
washing machines. 


BEJOU, MINN.—Steffens & Janssen have started in busi- 
ness, carrying a stock of baseball goods, belting and pack- 
ing, buggy whips, builders’ hardware, churns, cream sep- 
arators, cutlery, dog collars, fishing tackle, furniture de- 
partment, galvanized and tin sheets, gasoline engines, harness, 
heating stoves, heavy farm implements, heavy hardware, iron 
beds, kitchen cabinets, kitchen housefurnishings, linoleum, 
lubricating oils, mechanics’ tools, paints, oils, varnishes and 
glass, poultry supplies, pumps, ranges and cook stoves, sew- 
ing machines, shelf hardware, silverware, sporting goods, tin 
shop, wagons and buggies and washing machines, and request 
catalogs on hardware. 


WESTBROOK, MINN.—Footh & Wolff are in possession 
of the stock of bathroom fixtures, cutlery, fishing tackle, 
mechanics’ tools, etc., of B. W. Tolefson. 


ALBANY, MO.—The Albany Hardware Company, which 
has moved its stock to a new location, expects to erect a 
warehouse. Catalogs requested on hardware and implements. 


EXCELSIOR SPRINGS,. MO.—W. E. Templeton has sold 
his interest in the Clay County Hardware Company to Will- 
iam Jeff Craven. The company requests catalogs on automo- 
bile accessories, baseball goods, bathroom fixtures, belting 
and packing, bicycles, buggy whips, builders’ hardware, build- 
ing paper, children’s vehicles, churns, cream _ separators, 
cutlery, dairy supplies, dog collars, dynamite, electrical house- 
hold specialties, fishing tackle, galvanized and tin sheets, 
gasoline engines, hammocks and tents, harness, heating stoves, 
heavy farm implements, heavy hardware, home barbers’ sup- 
plies, kitchen cabinets, kitchen housefurnishings, lubricating 
oils, mechanics’ tools, oil cloth, paints, oils, varnishes and 
glass, plumbing department, poultry supplies, prepared roof- 
ing, pumps, ranges and cook stoves, refrigerators, sewing 
machines, shelf hardware, silverware, sporting goods, toys 
and games, wagons and buggies and washing machines. 


PHILADELPHIA, MO.—Gibbons Brothers have purchased 
a new building and request catalogs on hardware. 


NORTH PLATTE, NEB.—The North Side Hardware, with 
D. J. Antonides as proprietor, is enlarging its present floor 
space to 44 x 90 ft. A complete stock of the following is 
carried on which catalogs are requested: Baseball goods, 
bathroom fixtures, belting and packing, bicycles, buggy whips, 
builders’ hardware, building paper, children’s vehicles, churns, 
cream separators, cutlery, dairy supplies, dog collars, elec- 
trical household specialties, fishing tackle, galvanized and tin 
sheets, gasoline engines, hammocks and tents, harness, heat- 
ing stoves, heavy farm implements, heavy hardware, lubri- 
cating oils, mechanics’ tools, paints, oils, varnishes and glass. 
plumbing department, prepared roofing, pumps, ranges and 
cook stoves, refrigerators, sewing machines, shelf hardware, 
silverware, sporting goods, wagons and buggies and washing 


machines. 


RENO, NEV.—The Nevada Implement & Supply Company, 
doing both a wholesale and retail business, requests catalogs 
and prices on automobile accessories, baseball goods, bicycles, 
builders’ hardware, children’s vehicles, cutlery, electrical 
household specialties, fishing tackle, furniture, gasoline en- 
gines, hammocks and tents, kitchen _ cabinets, lubricating oils, 
mechanics’ tools, paints, oils, varnishes and glass, shelf hard- 
ware, sporting goods, toys and games, wagons and buggies 
and washing machines. 


NORTHGATE, N. D.—The partnership existing under the 
name of The Northgate Hardware & Furniture Company has 
been dissolved. The business will be continued by Jens 
Christensen under his own name, who will deal in the follow- 
ing, on which catalogs are requested : Automobile accessories, 
baseball goods, bathroom fixtures, belting and packing, bicy- 
cles, buggy whips, builders’ hardware, building paper, chil- 
dren’s vehicles, churns, cream separators, crockery and glass- 
ware, cutlery, dairy supplies, dog collars, fishing tackle, fur- 
naces, furniture department, galvanized and tin sheets, gaso- 
line engines, hammocks and tents, harness, heating stoves, 
heavy farm implements, heavy hardware, home barbers’ sup- 
plies, iron beds, kitchen cabinets, kitchen housefurnishings, 
linoleum, lubricating oils, mechanics’ tools, oil cloth, paints, 
oils, varnishes and glass, poultry pi poe prepared roofing, 
pumps, ranges and cook stoves, refrigerators, sewing ma- 
chines, shelf hardware, silverware, sporting - Saga tin shop, 
toys and games, wagons and buggies and washing machines. 


CHEYENNE, OKLA.—O. R. Prestridge is erecting a new 
building 25 x 60 ft. and is adding a line of automobile supplies 


to his regular stock. Catalogs requested covering wire and 
nails. 


HARTSHORNE, OKLA.—The Reynolds-McNeil Hardware 
Company will erect a building to be used as a store room, one 
story high, 50 x 100 ft., with steel ceiling and concrete floor. 
it is expected to be ready for occupancy about Jan. 15, 1916. 


DALLAS, ORE.—The Friesen Company has started in busi- 
ness, dealing in automobile accessories, bathroom fixtures, 
builders’ hardware, building paper, churns, cream separators, 
galvanized and tin sheets. gasoline engines, heavy farm im- 
plements, kitchen cabinets, kitchen housefurnishings, lime 
and cement, paints, oils, varnishes and glass, prepared roofing, 
shelf hardware, tin shop, wagons and buggies and “washing 
machines, on which catalogs are requested, together with 
catalogs on sash doors and molding. 


SUSQUEHANNA, PA.—Deakin & Ash, dealing in builders’ 
hardware, dairy supplies, fishing tackle, etc., have sold out to 
Charles A. Brown, who requests catalogs, particularly relating 
to hardware fixtures. 


CHARLESTON, S. C.—The Shaffer Hardware Company 
has been organized with a capital of $5,000 by F. R. Shaffer 
and G. E. Shaffer. It will conduct both a wholesale and retail 
business in the following lines: Baseball goods, bathroom 
fixtures, buggy whips, builders’ hardware, churns, cutlery, 
dog collars, electrical household specialties, fishing tackle, 
harness, heating stoves, heavy hardware, kitchen house- 
turnishings, mechanics’ tools, paints, oils and varnishes, pre- 
pared roofing, pumps, ranges and cook stoves, shelf hardware, 
en sporting goods and washing machines. Catalogs 
requested. 


SPARTANBURG, 8S. C.—The Palmetto Hardware & Supply 
Company has been organized as successor to the S. B. Ezell 
Hardware Company, with a capital of $12,000, by J. J. Boyd 
and Herbert T. Taylor. The stock will consist of belting and 
packing, buggy whips, builders’ hardware, building paper, 
churns, cutlery, dog collars, fishing tackle, galvanized and tin 
sheets, heating stoves, heavy farm implements, heavy hard- 
ware, kitchen housefurnishings, mechanics’ tools, paints, oils, 
varnishes and giass, poultry supplies, prepared roofing, pumps, 
ranges and cook stoves, shelf hardware, silverware and wash- 
ing * emma The company’s business is both wholesale and 
retail. 


SPRINGFIELD, S. D.—Peter Wesseling requests catalogs 
on hardware and implements. 


VERMILION, S. D.—A. E. Atwood, who has succeeded At- 
wood & Olson, requests catalogs on hardware. 


COLUMBIA, TENN.—The Fly Hardware Company stock 
has been bought by B. A. Satterfield & Co. They will move 
their complete stock of hardware, stoves, queensware and 
implements to the Fly Hardware Company’s building, and 
the two stocks will be combined. They have also acquired a 
lease on the three-story and basement building on West 
Seventh Street. In addition a large stock of furniture will 
— be carried. The Fly Hardware Company will retire from 
juUSiINesSS. 


GRAFTON, W. VA.—The Grafton Hardware Company is 
redecorating the interior of its store and installing gas and 
electric lights. 

WILLIAMSTOWN, W. VA.—The new building now being 
erected by the Square Deal Hardware Company is nearing 
completion, and will house a stock of automobile accessories, 
baseball goods, bicycles, buggy whips, builders’ hardware, 
building paper, children’s vehicles, churns, cream separators, 
cutlery, dog collars, fishing tackle, galvanized and tin sheets, 
gasoline engines, heating stoves, heavy farm implements, 
heavy hardware, lime and cement, lubricating oils, mechanics’ 
tools, paints, oils, varnishes and glass, plumbing department, 
prepared roofing, pumps, ranges and cook stoves, refriger- 
magi shelf hardware, silverware, sporting goods and washing 
machines. 


ALBANY, WIS.—Dixon Brothers, who recently sold their 
hardware stock to Prestegard Brothers, have repurchased it. 


COLUMBUS, WIS.—D. R. Jones, dealing in buggy whips, 
cream separators, gasoline engines, heavy farm implements, 
lubricating oils, pumps, wagons and buggies, has disposed of 
his stock to F. A. Kliatt and Carl Remus, who will continue 
the business under the firm name of Klatt & Remus. 


MARTELL, WIS.—The Martell Hardware Company has 
sold out to Frederick and Theodore Sebion. The title of the 
new concern will be the Sebion Bros. Hardware Company. 


MOUNT HOREB, WIS.—Henry C. Gier has become the 
owner of the building and stock of bathroom fixtures, belting 
and packing, buggy whips, builders’ hardware, building paper, 
children’s vehicles, churns, dairy supplies, dog collars, elec- 
trical household specialties, fishing tackle, galvanized and tin 
sheets, hammocks and tents, heating stoves, heavy hardware, 
home barbers’ supplies, kitchen housefurnishings, lubricating 
oils, mechanics’ tools, ranges and cook stoves, refrigerators, 
sewing machines, shelf hardware, silverware, sporting goods 
and washing machines of Ludwig England, who has been in 
ee for many years. Catalogs requested on plumbing 
supplies. 


OOSTBURG, WIS.—The hardware stock of Edward Har- 
meling has been bought by M. Daane. 


PEWAUKEE, WIS.—Henry Davy has sold his hardware 
stock and business to the W. A. Akin Hardware Company. 
The new company requests catalogs on the following lines: 
Bathroom fixtures, belting and packing, bicycles, builders’ 
hardware, building paper, children’s vehicles, crockery and 
glassware, cutlery, fishing tackle, furnaces, galvanized and tin 
sheets, gasoline engines, hammocks and tents, heating stoves, 
heavy hardware, kitchen cabinets, linoleum, lubricating oils, 
mechanics’ tools, oil cloth, paints, oils, varnishes and glass, 
plumbing department, prepared roofing, pumps, ranges and 
cook stoves, refrigerators, shelf hardware, sporting goods, tin: 
shop and washing machines. 
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av 


oP Good as ALLEN'S,” many cam 
And, doing so, boost ALLEN’S fame. 











— 6 4 ; ; 99 ACTUALLY#REPAIRS ANY 
The Missing Link” Ghat Setter THAN NEW 
Drop Forged from High Grade Steel. Sizes 4 Inch to 15 Inch It Is the only Link as Strong as Same Size Chain 


Just place the two halves to- 
gether and head over the rivet- 
pins. 

The interlocking lug and rein- 
forced hole make it twice as 
strong as any other link. It takes 


An instant repair for broken 
chain; actually neater looking and 
stronger than the link. Steam 
Shovel Engineers, Drainage Con- 





























vw loggers, Mining Oper- 
— | ‘+. fact, anyone but a minute to insert it, saving 
okaoe ot age ag Rpm So 
i to a as Lose No Time in Repairs. 
a" a jor illustrated catalogue showing 1500 articles of Marine Hardware, etc. 
ur- || -AUGHLIN COMPANY -:- ~~: Portland, Maine 
} ' : , 
AC lete “T Over” 
Best nal OINIp c c ur f- ver one 
in the Ty N ] Trade Mark : 
te in Horse Nails aie Me 
ee a fair occurs most frequently in the store selling Capewell nails. The Copewat 
C price— great majority of horseshoers use them—annual sales in the United nawl head— 
; not States exceed those of all other brands combined. a pattern 
H | cheapest To get the best profits out of your nail sales carry Capewell— foun 
re regardless there are more “turn-overs.”’ lines crossing 
: of he Shak = es, each other 
- quality. THE CAPEWELL HORSE NAIL CO. diagonally. 
A HARTFORD, CONN., U.S. A. 
£ The World’s Leading Horse Nail Manufacturers 
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| Copper Milk Can Letters 
Every Homeowner a and Figures 13" High 


Live Prospect Tinned on Back 


Clark’s Ash Can Truck is a splendid year- 
round seller. Turns stock speedily and car- 
ries an attractive profit. Retails for $1.35. 

A boon to the ashman, be he Husband or 
in the business. 

Two hooks hold the bottom of the can while 
a malleable iron handle slides down and grips 
the top of the can. Whole truck is nicely 
finished in Black Japan. 

Here is a worth-while 
proposition if there ever 
was one. Write for 

Bulletin B-12 


GEO. . P. SARE co. Above cuts are actual size. We make the 
ca entire alphabet and full set of figures. 

They are made of very thin copper and used 

1 ¢ for soldering onto milk cans or other tinned 

CT , S surfaces. Very convenient. Can be soldered 

on securely by placing the tinned side on any 


\ iA Lh Can Tr uck clean, tinned surface and passing a hot iron 



























over the face. Sample sent on request. —" 





We also make House Numbers, Automobile 
Numbers, Sign Letters in seven sizes and seven 
finishes, Sheet Metal Signs, Name Plates, 
Number Plates, Push and Pull Plates, etc., 
etc. All shown in Catalog No. 25H, sent free 
on request to jobbers or dealers. 





MANUFACTURED EXCLUSIVELY BY 


Niagara Falls Metal Stamping Works 
HARDWARE SPECIALTIES 
Niagara Falis, N. Y., U- S.A. S-46 
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HELLER’S eee 
PIVOT DOOR CABINETS | || Defy Competition 
ON SASH COR™ 


Our prices enable you 
do so and each §py. g5 ore 
makes such a favora 
impression on the fp 
chaser that our Sash 
Cords are trade winners 
of the highest order. 
Our “ALBA” and 
ISPLAY ALWAYS IN SIGHT : “STAR” brands of sash 
” cord are not cheaply 
: made—they are really | 
SEND FOR CATALOG No. 24 “better than need be.” ude 
The exceptionally low 


showing the largest assortment of prices at which they sell 
is the result of years of 


Hardware, Shelving, Fixtures, etc., in ; 
manufacturing experi- 


the United States. ESTES MILLS ence and careful shop 


FALL RIVER economy. Get interested 
W. C, nELLER a CO. NOW and write for 
MASS. prices. 


MONTPELIER : : OHIO 
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STANLEY JOINT FASTENERS 


FOR MAKING STRONG 
AND TIGHT JOINTS 
IN WOOD WORK 





PACKED TO MEET DEMANDS 
100 to box. 500 and 1000 to box. 
And in bulk 


The Stanley Works 


NEW BRITAIN, CONN. 


No. 3300, Plain Ed Bee our full page advertisement on No. 3315, Saw Edge New York Chicago 
Ponatie’ Deoremetions page 75 Parallel Corrugations 100 Lafayette Street 73 E. Lake Street 









































One Day’s Inial of a Athol Iron Grind- 


Grant Noiseless. stone _ Frame 
Riveting Machine No. 157 


‘resulted in an 
order being placed 
for 12 more ma- 
chines. 









(So 
- . 


A few reasons 
why: 


(1) Noiseless Oper- 
ation. 


(2) Spin Well Pol- 
ished Rivet 
Heads. 


Avoids Broken 
Castings. 


(3 


— 


(4) Do not mar 
Surface in Riv- 
eting. 


Rivet Tight or 
loose as  De- 
sired, 


(6) Entire Rivet- 
ing Operation 
Takes Only One 


(5 


a 





Second. 

For the sake of 

quality, output and Wherever ‘ool grinding is of any importance 

cost reduction send there’s a need for this frame. It is strongly 

for catalog built, compactly and conveniently designed and 

: equipped with every facility for attaining the 

bbe how -~ ane Rag eres gi ale hme: por, 
ruing adjustment, ba earing and ad- 

The Gr ant Mfg. justable tool rests are some of the features. 

& Machine Co. Our catalog No, 31 contains full particulars. 

Bridgeport,Conn. ATHOL MACHINE CO., Athol, Mass. 
































Who sells your customers 


their ROSE Wide Heels? 


The handy Rose Wide Heel is 


superseding narrower brick trowels. 





As never before, advantage lies 


ROSE WIDE HEEL No. 221 with the superior make because 


WRITE FOR CATALOGUE H greater width makes any forging but 
to either the most accurate feel awkward to 
Wm. Rose & Bros. Sharon Hill, Pa. a skilled man. For this reason the 
or 110 Lafayette St. store of the hour is the store with 
WIEBUSCH & HILGER, Ltd. New York City a ROSE. 


Selling Agents 
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Plain “No, 299 





EMPRESS ere 


7° F 


Leather Packed Short Pat. Marine 


BOWEN MFG. CO. 


AUBURN, N. Y. 
CATALOGUE ON APPLICATION 


Sec 


D 
CUPS 


represent only 
a part of our 
line. 





Invisible Ratchet 





Write for full 
information. 

















Style Style 
Ratchet =A" OC. a nC. “nD et OL. “N" OC. “OC. 


a ® 8b @e 


“Kr 0. 


Ask 











The Cups shown 


for Catalogue’ L. 














SCREW PLATE for 
AUTOMOBILES 





Combination Screw Plates 


Containing both United States 
and S. A. E. Standards 


Contain Taps, Dies, Stocks, Tap Wrenches ; 
a separate collet for ‘each and every die. A 
bit brace die holder for dressing over threads 
in hard-to-get-at places. 

One of these sets should be in every garage 
and repair shop. Send for the circular, “Tools 
for the Automobile.” 


Wells Brothers Company, Division 
Greenfield Tap and Die Corporation 
GREENFIELD, MASS. 


New York Chicago London Galt, Ontarie 














Butterfield Com- 
bined Auto Screw 
Plate Assortment 


No Blacksmith or repair man doing automobile 
work can be without these screw plates if he would 
have a properly equipped shop. The assortments are 
equipped with the ever-dependable Derby Dies. Each 
die is in a collet with guide attached. 

Those who are using Butterfield sets write us that 
Derby Dies are the easiest and smoothest cutting dies 
on the market. They are adjustable for tight or 
loose fits by a simple screw arrangement. 

Write us for complete information and let us help 
you become better equipped for your auto trade. 


Butterfield & Co., Ine. 


Derby Line, Vermont 


BRANCH STORES: 
126 Chambers St., New York City 
56 Cadillac St., Detroit, Mich. 
11 So. Clinton St., Chicago, IIl. 
310 Delaware St., Kansas City, Mo. 

















by a short movement of lever at the side. 


An entirely new feature in vises, quickly appreciated by Tool Makers, 
Machinists, Electricians, Amateurs, and all users of high grade labor- 


saving tools. Your jobber will supply you. 
NORTH BROS. MFG. CO., 


“YANKEE” VISE No. 


with Detachable SWIVEL BASE 


Quickly detached from swivel base by the turn of a set screw, and 
being accurately machined all over can be used in any position as a 
jig for special work on drill press, shaper, etc. 
Holds work rigid on any 
angle with use of the 
special grooved block. 


The swivel base is easily and 4 firmly locked and released in any position 


PHILADELPHIA, PA, 





1993 
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YOUR LEVEL BUSINESS 


SHOULD BE MAKING YOU A NEAT PROFIT 
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2 
lf not, stop and reflect. 


right line? 


valuable catalog. Ask your jobber. 


J. SAND & SONS, 


? 


Are you pushing it properly? Is it started on a firm foundation? Are you handling the 


SANDS PLUMBS AND LEVELS 
DESERVE YOUR CONSIDERATION 


Here is a line that will make an immediate hit with your trade and win their confidence and appre- 
ciation. A line that brings repeat orders. If you are not carrying Sand’s Levels now, send for our 


DETROIT, MICH. 
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) 
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Cary’s Universal 





Box Strapping 


In Many Widths and Gauges 
Always Carried in Stock for Prompt Shipment 


The only strapping on 
the market guaran- 
teed to run true to 
width and gauge. It 
is made from an extra 
soft annealed steel of 
great tensile strength, 
and nails can be 
driven thro’ it with 
-greatest ease. Each 
reel contains 300 feet 
equipped with patent 
metal reel frame. 


20 Reels Packed in a Case 
Goods Shipped Same Day Order is Received 


We also manufacture Flat and Twisted Wire Box 
Straps, Box Corner Fasteners, Clasps, Seals, Cor- 
rugated Joint Fasteners, Hinges and Hasps, and 
ae EVERLASTING FLEXIBLE STEEL 








Send for Cary Catalogue 


CARY MANUFACTURING CO. 


Manhattan Bridge Plaza BROOKLYN, N. Y. 














Hammer 
Clamps and Oilers 
















The Hammer Screw 
Clamp built like an 
I-beam, solid, quick- 
adjusting. The Ham- 
mer Iron Oiler—ex- 
tra strong, big mouth, 
reinforced spring 
bottom. 


We also make Mal- 
leable Iron Adjust- 
able Clamps, Engine 
Torches, Hand and 
Hanging Lamps, and 
Malleable Iron Cast- 
ings. Get prices. 


HAMMER & CO. 
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CARTON ASSORTED RIVETS 


Packed in CARTONS, Assorted 
Lengths 50 and 100 Rivets to 
Box. 12 Boxes to Carton 


Tubular Rivets and Bifurcated Rivet 


TANT A A 
TUTTI 


SLOTTEDXCLINCH AND TUBULAR RIVETS FOR MANUFACTURERS 


AUTOMATIC MACHINES FOR SETTING TUBULAR 
OUTSIDE PRONG AND SLOTTED CLINCH RIVETS 


JUDSON§L. THOMSON MFG. CO., Waltham, Mass. 
Chicago Branch: 316 North Michigan Ave. 
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BLACK DIAMOND FILE. WORKS 


INCORPORATED 1895 : 





- — 


ESTABLISHED 1863 ‘ 


«ae 





Twelve Medals of ‘ 
Special Grand Prize 


igen GOLD MEDAL : 
INTERNATIONAL rs 
Expositions re ] 


Copy of Catalogue will be sent free to any interested File User upon application. 


G. & H. BARNETT COMPANY Philadelphia, Pa. | 


Owned artd Operated by Nicholson File Co. 





























Grand Rapid 
p 4 
Have a reputation for 
quality and time-sav- 
ing features. 
Made in fifty dif- 
Tell Your Cler ks ferent styles, any 
finish. 
About It Your jobber can 
Tell your sales force about the ROLDSAFE supply you. 
REEL. Tell them how the little safety device 
automatically slides down on the hanger as the 
strapping is drawn out to be cut. Samples sent free on 
coil HAntdnn antbie Lonarceriog toon be request. Get our 
ginning to end. ee thirty-one-page 
Tell them of its importance as a life-saver, No. 5—Ball Bearing. 
>. dollar-saver, as a sound all-round invest- No. 106—Cone Bearing. catalog. 
Then you will sell more box-strapping. 
Gran ids H ; | 
De Haven Mfg. Co. d Rapids Hardware Co ae 
BROOKLYN, NEW YORK /520 Eleventh St., Grand Rapids, Michigan 

















SAND PAPER FLINT PAPER EMERY CLOTH 


IN REAMS AND ROLLS GARNET PAPER AND EMERY PAPER 
You Take wo niak on the Labi 
We nans only the Bok 
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. 


December 30, 1915 


HARDWARE AGE 95 








TL) 











Filling the Tank 


in Record Time 


There is a lively demand among 
; automobilists for this long- 
spouted gasoline can. The bent 
neck pokes right into the tank. 
No slopping. No delay. 


Delphos Mfg. Co., Delphos,” Ohio 






















Do You Sell Hose Menders? 


Improved Perfect Clinching 
Hose Menders are fast sellers. 
Made with seamless brass tubes 
and heavy galvanized clamps. 
Also all steel retinned. Every 
clamp is turned inwardly to grip 
the hose. Prices right. 


Send for our general catalog— 
to-day. 
Stuber & Kuck Co., Peoria, III. 


New York Office: J. M. Sherwood Co., 168 Church St. 


Wm. P. Horn Co., Pacific Coast Representative, 
San Francisco, Cal. 





























WRIST WATCHES 


Silver—Gold Plate—Gold Filled and Solid Gold 


Silver Case and 
Bracelet, Cyl 
Movement, $5.25 

Same with Lever 
Movement, 8.50 

Gold Plated 

ase, Cyl 
Movement, 4.25 

Gold Filled Case 
and Bracelet, 
Waltham 


Movement, 7.50 
9.50, 10.50, 13.00 
Every watch in 
attractive display 


box. Prices less 
6% cash discount. 


NEW ENGLAND WATCH & JEWELRY CoO. 
302 Park Building -i- -3- Worcester, Mass. 











sc Electri d 
AuteMatic sions 


THE QUALITY WASHER 1 
IT HAS NO EQUAL Gob 


Embodies EVERY desirable 
FEATURE, including our new 
Reversible - Swinging Wringer 
with Quick Safety Release. 
Highest Class, Medium Price. 
Best Materials and Workman- 
ship, Simple, Convenient, Ef- 
ficient, Strong, Versatile, 
Durable, Perfect in Operation 
and has Splendid Finish. 
Built in 

SIX DIFFERENT MODELS. 
A Washer for EVERY Fam- 
ily need. It’s a Business 
Builder for YOU, Mr. mo 
Send for our Good Book 

99. It’s FREE. Sold ONLY 
through the TRADE. 


Automatic Electric Washer Co., Inc., Newton, lowa, U.S. A. 

















The Favorite 


Home Lamp 
250 C. P.—1 cent per hour 


Portable, safe, convenient. No connecting 
wires or tubes. Operates 60 hours on one 
gallon of gasoline, saves money and eyes. 
Automatically cleaned, adjustable, turned 
high or low at roe Positively cannot clog. 
Operates’ in position. Guaranteed. 
Decorated china ye "ime with each lamp. 
Just the thing for homes, hotels, doctors’ 
aod lawyers’ offices. Ask your local hard- 
ware dealer for a demonstration; if he 
doesn’t carry it he can obtain it from any 
Wholesale Hardware House, or write direct 





to. us. 


NATIONAL STAMPING & ELECTRIC WORKS 
416 So. Clinton Street CHICAGO, ILLINOIS 

















Every Razor A Safe One 


The old naked razor is the best 
kind to use—if you want a “real” 
shave. Everybody knows that. And 
it’s why the Shavezy Razor Guard 
sells so readily. It makes every razor 
a safe one—it covers the blade to just 
the right degree. 


Retails at 50 cents—so sales come 
easy. Write at once. 


L. T. WEISS 


291 Taaffe Place : : Brooklyn, N. Y. 
¢ 























TAPLIN 


Double Dasher Beaters. 
Dover Egg Beaters. 


The latest and most im- 
proved types of egg 
beaters. A full variety 
of styles, sizes and 
prices, to meet every .re- 
quirement. 


THE TAPLIN MFG. CO. 
New Britain, Conn. 
New York Office: 

143 Chambers Street 

















The “Hustler” 
Ash Sifter 


In go the ashes. 
Down goes the 
dust. t comes 
the good coal to 
use again. No dirt. 
No back breaking. 
Everything quick, 
sanitary and eco- 
nomical. T h at’s 
what the “Hust- 
ler’? does for your 
customer. Think 
what it will do for 
you! 


Hill Dryer Company 


316 Park Ave. 
Worcester, Mass. 
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a 
Chicago Ladder 
is specially adapted for use 
in Hardware Stores. This 


Ladder cannot tip—will turn 
corners if desired. 


NOISELESS TRACK 


See this space for other 
kinds next week or send 
for booklet telling all about 
Rolling Ladders. 


The Bicycle Step Ladder Co. 


62 Randolph St., Chicago 











Besides being absolutely 
Attractive accurate and well made, 
J. B. Scales are very attractive. Their ‘“‘good 
looks” help sales. for catalog showing 
our complete line. 


~ Jacobs Bros. 


; SS 78 Warren Street 
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SHELF BOXES 


For the 
Retail 
Trade 


Send for 
Price List 





THE A. H. GREEN CO. 1°} Warren Street 








THE NEW 


Weicut 12 Ounces 
SWIVELED SWIVELED 





PEERLESS HANDCUFFS 


are the only handcuffs made which positively cannot become locked 
in the pocket. Can be locked on culprits’ wrists with one hand. 
Take up less room in the pocket than any other cwff. Put one on 
the counter and let the police chief or the policeman handle it. It 
is a sure sale. Order a sanipie. 


PEERLESS HANDCUFF CO., Springfield, Mass. 




















E. H. TITCHENER & CO. 


STAPLES 
and WIRE SHAPES 
Binghamton, N.Y. en Il. 














Keystone Boiler Handles 





No. | r) 5 Meas Boiler Handle 
The clips of these handles are made from heavy sheet steel, 
brightly tinned, best quality and finest finish. Four different 
styles for boilers and four different styles for covers, 
Write for prices and samples. 
Made by 


Berger Bros. Co., 229-231 Arch St., Philadelphia 

















Guaranteed 
Not to Mar 
the Floor 


Acme Removable Felt Tips are made 
of long ool, compressed under 
hydraulic pressure. 


Consequently they wear indefinitely. 


Positive insulators against noise and the only tip guar- 
anteed not to mar the finest floor. 


Demonstrate with samples at our expense. 
For furniture of all kinds. 


THE SCHATZ MFG. CO., Poughkeepsie. N. Y. 
Agents: J. C. McCarty & Co., 29 Murray St., New York 





Acme 
ni 























HE circulation of 
Hardware Age is 
guaranteed. 


A sworn statement 
in detail will be sent 
to any one ‘upon re- 
quest. 
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The Hling Hame Fastener 
Selis at Sight 


Simplest, strongest, 
safest harness specialty 
on the market. 

On or off in a second. 
Holds hames uniformly 
tight, no matter who 
hitches up. 

Horse can’t open it or 
break it. 

Fully guaranteed. 

All jobbers; $2.00 per dozen. Look for “Kling” on 
the lever. Samples sent to any dealer on receipt of 
1o cents postage. 


The National Safety Snap Co. (Inc.) 









Kling 
ema ns 





CLOSED 





Sole manufacturers of the Kliingsnap and the 
Kling Hame Fastener. 








Dept. H. Wilmington, O. 

















PaTENTES tHe 


Original Perfect Clinching 
Hose Coupling 

Fast moving stock. Sells on sight to owners of 

garden hose. Costs less than others. Easiest to 


apply. Makes a neat, finished job. Ask about our 
complete line of hose accessories. 


L. R. Nelson, Peoria, III. 


Exclusive Licensee Under ratents 








Imperial Lawn Edge Trimmer 


Sells on sight. See how easy it works. 
Note the clean, even edge. No moving parts. 
Very durable. Price is right. Good profit. 

| Most jobbers will supply you. 


IMPERIAL BIT AND SNAP CO., Racine, Wis. 

















6 


qwzg Griswold 


Bale Ties 


Bb Rrceneew OLD AND TRIED ties have passed 
through years Of refinement in manufacture 
and trial in actual use until they are now standard 
of the world. 
Complete descriptive catalogue sent free for the asking 
Made by 


American Steel & Wire Company 


Chicago New York Cleveland Pittsburgh Worcester Denver 
Export Representative: U.S. Steel Products Co., New York 
Pacific Coast Representative: U.S. Steel Products Co. 

San Francisco Los Angeles Portland Seattle 


e» American and 














| aN hy yy 
| | ~ NY Ui: 


Made by ns UNION HORSE NAIL CO. 
1506-1522 WwW. 22d St CHICAGO, ILL. 




















Trwacve Mark 


Diamond Nozzle 


Rea. U. S&S. Par. Cce'ce 


The BEST At ANY PRICE 
COSTS LESS Than Other Good Ones 





Patented 


Spray—Straight Stream—Shutoff. Wrought Brass— 

Not Cast Brass. The only nozzle with pilot to Keep 
spray etal central and prevent one-sided 
Stronger, last longer, bigger volume of water. samen 
sent post paid on receipt of 25 cents. 


H. B. Sherman Mfg. Co., Battle Creek, Mich. 








PEN-DAR LEAF RACKS 


Used on wheelbarrows with removable sides, for 
gathering leaves, cut grass and rubbish; capacity 10 
bushels, made of galvanized wire, bolted to a wooden 
base. Price, not pros ent wheelbarrow, $4.00. 





MANUFACTURED BY 
EDWARD DARBY & SONS CO., Inc. 
247 ARCH STREET PHILADELPHIA, PA. 




















De Kalb Business Wagons 


WO DAES Sattnen wnaees fet oe class of trade, and 
guarantee each one Ko enaetle an represented. 
Eh ie hee ci Oe ee 


De Kalb Wagon Co., 103 Garden St., De Kalb, Ill. 
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“Easy Emptying” 
Grass Catchers 
“favorably known the world over” 
now made with 


REINFORCED 
NON - SLIPPING BOTTOM 


Rigid—Light—Durable 
Many exclusive patented 
features and strong sell- 


ing points explained in 
catalog No. 14. 


Write for it. 
The Specialty Mfg. Co. 
St. Paul, Minn., U.S. A. 


Sold thru Hardware 
Jobbers 








Townsend Gave to the World 
The Ball-Bearing Lawn Mower 





All other manufacturers now make Ball-Bear- 
ing Mowers for their best grade, but Town- 
_ send still leads in design, quality and finish. 


S. P. TOWNSEND & CO., Orange, N. J. 























The Worcester Lawn Mower Co. 


Worcester, Mass. 


Have their NEW CATALOG 
in COLORS ready for mailing. 


Ask for it. 


SSS ee — ql gf 

a = — me . — 

— ae 
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SELLING AGENTS: 
J.C. McCarty & Company, 21 Murray St., New York 








Ask Your Jobber 


For Harness Snaps, Rope 
Snaps, Breast Chains, 
Horse and Cattle Ties, 
Halters, Wagon Jacks, 
Gate Hooks, etc. 


MADE BY 


Covert’s Saddlery Works 


INTERLAKEN, N. Y., U, S. A. 


























Quick-Set Steel 
Drive Posts 


These are some of the 
reasons why the demand 
for these posts is grow- 
ing: Cost less than wood 
or concrete, guaranteed 
for 35 years, a few blows 
set them, adapted to any 
kind of wire fencing. 
wire strung easily and 
quickly. 


It will pay you to 
handle these posts. They 
appeal to farmers and all 
property owners. Send 
for our catalog. It is free. 








Re, 


Buffalo S 





“Pt 


1 Co., Tonawanda, N. Y. 











Do your customers know 


that Earl Cooper, ({27) 
Racing Champion, 1915, 


uses and recomm ends 


DIXON’S 
Graphite Automobile 
Lubricants ? 


Write for interesting series of window display cards 
oO. 


Made in JERSEY CITY, N. J., by the 


Joseph Dixon Crucible Company 











; Well Establishec l_ong “stablished 


J i & B' 


} } 
is the pioneer brand of American 


° . } 
galvanized nettings and wire cloths. 


: 
MY Evers by rae ©1010. ommmn pO Mm Ge) eleleneleler. 


existence for nearly a century. 


THE GLLBERT & BENNETT 
MANUFACTURING COMPANY 





Y / Y 
YY (fj “fy 
Wy 14 


Ya 


74 


WY yy 
Weda 


SS 
rn ‘ 
NS 
NN 
WY 
‘ 
\ 
‘ 


S 
SS 
SYS 
SS \\ 
~S 
~ 
NS SS 
ION 
RQ ° a 
. . 

Wo ry NAAN 

SION \ 


4, 4 
VJ Sf 4 Af, 
V4, 
Y 
Yj "Uy 
V111 hr Yh 





Uy 
Uy, 


SS 


Y Y, 
hi 

17, 

Y 


: ‘S\N MG y SS SAW NS N \\ S 
, NESSIE 


DQ VQ MO Na 
MN \ 
~ " . 


IMS NS 
XS Bh CASA Se \S ~ \ 


Y § 
> \N ry , 


\ 
NY 


‘ 
‘ 
‘ 


i YY 


Vi 


SS IS 
. \. 


YY 
4 i), 
Yi 
(7, 
Uf 
Yy 


* 


WS N SN Na 
S SQ SN \ NQ{UCE S 
Ya eY ae ds " . >=. SS . NSS . » 
* ~ S AN ~ RQ S SSS NSS 
S S333 RN RRS RQ 
ISS SS 


Zs 
(/ 
Yy 
Z 4, 
4 


Fa: \ Se SS 
Ss N e™ ; : 


SDN GQ SAS 
: 


WCC GQ 
A . .,...,. Qa A 
MOON AM VA VSS EES Wis 





eee 


J, A 4, 
WITS JA 


Wy 


Uj 


(A 
Vill 
4 
Z 7 "@ 
, fi, . “ff 
Wj 4% 
Y, Yio Yj 
WM ti MULL LLLL 


VS AS fy 
“LILIA 


Yi jf 4 
4g 


VS CSS 


SS \ 
SSVS"'EX! MOK AA "'s NS 


\ \N ‘Ss eck WSK 
Ww » SS a ~ . \ SQ : . 8 > \ 
QQ QOH WDN RQQOSK QQ NN S NN WSg 
SSE SN \ WS S$ gs : stcsoes S : . SS 
N SASSO MA ASBSSASS SAN \\ \ 
SS SSS ‘ \ SQN WN SS 


S 
SSS MXQq 





jam 








> 


December 30, 1915 


HARDWARE AGE 











No. 23 


The No. 23 Red-Hot Torch 
is the best all around quart 
Torch on the market. The 
tank is made of heavy, seam- 
less drawn brass strongly 
reinforced, making it extra 
strong and durable. Burner 
made of special generator 
metal with back flow, super- 
heating the gasoline, produc- 
ing a powerful flame of in- 
tense heat. Will work per- 
fectly in wind and cold 
weather. 

Ask your jobber for No. 23. 
You will be pleased. 


Send for free Catalog 


ASHTON MFG. CO. 
19 Nevada St. 
Newark, N. J., U.S. A. 





No. 23 Red-Hot Torch 
Price Each $3.75 


“Red-Hot” 











McKinnon Tire Holders 


. For side and 
Ww rear of FORD 
cars, also for 
rear of new 
CH BE VROLET 
model, 

Made of steel, 
electrically 
welded. Simple, 
light weight, 
strong. Get our 
prices. 


McKINNON DASH COMPANY 
BUFFALO, N. Y. 























Goodell Mitre Box 


Made of STEEL—Cannot Break 


_ For years this Box has been recognized as being first 
n quality and improvements, and the new STEEL 
BOTTOM PLATES with ANGULAR SERRATURES 


to prevent work from slipping add still more to its © 


convertience and attractiveness. 

Write for new 
Catalog B, de- 
scribing this 
and many 
other features. | 











THE ROBERTSON 


“Horseshoe Magnet” 


Trade Mark Reg. U. S&S. Pat. Off. 


Hammer 


Silver Medal Panama-Pacifie BRxposition. 











THE BEST MAGNET HAMMER 
IT HOLDS THE TACK 























Ceiling Nipple 
Threaders 


This tool is made to 
thread pipe projecting 
from the ceiling or wall. 
The holder takes dies %. 
3%, Y% in. R. or L. and 
bushings to match. 


Dealers will find this a Profitable Tool to Stock. 
MANUFACTURED BY 


THE ARMSTRONG MFG. CO. 
290 KNOWLTON ST.., BRIDGEPORT, CONN. 








GOODELL Write fer illustrated price lst. 
MFG. CO. ARTHUR R. ROBERTSON, Sole Mfr. 
Greenfield, Mass. see “"Guesr of te ‘‘Horseshee Magnet’’ Trade Marke 
C. E. JENNINGS ésreers patent 
Armstrong EXPANSIVE BIT 


. Pat. April 1, 1884 

| CAP AND CUTTER Pat. Dee. 19, 1903 
a ( Kae and B. Jennings’ 
. Pat. Aaareh 1, 1910 










Note Micrometer Savew, by means of which, Cutter can be in- 
stantly adjusted toa =e part of an inch. 


C.E. JENNINGS & CO. POE... NaOoe 71-73 Murray St., N.Y. 








HUAUULA LEAN 
‘ = 





How’s your file stock? If low, sort up 
on a few REX Files. 

You'll find REX Files mighty fast sellers, 
simply because they are mighty fast cutters. 
Good profit. Send for details. 


The Rex File & Saw Co. Newcomerstown, Ohio 

















J.H.WILLIAMS & CO. 
59 Serest BROOKLYN, N.Y. ChFY 
The Wrench People 
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BLISS 
HAND 
SCREWS 


83 YEARS THE LEADER 





Also Manufacturers of 


Cabinet-Makers’ Clamps. 
Clamps. Bench Vises. 
Handies. Auger Handles. 
Special Wood Turnings. 


Foundry Flask 

Carvers’ Tool 
Chalk Line Reels. 
Mallets. 


J. H. O’NEIL, Jr., Successor to 


Pawtucket 
R. I. 











R. BLISS M’F’G CO. 





West Leechburg 
Steel Company 


General and 
Sales Offices, 
Farmers Bank 


Bldg., Pgh., Pa. 


Works— 
West Leechburg, Open Hearth Furnaces 


Pa. Hot and Cold Rolling Mills 


Manufacturers 


FINE STRIP STEELS 


For all purposes. 



























Morton’s Bronze and Steel 
CABLE SASH CHAIN | 


Are the best substitute for sash 
cord ever made. Some in daily use 
over 25 years. These chains are 
easily applied to any window. 








MANUFACTURED BY 


THOMAS MORTON 


245 Centre Street NEW YORK 
































LittleWrench 


Yes, this B. & C. Adjustable 
“S” Wrench feels right at 
home poking into nooks and 
corners and all sorts of tight 
*““‘squeezes.’ Hardened and 
tempered to a nicety. Guar- 
anteed. Splendid profit. Ask. 


Bemis & ree Hdw. & Tool Co. 


ngfield, Mass. 
























Copper Rod 
Brass Rod 
Hard Rolled Copper 


Rectangular Copper 


We can furnish any of this 
material at very close prices and 
make good delivery. 


Write us when you are in the 
market. 


The Eureka Company 
P 


NORTH EAST _ :: 








Prompt Shipment on Receipt 
of Koons Order Su INS 
cette, eS wg oe Bg ener. 








set. Copper; Raves 





ashers, Copper. 
listed above, write us at once. 
Copper and Brass Rolling “Mills 
Pitts tepesae: Pa. . 


Sakae = oe ONalle. alin. Copper Riveta Rivetn bon: 
ta 


ttsbure 


C. G. 









HUSSEY co. - 











STAR VISES 


IN YOUR WINDOW HELP 
INCREASE SALES 


Just the thing for those who 
want a small, handy, vise— 
at talking points—easy to 
se 

Sizes a 14” to 2%4”—prices from $4.50 to 
$9.00 per doz. 

Write for particulars of our 
offer to send you a — 
stand free. It will help s 
Star Vises to advantage. 


Star Specialty Mfg. Co. 
227 W. Erie Street Chicago 
New York Office, 37 Warren Street 





























V VAGNER 






STUDDING SOCKETS 


Easiest, simplest, best way to anchor 
wooden studding to cement floors. Approved 
by architects and builders. Big demand— 
fiberal profit. Write for complete catalog of Door 
Hangers, Sleds, Wagons and Hardware Specialties. 


WAGNER MFG. CO., Dept. D., Cedar Falls, Iowa 

















THE VERY LATEST 


bargains in the way of hardware stores are 
offered for sale in the “Opportunity Ex- 
change” of this issue. They hold valuable 
investments for you. Why not look them 
up—now? 
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DIETZGEN STEEL TAPES 


“Thelinefor you Because of Better Profits—Satisfaction— Repeat Sales 
SIMPLIFIED READING EUGENE DIETZGEN CO. BLACK FINISH 


MANUFACTURERS 
Chicago New York San Francisco New Orleans Toronto Pittsburgh Philadelphia 
WRITE FOR CATALOGUE “A” 


























(VES TAIEN RUSSELL JENNINGS’ 


Mi pone Drite Dwr cea wea tae | | SOLID HEAD EXPANSIVE BIT 


pp 








gavy BED 
Creeping of the bit cutter is absolutely pre- 
vented. Precise adjustment is remarkably 
The only stop adjuster made from one piece of metal with easy. 
selid ribs and heavy bed that will not cup or turn in tighten- They are made with both SQUARE 
4 ing the screw. SHANK and PRECISION SHANK. 
Descriptive circular mailed on application 
PY cc ~~ => va re espe The Russell Jennings Mfg. Co. 
NEW HAVEN, - - <= <= «= «=  CONN., U. S. A. CHESTER, CONN. 

















Tapes and Rules Lt" 


Have a vs standing reputation with users 
everywhere of being first in all points of 


suverlority— 
CCURACY—DURABILITY—DESIGN 





OF KIN x 


Our TAPES have e¥aslanmlaneouw Readings 















We lete line 
MEASURING TAPES, BOXWOOD RULES. 
THE JUFKIN feULE (70, S4GINAW. MICH.” SPRING eae ane 
5 } ‘“VICTOR’’ BOLT CLIPPER 
Send for Catalog 





Porter’s “New Easy” Bolt Clippers 


All sizes. All parte interchangeable. Jaws Special Steel. 
Big Sellers. Good profit. Write for prices. 





ROBERTS MFG. CO., Somerville Station, BOSTON, MASS. 




















| H. K. PORTER Everett, Mass. 
140 Years’ Continuous Business C-§ es | | 
Lo , Lily LR t+ +4, ae 
a = : DRIVE 
LARGEST ASSORTED STOCK IN THE WORLD Over THE (HAPIN = STEPHENS (0. 
Highest Grade Only 40 Styles 
JOB T. PUGH :: :: Phila., U.S. A. All Sizes, Pine Meadow, Conn., U. S. A. 























aPAta Ets, its bore autekly, leave « clean cut Bole SNET IT MFG. CO., Fiskdale, Mass. 


They sell best, because best known—over 120 years on 
‘wet the market. Guaranteed right in every way. * Selling Agents, JOHN H. GRAHAM 4 CO. 
The profit is big. Get our terms and catalogue. 113 Chambers Street New York City 








Rock Island Autovises 


Number 241 vise is swivel, weighing 80 Ib., and is adapted for 
automobile and heavy repair work. No. 231 vise is same in design 
but is stationary, weighing 32 Ib., and is suitable for the individual 
automobile owner. These vises ‘are a combinatoin of vise jaws, 
pipe jaws and anvil. 


ROCK ISLAND MFG. CO. Rock Island, III. 


SEND FOR NEW CATALOG OF LARGEST AND MOST 
COMPLETE LINE OF VISES MANUFACTURED 231—AUTOVISE 
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GIFFORD-WOOD C0.’S ICE TOOLS 


eee Creamery mgt Dairym Butcher and Farmer cuts and stores 
ice and want tools can Spent teen. We manufacture every tool used 
in the ice business. og 


GIFFORD-WOOD CO., Hudson, N. Y. 


NEW YORK BOSTON CHICAGO 


Make Your Store the Headquarters for 


and Sell Under Our Guarantee of Quality 





rite for couuhen a and prices. 











MICHIGAN WIRE CLOTH CO. 


ESTABLISHED 1864 


EVERYTHING IN WIRE CLOTH 


Pioneers in the manufacture of DOUBLE CRIMP 
every kind possible to weave, made of Steel, Iron, Brass, Copper, Bronze, eo ago German 
Silver, Pure Nickel, Galvanized, Tinned and Monel "Metal Wire; also WIRE LATH, 
Also Drawers of Brass, Copper, Bronze, German Silver, Pure Nickel, pe ol 
Monel Metal Wire, Etc. 
517 HOWARD STREET, DETROIT, MICH. Write for Catalogue No. 25. 


WIRE CLOTH and WIRE SCREENING of 











High Grade 


Hand Cut Steel Stamps 


Figures 
THE SCHVW ERDTLE STAMP CO. 
Bridgeport, Conn. 





BROOKS| 


WIRE GOODS 


Bright Iron and Brass. Special 
Wire Goods Made to Order. 


M. S. BROOKS & SONS 
CHESTER, CONN. 














Parker Wire Goods Company 


Manufacturers of 


General and Special Wire Hardware, 
Wire Goods and Stampings 


WORCESTER MASSACHUSETTS 




















TACKS ‘exe’ NAILS seem BOLTS | 


Cobblers’ Nails, Bed Screws, Glazier Points 


Bend for new illustrated catalogue, most convenient and 
comprehensive, 


SHELTON CO. (Estab. 1836) 


SHELTON, CONN. New York. 96 Warren St. 











Saw Sets, Hand Punches, 
Nail Pullers, Box Openers, 
Seal Presses, Bench Stops, 
\ Liquid Soap Dispensers. 


A Chas. Morrill, Manufacturer 


REG. U.S,PAT.oFF. 102 Lafayette Street 











New Yor, 
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CULVERTS Ss ‘TANKS, FLUMES 


isfaction. Youshould use noother. Write for full information. 


AMERICAN SHEET AND TIN PLATE COMPANY, es Tee Pa. 


| this stencil 0 ree © Con my he Rmay a exponed, shee Gal 
ncil on Ke ne r POLLO M 
| o insures se rerbimres yore = eo ho 





“nS U™ 









Sra 


PIT 
sheet metal work. Look for ' TSBURGH 
vanized Sheets—it 





EST 


















PLIERS 
NIPPERS 
AND 
PUNCHES 


Send for Catalog 


Round and Oval Punches 


ESTABLISHED 1826 


OF SUPERIOR QUALITY 


C. S. Osborne & Ce. 
Newark, N. J. 

















GOULDS PUMPS 


SPRAY AND WATER SUPPLY 


WATER SUPPLY PUMDS 

















THE GOULDS MFG. CO. 


WRITE FOR CATALOG AND PRICES 





SENECA FALLS.NY. 
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SAMSON CORDAGE WORKS 
MANUFACTURERS OF rack 
BRAIDED CORDAGE 9 
AND COTTON TWINES %q 
BOSTON 


SASH CORD, CLOTHES. 
Se LINES, SMALL LINES 
(Shain SEND FOR CATALOG 


MASS. 


: 





103 

























Is 


the Best 
and is made only by 


Stewart-Skinner Co. 


17 Green St., 
Worcester, 
Mass. 


THAT’S AWL 














“ANSONIA” NAIL CLIP 10c. 


Made by the makers of the “Gem”’ nail Clipper. 
in a box or 12 on a display card. Fast ten-cent sales. 


Twelve 


Big Profit 
Write 


H. C. Cook Co. 
Ansonia, Conn. 











“VRON ULAD" 
“NEVER 


a 





and BRICK 


MORTAR 


Hods 


Send for Catalogue 
and Price List 


Mfd. by 
METAL DEPT. 
THE CLEVELAND 


WIRE SPRING CO. 
Cleveland, Ohio 











for mechanics, farm- 
ers, Masons, ete. 
Made of aluminum, 
weighs % oz. , accurate 
and reliable. Write 
for further details. 


Frank B. Hall 


Newton Falls, 7Chio 


STEVENS LINE LEVEL 





—— 





, 
@ 











LY 





MM 














The Zimmerman Porch Base 


Prevents Decay and Saves Expense 
All Sizes for Round and Square Posts 
Pamphlet and Prices on Application 


S. CHENEY & SON 


MANLIUS, 


). ae 











ELEVATORS AND DUMBWAITERS 


Made to be sold by the Hardware Trade. 
Can be placed in position by any carpenter. 


Send for Catalog No. 24. 





ENERGY ELEVATOR CO. 
214-216-218 New St. 


Philadelphia, Pa. 



























ts %” Sheet 


The Groos - Metal Shear 


teel, any width or length, 
through- 


vn 14 Ibs., Steel — forgings 


out, Vanadium Steel blad 


$7.50 delivered to aa part of U. 8S. 


Chicago Patented Tools Co., 1600 Owen Ave.,Racine, Wis 











it to your trade. 
Sells for 25c. It pulls staples, and pulls business. 


THE WARREN SPECIALTY MFG. CO., 








Pulls the Staple Business 


Put up in attractive hinged showcase display boxes. 
It is the handiest tool the farmer can use. 
Ask your jobber. 


Warren, Ohio 


Show 
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The Sport is to Make the 
Fish “Stay Coumt” 
HOLDING your fish means *‘team work’”’ 

of rod and reel, hook and line. You get it when your 


tackle bears the sign of the ‘“‘Leaping Dolphin,"’ it means 
quality and a hundred years of intelligent tackle making. 


New illustrated catalog H (236 pages) on 


on receipt of parcel postage (10 cente) 
any ang who will give ua hig tackle heat. 
er’s name. 


Abbey & Imbrie, 18 } Vesey St., New York 


STM 





me 











My | 








Shaft - driven, Auto- 
mobile, Hand Horn 
List Price, $5.00 


The simplest and most 
durable on the market. 


discounts 
helps’”’ for 


Amierican Electric Co. 
State and 64th Sts., Chicage 





Manufacturer of 
Samson Automobile Horns 


San 
































Rugg 


Be « Ford Fan Belt & 
Af Tire Blow-Out 

| Patch 

WE SELL JOBBERS ONLY 








E. T. RUGG &CO., Mfrs., Newark, 0. 



















PRIEST’S 
Clippers 


The world’ s standard ‘‘back- 
o’-the-neck’’ shaver deserves 
your serious investigation as 
a profitable item of stock. 

Write. 


American Shearer Mig. Co. 
Nashua/N. H., U.S. A. 























KNIVES 


Manual Training Knife 
ROBERT MURPHY’S SONS CoO. 











SLOYD 




























<=@ BEST BLOCK TIN KEY 


TRADE MARK MALTESE CROSS 
















MAPLE WOOD BODY HIGHLY POLISHED 


Reena 
ONLY THE GENUINE ARE STAMPEO 1” TH 1% THE WOOD WITH 


pea cur) 


BEWARE OF IMMITATIONS 
SUCH AS FAUCETS SIMILAR INSHAPE WITH KEY 
LEAD, IROW,OR OTHER INFERIOR METALS, TINNED OR WICKELED. 


~e , —_ 
JOHN SOMMER t FAUCET CO. 355 Cenreat Ave. Newarn NL, 
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The 


position you are looking for 





need competent men. 


It does just as well. 





may be looking for you in this “Help Wanted” section of Hardware Age. 
The largest hardware firms in the country advertise here when they 


If you do not find the place that fits you, put an “ad” in the next issue 
yourself and let hardwaremen know what you can do. 
There is always a good place waiting for a good man, and Hardware 
Age will help you to find yours. 
Note—In answering ads do not send original references—Send a copy. 








Help Wanted and 
Business Opportunity 


Situations Wanted 


Display rates on request 


Advertisements 2c per 
word—$1.00 minimum 


rate. 


2c per word—50c 


minimum. 




















Help Wanted 


Help Wanted 


Situations Wanted 


Business Opportunities 





—ee 


Original letters of reference should 
not be inclosed with 
advertisements appearing in 
columns, as they are frequently 
mislaid and lost. A copy of the 
reference will serve the purpose. 





MANUFACTURER of full line 
household _ specialties wants local 
representative in all important cities 
to handle line on commission. De- 
partment stores, hardware dealers, 
instalment houses, premium  con- 
cerns, are all big users. State ex- 
perience, lines handled and territory 
covered. We want none but those 
who can “make good.” For such 
our proposition is an excellent one. 
Address “S. care HARDWARE 
AcE, New York. 





GARDEN HOSE SALESMAN 
WANTED—AI salesman acquainted 
with hardware trade to sell complete 
line garden hose on strictly commis- 
sion basis. Advise territory you now 
cover and give references. Address 
Thermoid ubber Company, Tren- 
ton, N. J 





“WE GOT THE MAN WE 
WANTED.” ve THE SAME 
OLD BUT NEVERTHELESS 
GRATIFYING STORY THAT IS 
TOLD TO US WEEK IN AN 
K OU YOU'LL Fi 

A 

G 


D 
D 
TION IS THE EASIEST D 
CHEAPEST METHOD TO T 
COMPETENT MEN. 


N 
E 

N 

E 





TRAVELING SALESMEN 
WANTED by long established con- 
cern manufacturing large line of 
high grade tools and specialties. To 
the right men, an additional line can 
be arranged for going to same trade, 
and the two lines together will pay 
well. Can use several men in the 
New magne wena, Middle States, 
Middle estern States, to begin 
romney 1, 1916. Both lines wanted 
y all good trade in retail hardware, 
housefurnishing, etc. 
required, stating age, number o 
years selling, and lines handled 
previously nly men of experience, 
who can secure orders for complete 
lines, not single items, need apply. 
Prompt application necessary with 
home address for reply. Address 
oe? care Harpware Ace, New 

ork. 


GOOD PAYING AND REPEAT- 
ING STOVE LINE OPEN FOR 
1916 in following territories: Wis- 
consin, South Dakota and North Da- 
kota. Line well adapted to above 
territories and old trade established. 

ly those calling on stove trade 
Sayeed and in position to use line 
as leader can be considered. Ad- 
dress “‘D. T.,” care HarpWware AGE, 
New York. 





References 








WANTED — Salesmen acquainted 
with factory, mill and general hard- 
ware line. Must ve experienced 
man who can show results in New 
York City. Best of references re- 
quired. Address “D. M.,” care 
Harpware AGE, New York. 


replhes to 
these 


¢| /B. X.,” care Harpware Ace, New 


SALESMAN to travel in New 
York, Prefer man acquainted with 
the hardware trade in. Eastern part 
of the State. Permanent position. 
State age, experience and salary ex- 





pected. Box “F. B.,”’ care Harp- 
ware AGE, New York. 
FOUR YOUNG, LIVE, WIDE 


AWAKE SALESMEN, 3 § salary, 
commission. Hardware, housefur- 
nishing, oe ea agg 3 stores, New 


England through Middle West. Pre- 
fer experienced these lines; if_ not, 
experienced difficult lines. Must 
have selling ability; no order takers. 
High class lines established. . One 
side line man calling same buyers, 
well acquainted ; whole South. Ad- 
dress “F. I.,” care HarpWARE AGE, 
New York. 


r 


We Want “Live” Representatives in 

Various Sections of the Country. 
Products in big demand. Advertised 
in trade and consumer publications. 
Sell through Hardware Plumbing 
Supply and Electrical Supply Job- 
bers and Dealers. Prefer men who 
are making good with other lines 
but who would like to take on a good 
side line. Liberal commission. Write, 
giving full information about your- 
self, the lines you now sell, etc. 
Address WE. dao were HARDWARE 

Ace, New York. 














Situations Wanted 





SALES MANAGER—Wide awake, 
progressive, successful sales manager 
who has been connected with Sim- 
mons Hardware Company for ten 
qoate, and with prominent New 

ngland manufacturer for five years, 
wants to manage sales of a New 
England hardware factory. Salary 
is no consideration. Willing to take 
stock. References and past record 
will show this isn’t the advertisement 
of a mere job hunter. Address 


York. 





THE WRITER OF THIS AD 
understands thoroughly the merchan- 
dising of hardware and tools. As 
buyer and sales manager he _ in- 


creases profits, eliminates order 
takers, creates SALESMEN and 
“throws” undesirable business to 


EXECUTIVE, ACCOUNTANT 
and COLLECTION EXPERT of 
original thought and action, wishes 
to enter the hardware field—manu- 
facturing, wholesale or retail. Ex- 
perienced i in reorganization work and 
pee Investigate! Address 
vn toed care HaArpware Ace, New 

or 





EXPERIENCED MAN, age 35, 
fifteen years’ hardware experience. 
Well posted on prices. Cost man for 
jobbing house four years. Under- 
stands builders’ hardware and paint 
in addition to general hardware. 
Would like position as buyer with 
ood retail concern. Address “F. 
. care Harpware AcE, New York. 





PURCHASING AGENT—Desir- 
ous of making change. Fourteen 
years’ experience in all branches of 
hardware business. Can furnish best 
of reference. Address “‘F. E.,” care 
Harpware AGE, New York. 





YOUNG MAN, with experience, 
desires position in purchasing de- 
partment of hardware or manufac- 
turing concern. Can furnish excel- 
lent references. Address “F. G.,” 
care Harpware Ace, New York. 





SALESMAN, EXPERIENCED, 
successtul and thoroughly acquainted 
with the New England hardware 
trade, both jobbing and retail, wants 
to represent a manufacturing line in 
New England on commission basis. 
Will furnish satisfactory references. 
Address “ .» care H'arpware| 4% 
AcE, 83 Equitable Bldg., Boston, 


Mass. 





GENTLEMAN (British subject), 
represented some years in England 
first class German builders’ 
ware concerns, owing to war is open 
for an engagement as manager, sales- 
man or similar roposition ; first class 
references. Address. “F H.,” care 


hard-| NO 


EASTERN JOBBING AND DIS- 
TRIBUTING. HOUSE with live 
sales organization desires to repre- 
sent in New England a few more 
manufacturers of hardware and 





specialties. Address “C. R.,” care 
HARDWARE AGE, New York. 
FOR SALE—An interest in a 


warm air furnace manufacturing 
plant in the Middle West. A rare 
opportunity for the right man with 
a little money to invest either with 
or without active association. Best 
of reasons for selling. Address “C. 
F.,”’ care HarpwareE AcE, New York. 


OWNER OF A FILE FACTORY, 
on account of ill health, desires to 
dispose of the business as a going 
proposition. Have enjoyed good busi- 
ness and made a superior brand. Ap- 

ly “E. C.,” care Harpware AGE, 
Rew ¥ York. 








FOR SALE—Stock of hardware, 
stoves, paints and oils. Nice new 
clean up-to-date stock and fixtures, 
will invoice about six thousand dol- 
lars ($6,000), in good live town of 
1,000 inhabitants, in an. A No. 1 
farming country. Must be cash, no 
trade considered. Unless you have 
cash and mean business, do not an- 
swer. Reason for selling—different 
manufacturing interests demand my 
entire attention. This proposition 
will bear thorough inspection and in- 
vestigation and will go quickly. Ad- 
dress J. E. Kercher, Wolcott, Ind. 





SALESMAN operating in Middle 
West can handle a live specialty or 
a short line of goods on commission. 
a P. O. Box 460, Green Bay, 
is. 





THERE ee 4a TO BE AN 


Creat we ARE YOU 
AFTER? RECOMMEND 
THIS SECTION FROM “PAST 
PERFORMANCES.” 





HIARDWARE AGE, New Yorke 





SALESMAN acquainted with Hard- 
ware dealers in Chicago wishes to 
connect with manufacturer of Build- 
ers Hardware, Tools or kindred lines. 
Chicago stock preferred. Jobber con- 
sidered. Address “F. K.,” care 
HarpwareE AGE, New York. 





your competitor. Methods employed 





are the result of successful work in 
each department. Salary not less 
than $3,000 and percentage connec- 
tion. January lst, or if desirable 


Business Opportunities 


WANTED—Second hand 8 or 10 
foot hand power brake, Pye meme No. 
18 iron and lighter. Address “F. 
gs HARDWARE AGE, 
York. 


care New 





FOR SALE— Hardware and 
eoweere stock and fixtures Jan. 
il at 1 o’clock to highest bidder. 
Appraisement about $8,400. For 
particulars address Andrew S. 
Mitchell, Receiver, Newark, Ohio. 








December 15. Address “D. as 
care Harpware Ace, New York. 





A SUCCESSFUL SALESMAN, 
for the last ten years director o 
sales, would like to get in touch 
with manufacturers of hardware and 
kindred lines, desirous of_increasing 
their sales in Atlantic Coast terri- 


fj service to you on account of our 


IF YOU ARE DESIROUS of 
buying, selling or exchanging a stock 
of hardware we can» be of great 


intimate knowledge of these matters 
in every section of the Rye 
States. Address “R. _care 
HARDWARE AGE, New York. 





to Have been very successful in 
sel ing U. S. Government depart- 
ments. Exceptional references. Ad- 
dress “D. X.,” care Harpware AGE, 
New York. 





SALESMAN for line package 
household paint specialties sold to 
retail hardware, ecg hr and 
other stores; <ecem 250-300 miles 
New York. 5S good opening 
with establish trade in Brooklyn 
and Long Island. State age, experi- 
ence, references, salary. “E. G.,” 
care HARDWARE Ace, New York. 








WANTED FOR 1916, competent, 
experienced stove salesman for State 
of Ohio; must be familiar with the 
ew ge Address, giving references) 


TELL HIS STORY. 


LOOKING FOR A 
OR FINDING IT IMPOSSIBLE 
TO GO HIGHER UP WHERE 


claims, etc. 


No collection, no charge. 
FRM AA RPM vO Saaerates getting particulars free. Best Ad- 


COLLECTIONS! 
Bad debts, delinquent accounts, 
collected everywhere. 
prompt settlements. 
‘retainers.”’ 
Money- 


uick results 
o advance fees—no ‘ 


ustment Co., Room 840, 1328 


roadway, New York. 


RECEIVERSHIP SALE. 
Receivership of Vordenbaumen- 
Eastham Co., Ltd., Shreveport, La., 
No. 13930. 1st District Court, Caddo 
Parish, La. By virtue_of an order 
of the First District Court in and 
for the Parish of Caddo, State of 
Louisiana, directed to me as, receiver 
for the Vordenbaumen-Eastham Co., 
Ltd., in the above entitled and num- 
bered matter, I will sell at public 
auction at the place of business of 
the said Veedushantike- Eastham Co., 
Ltd., No. 709 and 711 Milam St., 
Shreveport, La., for cash with the 
benefit of Ce on Satur- 
day, Jan. 15, 16, at 11 o’clock 
a. m., the following property to wit: 
Stock hardware, mill supplies, crock- 
er lassware, fixtures, accounts and 
es physical assets of the Vorden- 
men-Eastham Co., Ltd., as per in- 





HE stibe WISHING TO MAKE 
A CHANGE, 
SECTION 





WANTED — BY AN 
ENCED HARDWARE 


EXPERI- 
SALES- 


manufacturer in the South. 
uainted and can show results. Ad- 
ress “E. S.,” care Harpware AGE, 





Aner + ience in full, Bax- 
tove Co., Mf ansfield, Ohio. 


WILL FIND THIS 
YOU HAVE OF COURSE THE 
THE PLACE TO| NewspaPENs IN YOUR CITY 
THAT YOU CAN U O | sa 
OBTAIN A 


MAN, a job representing a first class Use. THIS SECTION it MAY 
Am ac-}| CO R’”’ IN A 
“PULLMAN. c 


SE 
POSITION; 
a8 ve dog? TO ae we 

ATION WA 


BUT iT WILL 
PROBABLY GIVE Ou 


canes thereof on file in the clerk’s 


office of Caddo Parish, La. Said 
vets rty to be sold as belongi ng to 
Vordenbaumen-Eastham Co. for 

the affairs 


the 6 ana of liquidatin 
of said corporation. rivate bids 
Y | will also be considered up to Jan. 15, 
1916. Stock is new and well as- 
ae bone 9 ° age —— $45, _ a 
splendid openi and a splendi 
town. EH Vealeubeuminn Rec., 








New York, 


Y 
WORTH-WHILE “BERTH.” 


Sh ocak. 
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Want Talks 


‘Hitch your wagon to a star.” The 
philosopher who said this put the 
thought in expressive form, but he 
wasn’t the first or the last to have the 
idea. The fellow who aims the highest 
hits the highest, if his gun is strong 
enough. He certainly won't hit any 
higher than he aims. 


It’s just about the same in hardware. 
If you aim for a big position, you will 
probably get one; if not, there's no use 
in praying that a big position will grow 
small enough for you. 


But let’s take your individual case. 
Isn't it about likethis? You're plugging 
away with all your energy, trying to ad- 
vance yourself in the estimation of the 
boss. He appreciates your work and 
ambition, and now and then he shows 
it, but a bigger position doesn’t seem to 
be even in the distance. It is simply be- 
cause all the big positions in your firm 
are already filled by capable men. 


Get after a real job. What if it is 
away from home? Show your mettle 
by making good in a new community. 
Now listen! Here’s the tip. The 
Opportunity Exchange of HARDWARE 
AGE is the great market place for hard- 
ware men. Read it and you may find 
just the position you want. If not, an 
ad. of your own costs only fifty cents, 
with two more for each word over 
twenty-five. Don’t be afraid to aim 
high,—to “Hitch your wagon to a star.” 
You'll find the Opportunity Exchange 
makes mighty good harness. 






























To Be Or 
Not To Be 


Are you securing your 
rightful share of profits 
from the sale of files? 


Or do you neglect this 
rich field simply because 
you are dealing with a man- 
ufacturer who is _ stingy 
with his COOPERA- 
TION? 


Delta Files, you may 
be sure, have the satis- 
faction-giving attributes 
which win friends and 
permanent customers. 


From tip to tang, Delta 
Files are made of Cruci- 
ble Steel—the only line 
of files from 3 to 24 
inches using this ex- 
tremely tough and long- 
wearing metal. 


Thus, Delta teeth stay 
sharp longer than those 
of other files—and they 
cut cleaner and faster, 
too. 


It is our policy to work 
with our dealers in every 
possible way, supplying 
advertising aid and coun- 
sel and giving practical 
assistance in the further- 
ance of their individual 
file profits. 


If you need us we cer- 
tainly need you. Look 
for the Delta Trademark 
on the tang of every file 
your jobber sells you. 


of 
% 


 ) ry 
DELTA 


Delta File Works 
Philadeiphia, Pa. 


Chicago Office: 62 E. Lake Street 
New York Office: 260 West Street 
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Mr. Hardware Dealer :— 


N June Ist of this year it is esti- 
mated there were 2,000,000 


automobiles in use in the United 
States. 


Exclusive of gasoline and lubricating 
oil, it is estimated that there is spent 
annually for parts, accessories, etc., in 
the United States by car owners, $400,- 
000,000.00. 


Every 1915 and 1916 model car is 
equipped with electric lamps. U 5 


Our proposition on electric lamps for 


automobile lighting ‘will interest every Inc andesc ent 
hardware dealer. 
Lamp Co. 


. 







































































Write for it today. St. Louis, Missouri 
: ——— at 
Zoo 
OUR PRICES || 
3 © Be ready for the next prospect—quote him | 
E BELLS on the spot from an adjacent Hardware Age 
/ Brass Bound || 
= and “close the sale.” | : 
iad An indestructible commodity in 9 sizes, made = 
= s of tough, heavy cardboard, linen paper fac- | 2 
=| ing on both sides, and an unobtrusive brass edging that does the trick. = 
: 10 per cent. discount on orders for 2 dozen cards—circular and sample on request. = 
: Hardwar e€ Age Book Dept. 239 — eon Ger Street Z 
Ua ——___} 
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The Ca talo rue 





miI1E advantages of catalogue buying—when 
fei =the catalogue is right-—are known to every 
Deke) © wide-awake hardware retailer. When he 
can buy from a catalogue whose prices are absolutely 
net and guaranteed; a catalogue that comes to him 
every thirty days, thus doing away with the neces- 
sity of a lot of annoying loose-leaf supplements; a 
catalogue printed in a style that is the very last word 
in convenience, sharply contrasting with the regular 
family Bible size hardware catalogue; a catalogue 
that makes for ease and safety in buying—when he 
has a catalogue like this he has one that is absolutely 
worth its weight in gold to him. There are many 
catalogues in the world but only one of the kind just 
described. This is “OUR DRUMMER,” the only 
traveling salesman Butler Brothers have. Be sure 
you get our January issue. It contains the most 
important profit-bringing message for this season 


that you ever read. 


BUTLER BROTHERS 


Exclusive Wholesalers of General Merchandise 





New York Chicago St. Louis 
Minneapolis Dallas 
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To The Hardware Jobber and Dealer 


Please ,vin the many leading jobbers and dealers who recommend and sell ‘‘X,’’ the 
wonderful liquid. aX, due to its great merit, is recognized the STANDARD the 
world over. No really up-to-date auto supply house is complete without it. 


Auto Owners 
and Garages 


Save Over : 


ThreeMillion 
Dollars Year- 


ly by the use 
of “sy”? 


“xX” does a $15 
repair job on a 
leaking radciator 
or cracked water 
jackets in 10 
minutes at a 
net cost ef not 
over $1.50. “xX” 
saves future re- 
pair bills  be- 
cause it makes 
the radiator 
LEAK - PROOF 
by stopping au- 
tomatically all 
leaks due to vi- 
bration and 
wear and by 
eliminating  aill 
rust and scale. 
ONE CAN OF 
“X”" WILL RE. 
PAIR TWO 
RADIA TORS 
UNDER 5 GAL. 
LONS. 


All Radiator 
mm Makers Rec- 
é f ommend 
“*X”’ for Leak- 


Proofing. 


Radiators 


Because ‘‘X” 
contains no ce- 
ment, powder, 
meal or glue. It 
CANNOT clog 
the finest honey- 
comb _ radiator 


because it is | 


perfectly liquid, 
instantly mixes 
with water or 
alcohol, It finds 
the leak and 
stops it quickly 
by hardening in 
THE HOLE 
ONLY. 


“X’’ Is used by 
the Standard Oil 
Co., American 
Telephone Co., 
General Electric 
Co., and many 
Governments in 
thelr Army 
trucks. 


““X”’ repairs without welding cracked sections in steam and water heating 
boilers. An ‘‘X” repair will stand 500 Ibs. pressure. 


A Great Money Making Opportunity for the Hardware Dealer 


T fe. . isi ates i “X.” “X” is a better product, 
I t of “X” plus our forceful advertising creates a big demand for X S z 
si tes icant 2 at Sietes profit. “X” is particularly in demand in winter because it 1s 
THE ONLY COMPOUND THAT WORKS IN ALCOHOL. 

We cooperate with you and help you sell “X.” We furnish with your first order A HAN gt ao SI- 
LENT SALESMAN DISPLAY CABINET which sells the goods for you. We also supply you with expen- 
sively printed folders. You or your customers take no chance because 

“Xx” IS SOLD UNDER A RIGID MONEY-BACK GUARANTEE. 

Order “X” from your jobber or direct. Place the attractive display cabinet on your counter and watch 
for results. Order Now. 

Don’t fail to see the wonderful demon- 
stration of “X” at the New York and Chi- 
cago Auto Shows. 


‘““X’’? Laboratories, 630 Washington 
Street, Boston, Mass. 
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